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“You see, Ma’am - no more splashing 


.and no more water hammer, 
or high water. bills, 
or noisy appliances.” 








IT ISN'T OFTEN YOU CAN BE A HERO 
WITH SO LITTLE EFFORT! 


When you find a customer who’s plagued with the headache of A COMPLETE LINE OF 


i i eli » are m: . :; —_ DEPENDABLE WATER PRESSURE 
high water pressure ean there are many of them), you son REDUCING VALVES WITH 
a wonderful opportunity to be a real hero to Mrs. Housewife. INTEGRAL STRAINERS 


With little effort and at minor cost to your customer. 
Simply by suggesting and installing a Watts Water Pressure 
Reducing Valve wherever you find water pressure exceeding 
No. U35 Featuring renewable 
stainless steel seat and strainer 


screen. Furnished with union 
threaded inlet connection. 


75 lbs., you assure efficient operation of plumbing systems. 
And the absence of aggravating water hammer noise alone 
is a constant reminder to Mrs. Housewife that you were the 
contractor who solved her problem. 
Good business? You bet! Watts Regulator Company, 


Lawrence, Mass. fs Me No. U25 Choice of union sweat 
= ry) or union threaded inlet connec- 
Be sure. as tion. Renewable stainless steel 


seat and strainer screen. 


ALL PARTS OF WATTS PRODUCTS ARE 100% MADE IN U.S.A. 


Check 4-002-01 on Reply Card Check 4-003-01 on Reply Card 
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lf there is ever a better flush valve...its name will be 





S meyAyy FLUSH VALVES 


SLOAN 


Continuing research by 
SLOAN for more than 50 
years has made the ROYAL 
Flush Valve the standard 
by which all other flush 
valves are judged. Prod- 
uct improvements—such 
as no regulation, non- 
hold-open, inside cover, 
segmented rubber dia- 
phragm, parts of Du Pont 
Delrin®°—are made only af- 
ter years of thorough field 
testing. Thus, long lasting, 
low maintenance perform- 
ance is the result of excel- 
lenceinengineering and re- 
search. This is the bonus 
of quality you expect, and 
receive, from SLOAN. 








<b 
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MICO 


FITTINGS 


Nt 


The construction industry benefits three ways 
when IMICO is specified: 1. Fitting problems are 
eliminated because all specifications regarding 
working pressure, threads, chemical and physical 
Rute Howey Walle Ser properties are exceeded by wide margins; 
Greater Strength 2. Threads and angles are always true and 
snare Theouae tor Getter chamfering done where needed for easy starting; 


Pipe-To-Fitting Connection 
© Brass Seat for Sure Fit 3. Packaging and pricing eliminates stock 
confusion, simplifies job figuring and assures the 


right profit for everyone. Next time, specify IMICO. 


Sold Through Authorized IMICO Distributors Only 


ILLINOIS MALLEABLE IRON CO. 


(Division of Appleton Electric Co.) 


1701-59 Wellington Avenue - Chicago 13, Illinois 


Check 4-005-01 on Reply Card 


Domestic ENGINEERING, AprIL 1961 





continued from page 4... 
All in a Day’s Work... 


DoMESTIC ENGINEERING y 


| 
Combined with Automatic Heat and Air Conditioning 
and Domestic Appliance Merchandising 


1885 0. T. CARSON 1960 


Officers 
G. L. Milne, president 


J. A. Foxworthy, executive vice president and 
general manager 








C. L. Staples, vice president 





W. M. Carson, secretary 


Staff 


J. E. Purnell, managing editor and 
assistant publisher 














L. A. Jozsi-Joe, feature editor 

A. D. Geller, merchandising editor 

J. E. Plunkett, assistant editor 

H. M. Unger, service section editor 
A. L. Wrigley, reader service editor 
A. C. Pronoitis, art director 








)»» P. Campbell, director of catalogs 


). S. Johnson, sales manager 


r 
( 
J 


D. Morrison, sales promotion manager 
E. A. Bogusz, market research manager 

E. E. Ocker, advertising production manager 
M. B. Johnston, circulation manager 

J. Balma, office manager 

J. Untch, sales service manager 


Field Representatives 


Chicago (Home Office) 

ee ree J. W. Sullivan, D. R. Duffy 

Eastern 

110 E. 42nd St., New York City ....A. Papineau, Eastern mgr. 
D. Banks 

New Eng'‘and ' 


Yr te lan 
60 Mt. Vernon, Needham, Mass. ....A. Papineau, Eastern mgr. aielicia 

















Central 
913 Citizens Bldg., Cleveland D. T. Howerter 
212 Arnold Dr., Middletown, O. ................ R. T. Wagner 


Pacific Coast 

520 S. W. 6th Ave., Portland, Ore. .............. F. J. McHugh 

625 Market St., San Francisco C. D. Wood 
R. Shrader 

Southern 

1722 Rhodes-Haverty Bldg., Atlanta, Ga. ........... M. Pirnie 


Western 
620 Sherman St., Denver, Colo. ............. R. H. Heidersbach 











Domestic ENGINEERING, APRIL 1961 





TRIPLE-PLATED POLISHED CHROME 
OVER 2,000 COMPLETE-FOR-JOB-KITS 
SIZE MARKING AND TRADEMARKING 
CELLOPHANE OVERWRAPPED TRAYS 
@= OVER 250 VALVE SIZES AND STYLES 
PRECISION MACHINING AND QUALITY CONTROL 
FULL IRON PIPE RED BRASS NIPPLES 
CLOSE TOLERANCE INSPECTION 
‘ » INDIVIDUALLY PACKAGED 
Me 1 PIECE CONSTRUCTION 
Se, SOLID BRASS INSERT 4 
: WW-P-541b 
CODE 





& 
7 
e 


WHAT QUALITY STEPS AT THE FACTORY 
MEAN TO YOU ON THE JOB 


Over 2,000 supply kits, conveniently pack- Over 14 Quality Steps and inspections go Have the confidence that comes with 
aged and completely protected, are custom into the manufacture of Speedway using nationally advertised, brand-name 
tailored to fit your needs . . . at produc- Supplies to eliminate on-job trouble. No material. Protect your professional reputa- 
tion line savings. matter how intricate the hookup, how tion and assure future job opportunities. 
difficult the job, there’s a trouble-free 
Speedway to fit your requirements. 


YOU DESERVE THE BEST...ASK FOR AND GET SPEEDWAY SUPPLIES BY BRASS-CRAFT! 


THE “SUPPLY CENTER’ OF THE INDUSTRY WHERE OVER 2,000 COMBINATIONS ARE CUSTOM-PACKAGED TO FIT YOUR NEEDS 


SPEEDWAY SUPPL IES by Wrass: Cra t 


©1960 Brass-Craft Mfg. Co. 
WRITE DEPT. D, BRASS-CRAFT MFG. CO., DETROIT 1, M:CH., FOR YOUR WATER SUPPLY CATALOG NO. 91560 


Check 4-007-01 on Reply Card 


DomMEsTIC ENGINEERING, APRIL 1961 





O-B Valves 

















Plants piping steam, water, gas, air and oil to production 
machinery find O-B valves hold up under severest demands. 
They’re made for them. O-B bronze valves (like No. 1201 
globe pictured) combine fine casting, precise machining 
and sound engineering to maintain positive flow control. 


Its exclusive construction features make this UL-listed 
dispensing valve ideal for transferring LP-gas from tank 
to tank. Body is extra heavy bronze that withstands rough 
handling. A stainless steel spring effects tight closure and 


a special latch holds valve open until it’s released. 

















Accurate heating, air conditioning and balancing of year 
‘round combination systems are assured by O-B “Equa- 
temp” valves—used also for radiant heating. A quarter turn 
of stem closes valve, simplifies draining without need for 
refilling system. Special design discourages tampering. 


a 









































Reliable operation of oil burning furnaces is aided by this 
O-B bar stock valve with needle point that maintains 
precise regulation of fuel. Special copper base bronze stem 
and disc offer excellent corrosion resistance, making this 
valve ideal for water and gas service as well. 








You profit most when you standardize on the O-B bronze valve 


line. You find the consistent quality you want—the efficient 


operation you rely on—and the freedom of choice you need — 


in valves from k” to 3” sizes. Write for latest catalog information. 


OHIO BRASS COMPANY «* Mansfield, Ohio 


10063.vU 


Ask your distributor for the valve 


in the orange-and-black box 


Check 4-008-01 on Reply Card 
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U.S.-CARLIN -ixc> WATER HEATERS 
give you MORE 10 SELL 


BIG » » » and growing bigger all the time: that’s the picture of 
today’s oil-fired water heater business! A tremendous market is 
opening as the public becomes aware of the amazing speed with 
which these units produce quantities of hot water . . . and at costs 
but a fraction of other methods. 

You’ll want a share of this business . . . and you’ll be in a better 
position to get it with U.S.-Carlin. Check the PLUS features 
offered by U.S.-Carlin and see how you can outdistance competi- 
tion with the line that lets you offer more . . . and make more! 


+ MODEL 150F, a tried and tested U.S.-Carlin oil burner especially designed for compact 
combustion chambers, assures clean firing, highest efficiency. One-piece cast iron 
housing, stainless steel air cone, combustion head parts plated to prevent moisture 
damage, nozzie line of Ye” heavy-wall brass pipe . . . these are features that 
spell QUALITY! 


+ COMBUSTION CHAMBER, adequately sized, of high temperature refractory enclosed 
in steel casing. 


“f* FLUE LINER of aluminized steel for longer life. 


+ moRE INSULATION — Tank is completely blanketed, top to bottom, with 214” Fiberglas 
(2%2” on 65 and 70-gal. models). 


“f PROVISION FOR DUAL AQUASTAT where requirements call for a high limit in addition: 
to an operating control. 





+ COMPACT, MODERN DESIGN, low in height, permits easy handling on the job and 
installation in low-ceiling areas. 





+ FACTORY WARRANTY — Tanks guaranteed up to 15 years (10 years for glass-lined 
models) when used for domestic hot water. Warranty card with every unit. 


+ BROAD LINE— Models to meet every residential and many commercial and institu- 
tional needs . . . glass-lined in 30, 50, and 70-gallon capacities; copper-lined in 30, 
45, and 65-gallon capacities. 


Get all the facts today on U.S.-Carlin Water Heaters . . . the line that’s made right . . ‘i 
and priced right . . . for profitable selling. Contact your wholesaler or write us today. 


7 ASO ADVANCED DESIGN U.S.-CARLIN Oll BURNERS —— 


“SHELL HEAD'’ BURNERS TO 12 GPH ELECTRONIC CONTROLS, FACTORY MOUNTED HIGH CAPACITY BURNERS TO 20 GPH 


OUTSELLS 
BECAUSE 
IT EXCELS 


THE CARLIN COMPANY . wetnHersrietp, conn. 


MID-WEST REPRESENTATION COMPLETE BURNER STOCKS AT CHICAGO 











U.S.-Carlin burners are listed by Underwriters’ Laboratories, Inc. and approved under U.S. Government Commercial Standard CS75-56 where applicable. 
Check 4-009-01 on Reply Card 
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Credit Men See Signs of a Business 
Upswing, Call Present Dip a Breather 


New York Crtry—“Our nation’s 
economy paused for a_ breather 
these last few months, but there 
is certainly no reason for gloom.” 

This is the optimistic view taken 
by the National Assn. of Credit 
Management in its monthly busi- 
ness letter to 35,000 executives. 

These are among the “encourag- 
ing signs” that point to an economic 
upswing, the association said: 

1. In general, businessmen ap- 
pear basically confident about the 
future, although they’re showing no 
marked inclination toward expan- 
sion or curtailment of activity. 


a Plans for plant and equipment 
expenditures for 1961 are running 
only about 3 percent below the 
1960 level despite the “wait-and- 
see” attitude toward new capital 
investments while business is ap- 
praising President Kennedy’s atti- 
tude toward business. 

2. Business volume, measured by 


Gas Water Heater 
Sales Up in January 


New York City—Shipments of 
gas-fired automatic water heaters 
were up in January by more than 
5 percent over 1960 January totals. 

The January 1961 figure was 
227,000, compared to 215,500 for the 
same month last year. The data 
was compiled by the Gas Appliance 
Manufacturers Assn. 


gross national product, will rise 2 
percent over 1960 and will reach 
a record total of $515 billion. 

3. Consumer-level prices will go 
up about 1.5 percent “and could go 
somewhat higher by year-end.” 

4. Consumer credit outstanding 
may nominally decline in the first 
quarter but increase thereafter. 
Total consumer debt is about $5 
billion higher than a year ago, and 


is up $8.4 billion in two years. This 
is considered a good bellweather 
of consumer confidence in the fu- 
ture of our economy. 

“We continue to believe that 
business in the decade ahead will 
measure up to what the optimists 
of 1959 predicted,” the credit group 
said in conclusion. 


People Buying Again? 
KitchenAid Says Yes 


Troy, O.—Sales of KitchenAid 
home dishwashers for the first two 
months of 1961 were 64 percent 
ahead of those for the same period 


DE Lays Groundwork for Further Expansion, Names 
Staples Director of Publications Development 


Cuicaco—C. L. Staples has been 
named director of publications de- 
velopment for Domestic ENGINEER- 
ING Co. 

In commenting on the company’s 
future Staples 
said: “Several opportunities for ac- 
quisition of additional publications 
have been presented to us recently. 
Our plan is to accumulate publica- 
tions by acquisition, origination or 
both. We will add these new publi- 
cations as rapidly as personnel can 
be developed, and as sound finan- 
cial management allows.” 


expansion plans, 


= Domestic ENGINEERING launched 
two new publications in the past 
two and a half years, to bring the 
total of its properties to six. 
Staples, a company director and 
vice president, has been with the 


C. L. Staples 


firm 24 years. He developed the 
editorial and circulation policies of 
DE’s newest monthly publication, 
AcTuAL SPECIFYING ENGINEER, of 
which he remains publisher. 
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last year, according to The Hobart 
Manufacturing Co. 

In making the announcement, 
Harold Martin, division sales man- 
ager, said that 1960 was the second 
biggest year in KitchenAid history. 
He added, “This seems to indicate 
that people are buying again.” 

“We’re shipping our top-of-the- 
line models as fast as we can make 
them. And our distributors report 
that the units are moving so fast 
they’re having a hard time keeping 
their dealers supplied with floor 
models. They’re being sold right off 
the showroom floor.” 


Cold Water Flats Have 
Got to Go in Chicago 


Cuicaco—Cold water flats are in 
for a hot time in the Windy City 
as the building commissioner be- 
gan a campaign to enforce their 
complete abolition. 

In 1957 a broad overhaul of the 
Chicago building code set a Janu- 
ary, 1962 date for the installation 
of hot water facilities in all flats. 

Last month, orders went out to 
building inspectors to begin issuing 
warnings to building owners to 
comply by that date. 

The official edict should provide 
additional work for the city’s 
plumbing contractors—a 1960 cen- 
sus estimate showed 7,101 dwelling 
units in Chicago without hot water. 


FHA May Allow Use of 
Plastic Pipe for Drains 


WasuincrTon, D. C.—Reports from 
the nation’s capital indicate the 
Federal Housing Administration 
soon may sanction the use of plas- 
tic pipe for drain and vent lines in 
FHA-insured homes. 

The directive, if it comes, will be 
“temporary, pending further 
evaluation of tests, according to 
the Chicago Construction News. 

FHA already permits house-to- 
street use of plastic pipe under 
specified conditions. 


Air Conditioning Show 
Moves to West Coast 


Wasuincton, D. C.—For the 
first time, the annual exposition of 
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The Luck ‘o the Irish. 


‘TWAS A GOOD DAY for the Irish as Stephen Bailey, business manager of the 
Chicago Journeyman Plumbers Local Union 130, crowns Patti McLean as queen 
of the city’s St. Patrick’s Day parade. Flanking Patti and Bailey, who was 
general chairman of the parade, are members of the queen’s court. 





Law Prof Assails Labor Board Ruling 
Against Kohler in Bitter Strike Case 


New York Citry—A New York 
University law professor has ac- 
cused the National Labor Relations 
Board of using “kangaroo court” 
methods in reaching its decision in 
the Kohler Co. strike case. 

The Kohler strike, the nation’s 
longest and most bitter labor dis- 
pute, began almost seven years ago. 
It officially came to an end last fall 


the Air Conditioning & Refrigera- 
tion Institute will be held on the 
west coast next year. 

It’s set for Feb. 12 to 15 in Los 
Angeles and will be held in co- 
operation with the Western Air 
Conditioning Industries Assn., 
which decided to forego its own 
show to act as host to the ARI. 

The western group also will spon- 
sor technical sessions on air con- 
ditioning during the show. 


when a 5-man board ruled that 
Kohler “had not bargained in good 
faith with the union and that it 
was guilty of unfair labor practice.” 

The board directed Kohler to 
bargain collectively with Union 
local 833 and to rehire striking 
workers who had not been per- 
manently replaced before June 1, 
1954. 

In his book, “The Kohler Strike 
—Union Violence and Administra- 
tive Law,” Prof. Sylvester Petro 
says the NLRB “denied Kohler due 
process of law” and _ permitted 
“manipulation of law and fact in 
the case.” 

“Only passing notice was given to 
the union’s flagrantly illegal con- 
duct,” Petro says. “The trial ex- 
aminer refused to admit testimony 
on the union’s violent activities in 
the summer and fall of 1954 which 

(Please turn to page 12) 





News ... continued from page I1 


PAUBA 


MBING CO. INC. 


“4508 3903 E74 sT 


NG Lig Beathe SINCE 


ALL DRESSED UP with no place to go, but when a broken pipe created a 
plumbing emergency, contractor Horace Steele of Pauba Plumbing Co., Long 


Beach, Calif., went into action. 


The occasion for the formal 


wear was his 


daughter's wedding, but when a good customer reported the trouble, he 
graciously accepted the call to duty, embarking without taking time to change. 
Steele is president of the Long Beach plumbing contractors’ association. 


US Court Throws Out ‘Cease & Desist 
Order Against Evis Water Conditioner 


MAN 


Ranciaco—-A_seven-yeal 
battle between the Evia Manufac 


Federal 


Canmmissian aver claima far a wate 


turing Coa, and the iyade 
eoncditianing deviee peached a legal 
Nilleatane laat manth 

The United States Court of Ap 
Ninth 


“cease and cesiat” order 


peala for the Civeult dia 
ivilased a 


against Evie issued by the FTC 


e The suit began in 1954 when the 
FTC questioned the validity of the 
company’s claims for its water 
conditioning product, a metal de- 
vice which is attached to wate: 
pipe. 

After initial hearings in the case, 
an FTC (Abner Lips- 
comb) ruled in favor of Evis. He 
was later overruled by FTC com- 
missioners and the order issued. 


In its holding, the court said: 


examiner 


"We cannot sustain the findings ol 


the cammission; they are unsup 

parted by aubatantial evidence.” 
Among the peasana given by the 

the FTC 


eourt far ite diamiasal al 


onder were 

| lhe POM aR a diavesarded 
the teatimeny of withe@sses using 
the BEvis deviee and gave weight, 
instead, to testimony based on eX 
the 


product whieh were not made in 


perimental installations of 


accordance with the manufactur 


er’s instructions 


a2. The commissioners were 
claimed that 
Evis’ refusal to disclose its method 
of processing the metal could be 
construed as 


wrong when they 


strong confirmation 
of the charges against Evis. The 
court ruled that Evis was within 
its legal rights in refusing to de- 


Law Prof Calls Kohler 
Decision Unfair 

(Continued from page 11) 
Kohler has called a reign of ter- 
ror on the grounds that the evi- 
dence was ‘cumulative.’ 

“Through a strange rigging proc- 
ess,” Petro concludes, “Kohler was 
found guilty of refusing to bargain 
only in periods when it engaged in 
sustained negotiations and was held 
to have committed no violations 
during periods in which the com- 
pany refused to meet with the 
union because of its activities.” 

Petro also attacked the conclu- 
sion that Kohler refused to bargain 
in good faith in September, 1954. 
This decision was based on an in- 
ference made by NLRB from news- 
paper articles that the company 
entered the negotiations “feeling it 
had won the strike,” he said. 

“This can only have been an in- 
ference,” Petro “since no 
company witness indicated the firm 


says, 


tail the composition of the metal, 
since it had patents pending “and 
a public disclosure would have 
made the process public property.” 

Following the court’s ruling, 
Carl O'Neil, president of Evis, told 
DE 


my faith in the American judicial 


*This court decision reaffirms 


process 

"The case has cost hundreds of 
thousands af dollars and thousands 
bath the 


facturer and ita distvibutera during 


af man-houra to manu 
a period when thia maney and time 


eaulad have been af aubatantial 


benefit to the counts 
e “It ia hope that all of this 
Will now be stopped so that vis 
the 
reason quoted by Hearing Examin 


oul 


may continue its research for 
er Lipseomb when he issued his 
order in 1956 dismissing the case 
the said: 
"We must not risk interfering with 


against company, He 
the development of a device which 
may prove to be the first practical 
application of a scientific principle 
heretofore undiscovered.’ ” 

O’Neil contends that the court’s 
order “upholds the _ beneficial 
claims made by Evis for its water 
conditioner.” 
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held such a conviction. It would 
have been legally irrelevant even if 
sound.” 

In line with the board’s decision, 
Herbert Kohler last fall indicated 
that about 1,400 eligible striking 
employees had been offered re- 
instatement. These employees had 
left their jobs when the dispute be- 
gan April 5, 1954 over contract de- 
mands involving wages and a 
union shop. 


alin this book, Petro concludes that 
defects in administrative law as 
handled by such government bodies 
as the NLRB are so serious that 
full jurisdiction should be returned 
to state and federal courts. Some 
features of the National Labor Re- 
lations Act that are particularly 
bad should be repealed, he said. 

The validity of his criticism of 
legal process soon may be tested in 
the courts. The Kohler Co. last fall 
filed an appeal with the U. S. Court 
of Appeals in Chicago. 

In commenting on this action, 
executive vice president L. L. 
Smith said: “We think it’s our duty 
in our own interest and also in the 
interest of the public to seek a re- 
view of the findings by a higher 
authority. This we are doing.” 





MILLION-DOLLAR FIGURE: That's how 
much money is going into A. O. 
Smith's trade and consumer promotion 
of water heaters, already under way. 
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Illinois Contractors Name Officers 


. “oma eis Sia atts 


fae, 


OFFICERS OF THE ILLINOIS ASSN. of Plumbing Contractors elected at the annual 
convention in Peoria last month are, seated from left, E. A. Craft, president; 
W. F. Wilson, first vice president; B. C. Young, second vice president; E. J. 


Farrell, treasurer, and L. H. Koepke, immediate past president. 


Standing, 


from left, are J. E. Fitzgerald Jr., executive secretary, and directors J. M. 


Industry Will Field-Test Claim that 
Summer Cooling Can Sell More Homes 


WiLMInaton, Det.—A test pro- 
gram will be launched here in May 
builders that 
summer air conditioning, proper- 


to “prove to home 
ly used and aggressively promoted, 


is a highly effective tool for in- 
creasing the sale of new homes,” 

the 
auspices af the Aly Conditioning & 
Inatitute, will be 
titled the “Wilmington Residential 


Prajeet,” 


The drive, eanducted under 


Refrigeration 


The Delaware Power and Light 
Asan, of Home 
Builders and other loeal groups will 
participate, Builders 
will air condition 


Co, Delaware 


taking 
thelr 
homes and sell new homes equipped 


part 
model 


with year-round air conditioning 
on a non-optional basis 
a To start the promotion off in 
May, newspaper and radio adver- 
tisements will be featured, Then a 
special Wilmington residential sur- 
vey will be taken and posters, 
pamphlets, site signs and other pro- 
motional material will be used. 
Slogan for the drive will be “The 
Crowning Touch ... Year-Round, 


Whole-Home Air Conditioning,” 
which will be dramatized by means 
of a yellow crown to be used in all 
ads and promotion materials. 
Results of the test will be made 
available to the entire ARI mem- 
bership and are expected to form 
the basis fay 


similar programs in 


other marketing areas, ARI said 
e Kight manufacturers belonging to 
the ARI developed and are aly 
porting the program in eoaperation 
with Hevuae and Home Magasgine 
This group ineludes six producers 
of refrigeration Cai 
Chry 


General 


equipment 
Syracuse, N. Y,: 
Corp, Dayton, O,; 
Blectrie Co,, Tyler, Tex: 
Industries Ine., 


rier Corp, 
sley 
Lennox 
Marshalltown, O,; 


Westinghouse Electric Corp., Co 
lumbus, O.; and York Division of 
Borg-Warner Corp., York, Pa. 
The two other participating man- 
ufacturers are Minneapolis-Honey - 


well Regulator Co., Minneapolis, 
producer of controls; and E. I. du 
Pont de Nemours & Co., Wilming- 
ton, Del., supplier of “Freon.” 


(NEWS continued on page 14) 





News ... continued from page 13 


STUDENTS from a Cleveland trade school have the opportunity to learn, first 
hand, how to use skills of the plumbing industry as they visit the L. R. Oatey 
Co., Cleveland manufacturer of plumbing, heating and sheet metal specialties. 
- This is one phase of a week-long seminar that the firm conducts periodically for 
students of the Max S. Hayes trade school. Also included in the seminar is a 
tour of plant facilities and operations, classroom instruction and demonstra- 
tions on the correct use of a large variety of products. 





Heres What the Housing Market 
Looks Like to the Home Builder 


Wasuincton, D.C.— What does 
the housing market look like for 
the remainder of 1961? 

Here’s what 50 of the nation’s 
leading builders concluded at a 
recent conference held in the na- 
tion’s capital under the aegis of the 
National Housing Center: 

Some 44 percent said they ex- 
pect 1961 to be a better year than 
1960 by 5 to 10 percent. Only 7 
percent foresee a decline. The rest 
anticipate no major change. 


groups and vacation homes will 
continue at last year’s levels. 

4. There will be an increase in 
city apartment dwellings but no 


s In tune with most economic pre- 
dictions, a majority of the builders 
expect a business upturn the sec- 
ond half of this year. They attrib- 
_ute the current “softness” of their 
markets to “buyer 
about the future.” 

A majority of the builders also 
made these predictions about the 
kind of market you can expect: 

1. Increases will come primarily 
in housing for sale rather than 
for rental. 

2. Low-priced housing will lead 
the market. 

3. Housing in specialty areas 
such as for the elderly, minority 


uncertainty 


Glenn Werly 
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Goodrich to Make ‘High- 
Temperature’ Plastic 


LOUISVILLE, Ky.—Production of a 
polyvinyl plastic that “can with- 
stand the effects of boiling water” 
will begin soon at the B. F. Good- 
rich Chemical Co. plant here, ac- 
cording to company president 
Harry Warner. 

“The material, called Geon, can 
be used in the manufacture of do- 
mestic hot water plumbing and 
even industrial hot acid piping,” 
Warner said. “It will withstand 
temperatures from 180F to 200F 
and pressures up to 150 psi.” 

Warner predicted that “piping 
made from Geon will be competi- 
tive with metal,” adding that “pre- 
fabricated plumbing walls offer 
good possibilities because of the 
product’s light weight.” 

Goodrich originally introduced 
the plastic early last summer (DE, 
July 1960, page 13). It will be 
available in quantity to pipe manu- 
facturers shortly after May 1. 


significant gains in 
apartment building. 

5. There will be new gains in the 
home improvement field — both in 
additions and remodeling. 

(NEWS continued on page 16) 


suburban 


New Assn. Takes Over for Oil Heat Institute, Prom- 
ises Stepped-Up Fight Against Competitive Fuels 


New York City—The National 
Oil Fuel Institute is the official 
name of the new association arising 
from the recent merger of the Oil 
Heat Institute of America and the 
National Fueloil Council. 

Glenn Werly has been named 
president of the new group. He was 
formerly assistant to the vice presi- 
dent of marketing at Mobil Oil Co. 

In announcing the new name, 
Werly disclosed that the new or- 
ganization plans to get programs 
“of increased strength against the 
competition well under way during 
the next heating season.” Werly 
also announced that Charles Burk- 
hardt, formerly managing director 
of OHI, has been named vice presi- 
dent of the new group. 
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GEORGE WASHINGTON BRIDGE 


TO IMPROVE SERVICE BY 
TRAFFIC CAPACITY 75 PE 








ot 


Owner and Operator: The Port of New York Authority. 
Final design of the Lower Deck developed, and construc- 
tion supervised by engineering staff of the Authority under 


direction of John M. Kyle, Chief Engineer, I. P. Gould, ; USL 
Engineer of Design, and L. F. Booth, Engineer of Con- ung q 


struction. O. H. Amman, who designed the original bridge 


as Chief Engineer of the Authority, was also consultant 
for the Lower Deck design. A -? Cc C 
Once again the choice of APCO Pipe for a i. q @ Ss. 


critical installation such as the new Lower Level 

of the George Washington Bridge bears testi- C AST iIRO N r | PE 

mony to APCO’s outstanding reputation for 

quality product and dependable delivery. in the drainage system 
Drainage piping used in this $183,000,000 

project included approximately 12,000 ft. of 4” Dealange pising wetens of Lower Deck dene 


LP.S. Pipe, with additional quantities of larger by H. S. Sand & Co., Inc., New York City, 


sizes for approaches. and C. K. Rehner, Inc., Elmhurst, L.1., N.Y., 
i as Joint Venturers. 


The complete line of 
CAST IRON 
PIPE & FITTINGS 
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News ... continued from 


BIG DEAL IN DISHWASHERS: Some $1,500,000 in orders for KitchenAid dish- 
washers are turned over by sales manager Harold Martin (left) to Norman 
Warner (center), administrative assistant, and A. E. Grayson, assistant sales 
manager. The orders came flooding in at the firm’s recent distributor meeting 
in Chicago. Martin predicts a record year for his firm. (Story at right.) 





The Same Old Dragon: Contracts Bill 


(H.R. 723) Is Offered in Congress 


Wasuincrton, D. C.—An old drag- 
on is breathing down the neck of 
the plumbing and heating industry 
again: The federal construction 
contracts procedures act. 

H. R. 723, now before the house 
judiciary committee, has features 
similar to H. R. 7168, which created 
industry-wide controversy in 1957, 
finally dying in the Senate after 
opposition by a number of p-h in- 
dustry spokesmen. 

H. R. 723 has these controversial 
provisions: It sanctions the single 
contract system for federal con- 
struction projects. 

It condemns bid-shopping, but 
gives the general contractor five 
days (not including Saturdays, 
Sundays and federal holidays) pri- 
or to opening of prime bids to 
solicit bids on mechanical work. 


the term. “This would automati- 
cally rule plumbing contractors 
out of a major area of their right- 
ful work jurisdiction—the laying 


ROcHESTER, Minn. — “Chaos” in 
the home building industry could 
result if pending revisions of the 
secondary boycott provisions of the 
Taft-Hartley Labor Law are ap- 
proved by the Congress. 


s This warning was issued by John 
Riley, labor director of the National 
Assn. of Home Builders, who spoke 
recently before 200 builders and 
contractors at a labor law confer- 
ence here. 

“Pending legislation would per- 
mit building trades unions to con- 
duct boycotts at construction sites 
against new techniques and materi- 


s Also, the bill includes the “five- 
foot clause.” This limits “mechan- 
ical specialty work” in construction 
contracts “to a point five feet out- 


Big Dishwasher 
Push Is On 


Troy, O.—An expanded dealer- 
promotion program to coincide 
with “the largest model expansion 
in the company’s history” has been 
announced by The Hobart Manu- 
facturing Co.’s KitchenAid Home 
Dishwasher Division. 

Merchandising aids available to 
contractor-dealers under the pro- 
gram include a handsome display 
center into which either a built-in 
or portable dishwasher can be set 
and displayed. Eye-catching signs 
describing the product are mounted 
at the back. 

The complete merchandising 
package includes a binder of sales 
training and sales promotion ma- 
terial on the company’s new 
models, plus decals, banners, en- 
velope stuffers, etc. 


and connection of sewerage, storm 
and gas laterals,” the National Assn. 
of Plumbing Ccntractors says. 

The NAPC warns: “In sum and 
substance, H. R. 723 is H. R. 7168 all 
over again. The fight against it 
promises to be just as long and 
just as hard.” 

A similar bill was introduced last 
year, but got nowhere. The author 
of both bills is representative 
Thomas Lane (D-Mass.). 





Watch Out for Taft-Hartley Revisions 
That Will Permit Secondary Boycotts 


Congress would give unions “unre- 
stricted boycott power against neu- 
tral contractors not directly in- 
volved in labor disputes. 

“They would upset labor-man- 
agement relations in the building 
field at a time when the administra- 
tion is attempting to stimulate con- 
struction employment. The end re- 
sult could be chaos.” 


ws Riley concluded: “It seems in- 
conceivable that issues involved in 
the legislation could not be settled 
by a realistic and sincere meeting 
of minds on the part of responsible 
leadership without the necessity of 
discriminatory legislation.” 


side the building line.” Plumbing, 
heating and piping is included in 
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als,” Riley warned. 
He said proposals now before 
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NOW 


GO DEEPER 
WITH HIGHER 





PRESSURES 
LESS fp 
LOWER COST 


5 NEW 


RED-HOT SUBS 
FROM GOULDS 





Check 4-017-01 on Reply Card 
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Now you can be more competitive in 
the sub market! 

The new Series UES makes your 
dollar go deeper with Goulds. For 
example, % hp UES pumps from 
300 feet at 40 pounds pressure...a 
rating that previously required 1, 
14% or higher hp ratings. 

Goulds UES subs give you higher 
service pressures at all rated depths 
... and with safe motor loads. 


LICKS LUBRICATION PROBLEMS. 
You never have to change the lubri- 
cant in a Goulds sub. . . motor is 
water-lubricated. Motor starts easier, 
lives longer because of Goulds per- 
fectly balanced, lightweight rotating 
element. Hex shaft provides surest, 
positive drive for proven Byrite 
impellers. 


TIMESAVING CABLE ARRANGE- 
MENT cuts installation time. One- 
piece motor lead drop cable (three 
leads in a single cable jacket) does 
away with splicing on the job and 
prevents wrong connections at the 
pump end. 


CONTROLS ABOVE GROUND. Com- 
pact pump control enclosed above 
ground for easy accessibility. Start- 
ing relay, capacitor, overload pro- 
tectors are all on the surface, easy 
to get at. 


SERVICE IT IN THE FIELD. Goulds 
subs are as easy to service as jets. 
You save time, money, and build 
customer good will -because you 
don’t have to send the pump to the 
factory for repairs. 


FREE RATING SHEET 
GOULDS (Gg) PUMPS 


GOULDS PUMPS, INC. 
Dept. DE-41, Seneca Falls, New York 


| 

| 

| 

| 

| 

| 

| 

| 

| Please send me literature, including 
| complete ratings, on the new UES. 
| 

| 

| 

| 

| 

| 

| 

| 

| 


Name 
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er 
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It's Important to Clarify 
What Warranty Covers 


When his air conditioner 
broke down, the owner called 
the contractor who had made the 
original installation to have it 
repaired. No mention was made 
of price or who would pay. 

The contractor submitted a 
bill later, but the owner refused 
to pay, saying he understood the 
repairs had come under his war- 
ranty. He added that he had 
never been told otherwise. The 
contractor took the case to court. 


# The court ruled that the owner 
“did not order any wares or 
merchandise, but asked the con- 
tractor to make the unit operate. 
We cannot infer a promise on 
the part of the owner to pay for 
something which he thought he 
was receiving as a part of the 
contractor’s warranty.” 

In other words, because the 
warranty situation hadn’t been 


| IT’S THE LAW! | 


Legal Decisions of Interest to Contractors 





stantial evidence was deemed 
sufficient: A plumbing contrac- 
tor’s employee, working on con- 
necting a residence with a sewer 
in the street, rammed his me- 
chanical shovel into some gas 
lines, bending them. The area 


around the excavation later be- 
came saturated with natural gas 
that caught fire and destroyed a 
home. 

When the property owner 
sued, the plumbing contractor 
said there was no actual evi- 
dence that the gas accumulation 
resulted from negligence in ex- 
cavating. 

The courts agreed that ordi- 
narily the property owner must 
present proof of negligence, but 
added that circumstantial evi- 
dence sometimes is sufficient. It 
ruled that when gas suddenly 
accumulates after a severe jolt 
to gas lines, there is indication 
enough that a negligent excava- 
tion led to the accident. 

Citation: Mischel v. Vogel, 96 
N. W. (2nd) 233. END 





YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 
A plumbing contractor brought suit against a home- 


owner for the amount due on his bill. The owner, how- 
ever, claimed that the plumbing contractor was, in fact, 
a “subcontractor” and that his bill had been paid through 
the general contractor. The owner also said that when 
the plumbing contractor’s lawyer filed a lien against 
him (the owner), he had written a letter indicating his 
client was a subcontractor. The plumbing contractor 
denied this, claiming he worked directly for the owner. 
Courts require substantial ev- Was he upheld? 

idence before holding a contrac- 2 ee 

tor liable for negligence. But 
the evidence does not always 
have to be “tangible” or wit- 
nessed. 


clarified in advance, the contrac- 
tor couldn’t collect. 

Citation: Stone Co. v. Carmi- 
nati, 317 S. W. (2d) 78. 


ls Circumstantial 
Evidence Enough? 


In such cases, the jury alone weighs the evidence and 
decides who is telling the truth. It ruled in favor of the 
plumbing contractor and assessed damages. 

(Citation available from Domestic Engineering) 





Here’s a case where circum- 








Check 4-019-01 on Reply Card —> 
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look at 
what 

DAY & 

NIGHT 
did... 


Cut 
prices! 
Why buy 
and sell 
second rate 
— when 
the best 
is priced 
the same? 











here’s 
how | 
DAY & 
NIGHT 
militias 





With reduced prices, sales virtually doubled in less than 30 days. You know 
what extra volume means in your own business. Costs go down! The same thing 
happens to water heater production. The more we make, the less each one 
costs —and we don't sacrifice quality. 


There’s no hocus-pocus. Day & Night has the world’s most modern water heater 
plant. It is fully automated. This means we can get the quality you want, 
consistently, continuously. And every jump in volume lowers costs still farther. 


That's why you can now buy the best —for less! 


Here’s what’s happened 


Word spread fast. Naturally it made 
good serise to dealers and their customers alike 
—with prices anywhere near the same, 
buy the best—DAY & NIGHT. 
Dealers the country over 


have the word—and report 


booming 


e 

sales 

Is your business this good? It could be. 
Ask your DAY & NIGHT distributor 
for his current competitive prices. 


If you don’t know his name, write or 
wire us. We’ll put you in touch. 


DAY & NIGHT 


MANUFACTURING COMPANY 


855 Anaheim-Puente Road + La Puente, California 4551 So. Racine Avenue * Chicago, Illinois 


Over 50 years experience in better-built Water Heaters 


Printed in U. S. A. 





IoML 


... the practical approach 
to air conditioning 





Pkgd. Chillers 14%-250 tons 


Room Conditioners 200-600 cfm 


Cooling Towers 3-120 tons 


Pkgd. Air Conditioners 3-60 tons 


Evap. Condensers 10-110 tons 


LN. 


Air Handlers 665-47,000 cfm 


Architect: Albert W. Kahl, San Mateo, California 


Compact... Efficient... 
Trouble-free 


“What, in your opinion, are the out- 
standing attributes of Acme-system air 
conditioning equipment.” This question, 
asked of the men responsible for specify- 
ing, installing and maintaining the Acme 
comfort conditioning system in the 
Lassen Memorial Hospital, Susanville, 
California, resulted in these replies ... 


R. H. Charles, Charles and Braun, 
Consulting Engineers, San Francisco... 
“We specified Acme on this project 
because we consider it quality equip- 
ment. In addition, small size was essen- 
tial to fit all the equipment into the 
allotted space.” 


A. H. Brown, Brown Sheet Metal, 
mechanical contractors, Oakdale .. . 
“‘We have found Acme equipment to be 
the most compact available . . . provides 
trouble-free performance, too.” 


J. D. Preston, hospital maintenance 
engineer . . . “I am more than pleased 
with the operation of our Acme system 
—both in its heating and cooling effici- 
ency and its low maintenance cost.” 


These men...each one a well-qualified 
expert in his field on the subject of air 
conditioning... are sold on Acme. Their 
reasons why, important to them from a 
professional standpoint, are equally im- 
portant to building owners as well. 


Small size and light weight reduce 
floor space, floor loading, headroom 
requirements, to lower building costs, 
cut installation expenses. High efficiency, 
low maintenance, trouble-free perform- 
ance add up to big savings in operating 
costs. Yes, owners are also sold on 
Acme... you will be, too. 


INDUSTRIES, INC. 


JACKSON, MICHIGAN ¢ GREENVILLE, ALABAMA 


Check 4-023-01 on Reply Card 


DomMEsTIc ENGINEERING, APRIL 1961 
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lf Youre Not an Engineer, Dont Use 
Engineer in Your Name, Says Engineer 


Erie, Pa.—It has been called 
to my attention that in your Feb- 
ruary issue you listed a number 
of names possible for use in des- 
ignating plumbing contractors 
and steamfitters, and the follow- 
ing ones include the word engi- 
neer or engineering. 

Aquadynamics Engineer 

Hydroengineering 

Hydraulic Engineering 

Health Engineering 

H.O Engineering 

Health and Comfort Engineer 

Sanitary Health Engineer 

Sanitation Engineering 

I wish to call to your attention 
the fact that such use is contrary 
to Pennsylvania law and prob- 
ably the laws of every state. 


s Qualified engineers are reg- 
istered under state laws, and it is 
illegal for anyone other than 
qualified registered engineers to 
use the name “engineer.” 
Hucu NEtson, P. E. 
Chairman 
Ethics & Practice Committee, 
Erie (Pa.) Chapter, Society of 
Professional Engineers 
e@ DE’s articles on this subject de- 


scribed the Zurn Industries program 
to change the name of the plumbing 
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industry. Zurn suggested the name 
hydromechanics. The alternate pro- 
posals Mr. Nelson has mentioned 
were suggested by our readers. 


Plumber's a Businessman 
More Than a Mechanic 


RicuHmonp, Va.—I feel that re- 
naming the plumbing industry 
could help change its image. A 
five-syllable word such as hydro- 


mechanics is a little confusing, 
however. 

People like the idea of com- 
fort. Therefore, a good name for 
the contractor might be “com- 
fort contractor.” I personally 
suspect, however, that plumbing 
contractors will resist a change 
in name more than will whole- 
salers, manufacturers or con- 
sumers. 

The contractor can do more to 
correct the unfavorable image 
than by just changing his name. 
He can present himself more as a 
reliable and competent business- 
man than as a mechanic. 

B. Y. Kinzey 

Executive V. P. 
Virginia Associated Plumbing 
& Heating Contractors Inc. 


Says Hydromechanics Is 
Unique--Will Catch On 


San ANTONIO, TEx.—It’s about 
time that we adopted a name 
like hydromechanics to change 
the public’s view of the industry. 
Few people know the meaning of 
the word. The uniqueness of the 
word, therefore, will catch the 
attention of everyone. 

LESLIE TSCHOEPE 
Contractor 


Green Flabbergasted by Article 


HunrTSVILLE, Mo.—Words can’t 
express the feeling I had when 
we opened up the package con- 
taining our copy of the February 
issue of DE. I was simply flab- 
bergasted to see my picture on 
the cover, and then to read your 
splendid article on our business 
here in Huntsville. 

I hope sincerely that this arti- 
cle will help other fellows in the 
same business and in the same 
type of community we are in to 
do a better, more inspired job. 

While I am writing to you, I'd 
like to register a complaint about 
something else. One thing about 
this business that has struck me 


several times between the eyes is 
the fact that many of the con- 
tractors seem to completely ig- 
nore the idea of selling their jobs 
on time payments. 

It isn’t below the dignity of 
firms like Montgomery Ward 
and Sears Roebuck to increase 
their sales this way—stipulating 
nothing down and many months 
to pay. Therefore, I think p-h 
contractors would do well to set 
up a real good payment plan for 
themselves. 


s Another thing: I know from 
experience that some people, 
such as doctors and lawyers, ex- 
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pect a fellow just starting out in 
this business to give them prod- 
ucts and installations at almost 
wholesale cost. 

Yet when the fellow or one of 
his associates has to go to the 
doctor or lawyer privately for his 
services, he’s charged the full 
fee. I’m just mentioning this fact 
because it’s more support for the 
reasoning that people who do a 
professional job should receive 
professional wages. 

Stan GREEN 
Contractor 


Stan Green's Ideas Go 
Over Big in Ohio 


New PuILapDELpH1a, O.—We 
certainly enjoyed the article on 
Stan Green, the Huntsville, Mo. 
contractor, in your February is- 
sue. It’s like a round-table dis- 
cussion. We got a lot of good 
ideas from it, and we need more 
of this type of article. 

GEORGE PORTER 
Contractor 


Contractors Take Issue with Professor 
for Slighting Remarks About Plumbing 


EARLY THIS YEAR DE wrote to 
the major colleges and universi- 
ties across the United States and 
asked them for a list of courses 
they offer in plumbing, heating 
and air conditioning. We were 
up dating our “Schools List,” 
which is made available to read- 
ers (and their sons) who are in- 
terested in furthering their aca- 
demic training in the field. 


«Nearly all the letters were an- 
swered with the desired informa- 
tion. One, however, from Prof. 
John Uicker, chairman of the 
Mechanical Engineering Dept. of 
the University of Detroit, con- 
tained some personal comments 
on the plumbing field which we 
believe will be interesting to our 
readers. They appear to repre- 
sent a negative opinion of the 
plumbing industry that frequent- 









































Before | give my treasurer’s report, I'd like to remind you 
| never wanted to be treasurer in the first place.” 
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ly crops up in the layman’s con- 
ception of the field. 

We asked several members of 
our industry to give us their 
opinions on his letter. Following 
are a few of Prof. Uicker’s com- 
ments and some of the comments 
from our readers responding to 
his letter. 


A Professor's View 
of the Plumbing Trade 


Detro1t—This is in reply to 
your recent request for descrip- 
tions of courses we offer in the 
fields of plumbing, heating and 
air conditioning. Your use of the 
word plumbing in connection 
with heating and air conditioning 
creates an atmosphere of trade 
rather than profession. 

We have no courses in plumb- 
ing. I believe no college of engi- 
neering approved by The Engi- 
neers Council for Professional 
Development has a course in 
plumbing. 


= We do have two courses in air 
conditioning which include heat- 
ing. One is taught to our me- 
chanical engineering students. 
The other is taught to architec- 
tural students and is more of a 
descriptive course tailored to 
their needs. There is in it no ele- 
ment of the level in which a 
plumber would be interested. .. . 
JOHN UICKER 
Professor 


Says the Learned Prof 
Is Misinformed 


Hittsiwz, N.J.—I have read 
Pref. Uicker’s letter with a great 
deal of interest. It is incredible 
that a learned man such as he 
should be so grossly misinformed 
on the training, capabilities and 
general knowledge involved in 


(Please turn to page 26) 





Letters 





(Continued from page 25) 

the makeup of a “plumber.” 

Undoubtedly, he looks upon a 
plumbing contractor or journey- 
man as no more than a “worker 
in lead” or a handyman perform- 
ing a simple repair job (which he 
fancies he could probably do 
himself). He obviously has no 
concept of the health factors in- 
volved in the correct installing 
of plumbing fixtures—or con- 
versely, the damage done by 
jackleg installers, which is the 
picture he apparently has in 
mind of a plumber. 


sl definitely feel there are un- 
favorable implications in his 
statement “no college of engi- 
neering has a course in 
plumbing” because I clearly read 
in this that he believes there is 
nothing to learn es far as the 
field gces. He apparently be- 
lieves that no special knowledge 
is required, which of course is 
more than inaccurate. 

He does not take into consider- 
ation that a plumbing contractor 
must be an estimator, must read 
blueprints, estimate pipe sizes, 
and design systems to fit imprac- 
tical architectural designs, in ad- 
dition to being a_ salesman, 
merchandiser and public rela- 
tions man. 


»To say that “The use of the 
word plumbing . . . creates an 
atmosphere of trade rather than 
profession” is, of course, further 
indication of the light regard in 
which the plumbing field is fre- 
quently held. If the professor 
gave any thought to this, he 
would realize it is no less “de- 
grading” to put in a plumbing 
system than it is to install a heat- 
ing or air conditioning system. 
Indeed, many plumbing contrac- 
tors do all three. 

It has always been my opinion 
that a definite relationship ex- 
ists between the doctor and the 
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plumbing contractor. Each per- 
forms a definite service to soc- 
iety, each safeguards the health 
of the community, each is ex- 
pected to answer the call anytime 
of the day or night. The plumb- 
ing contractor aids in the preven- 
tion of disease, as I see it, where- 
as the doctor cures it. 

An example of this relation- 
ship between plumbing and 
health is the scientific fact that 
there is a link between inade- 


quate plumbing facilities and 
diarrheal diseases. This was out- 
lined with conclusive proof in an 
article by Malcolm Hope of the 
U.S. Dept. of Health, Education 
and Welfare titled: “Relationship 
of Environmental Factors to En- 
teric Disease.” 


«Wherever he resides, Prof. 
Uicker has at his disposal all the 
modern plumbing facilities. He 
forgets who made this possible. 
I’m sure he would not choose to 
go back to outdoor plumbing and 
(Please turn to page 32) 


“Can't they make those parts here?” 


Detroit—One of our clients 
(Wolverine Tube) is very inter- 
ested in the cartoon which ap- 
peared on page 65 of your No- 
vember issue. 

The cartoon shows an air con- 
ditioning unit being installed in 
the window, and the lady of the 
house interestedly perusing the 
information booklet. She says: 
“10,000 British thermal units! 


Can’t they make those parts 
here?” 

Would it be possible for our 
client to reprint this in its in- 
ternal house organ? 

A. J. Brooks 

Vice President 
Gray & Kilgore Inc. 
(Advertising) 


@ Permission granted! See cartoon re- 
produced below. 
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“10,000 British thermal units! 


they make those parts here?” 
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T-Type Sink F 


gt Aa 
Mike | 


secure fastening 


| —_— 
} Wide flange 
e assures watertight 
seal 
\ Guarantees a firm 


Special anchor 

lug assures 

proper bolt 2) 
positioning 


Pat. Nos. 2,440,741 & 2,502,553 


Pre-cut corner supports 


Just tap them in for safe, sure support. 


Ridged corners for strength 


Eliminate warp and wobble, assure durable long life. 
Contact your wholesaler or unite: 


Installs like lightning 


One man, one screw driver, one minute is all it takes. 
K | N K E A D More profit per job. 


INDUSTRIES 
INCORPORATED 


Main Office & Plant: 5860 N. Pulaski Rd., Chicago 46, III. 
Branch: 5250 W. 102nd St., Los Angeles 45, Cal. 


Check 4-027-01 on Reply Card 
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The three and a half million dollar Atlanta Hilton Inn 
was developed and constructed by Hogan Bros., Inc. INCL UDING THE 
of Metairie, La. The architect was George Saunders, 
Walter E. Blessey handled the structural engineering, 
and Edward Sanford was in charge of mechanical 
engineering. The installation of the plumbing system 
was made by Hoffman-Wolfe Southern Corporation 


of Atlanta. COPPER TUBE AND 


bon 3 - comes to open oh rice 

 life-ti - . 

Spuleuiix, sable: end Shere npeniberts, baliders FITTINGS USED IN 

and plumbers are saying: “All copper”. The 

jet-age Hilton Inn, just opened in Atlanta, 

ges isan —, — oie once al 

1 t n er- ings are 

cake anes the vbr oneast stusihiins “ this TH E P L UM B I N G Ss YS TE M 
ultra-modern 310 room structure. 


Because of solder joint strength and lighter 
weight of copper, even complex plumbing 
assemblies can be quickly shop prefabricated or 
assembled on the site with a minimum number 
of solder joints. With copper there’s more 
actual useable area in the building because 
furring-out is eliminated. The standard 20 foot 
lengths, uniform dimensions, com- 

plete range of sizes, weight-savings 

and lower labor costs make 

Streamline copper tube and 

fittings more economical, too. 


Send for catalog D-459, for 

all the latest factson Stream- & 
line DWV copper tube and 
solder-type fittings, the modern, 
sanitary drainage piping material. 


318-R 


REE MUELLER BRASS CO. PORT HURON 4, MICHIGAN 


Check 4-028-01 on Reply Card 
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Series ‘JH’ Grease Interceptors intercept the grease ... keep pipe lines clean 


THE ONLY INTERCEPTOR THAT WILL DISCHARGE 
THE COLLECTED GREASE AT THE TURN OF A VALVE... 
NO SCOOPING...NO SPILLING...NO CLEANING! 


The only way to be sure of preventing clogged pipe lines in cafeterias, 
restaurants, hotels, industrial plants, processing plants and others where 
grease by-products are likely to be washed ‘‘down the drain,”’ is to 
install a Josam ‘‘JH'’ Grease Interceptor. It is the only device on the 
market today which intercepts over 95% of the grease in waste water 
. collects it in clean form and, at the turn of a valve, discharges it 
into convenient storage containers. There is no scooping . . . no spilling 
. no clean-up as with other types. Besides — the cost of a Josam Series 
"JH" Interceptor is so low compared with the expense and inconvenience 
it eliminates, that it should be a ‘‘must’’ wherever grease is a potential 
hazard to pipe lines. 
Josam Series “JH” 
Grease Interceptor 
with Automatic Draw-off. 


Fi ys JOSAM MANUFACTURING CO. 


General Offices and Manufacturing Division @ Michigan City, Ind. 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 
West Coast Distributors 
JOSAM PACIFIC CO. 

765 Folsom Street San Francisco 7, Calif. 


JOSAM PRODUCTS ARE SOLD THROUGH PLUMBING SUPPLY WHOLESALERS. 
Manufacturers and Representative in Mexico—HELVEX, S. A., Mexico City 


Check 4-029-01 on Reply Card 


Write for Manual ‘‘W"’ describing all types of Josam Interceptors, 
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IN FLUSH VALVES , YEARS 


new, compact NEPTUNE valve with unique inside cover that’s guaranteed for 25 years! 


A whole new concept in flush valve design! It’s the all-new Neptune by Watrous—the first quality compact 
valve ever developed. Dead space and bulk have been trimmed away for truly modern design 
that’s two-thirds the size (and 75% of the weight) of most diaphragm valves. Yet, Neptune is big 
in capacity, delivering sufficient water to flush any closet bowl. 


There are years of trouble-free service built 
into Neptune. The exclusive Delrin 
cover is unconditionally guaranteed 
for 25 years. There’s a special nylon 
tip on the handle stem to guard 


against wear at the metal-to-metal contact. Stem 
packing is spring-loaded—no need to dismantle the 
stem to adjust the packing. And just one gasket 
does all the sealing. 


Neptune is available to meet all requirements with a complete line 
of exposed and concealed models for closets, urinals, 
service sinks, etc. See your Imperial representative or 
write directly to us for complete details on this first 
new idea in flush valves in years! 


Check 4-030-01 on Reply Card 
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Inside Neptune is the most important advance in flush valve 
design—an inside cover precision-molded of Delrin, DuPont’s 
newest acetate resin material. Cover can’t vulcanize or stick 
to the diaphragm . . . can’t corrode in any water . . . won’t 
build up residue and deposits. Engineered contour assures con- 
trolled flushing, prevents the diaphragm from turning and 
controls squeezing on the diaphragm. This unique Delrin cover 


is unconditionally guaranteed to give 25 years of dependable, trouble- 
free service or it will be replaced free of charge. 


* 
. 
~ 
. 


. 
* £9 9PO8 666 sea 
*Seccece . 
ee ° 
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. 
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® es 
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*9eeceaey of tees, 
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IMPERIAL at) rous 


Imperial-Eastman Corporation General Offices: 6300 West Howard Street, Chicago 46, Illinois 
In Canada: Imperial-Eastman Corporation (Canada) Ltd., P.O. Box 645, Barrie, Ontario 
In Mexico: Imperial-Eastman, $.A., Apartado Postal 26544, Angel Urraza 264, Col. Vertiz 





Narvarte, Mexico 13, D.F. 
Check 4-030-01 on Reply Card 
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Letters 


(Continued from page 26) 
transporting water to the house 
manually. In most cases it was 

| the plumbing contractor who de- 
| signed and performed this serv- 
ice in the transition from the 
primitive to the modern, and is 
still doing so. 
Sad as it is, the public image 
| of the plumbing contractor is a 
poor one. This is partly due to 
what they feel are exorbitant 
prices on his part. But this is a 
misunderstanding of the knowl- 
edge involved; yet the general 
picture they have is of an uned- 
ucated, unskilled handyman. 





eWe definitely need to cam- 
| paign to change this image. A 
| mame change in my opinion is 
necessary; it will rouse the pub- 
lic from their apathy and make 
them sit up and take notice. Pub- 
lic education will come in right 
on the heels of this name change 
since the people will become 
alert and receptive to the new 
picture the industry has pre- 
| sented. They will then, perhaps, 
| re-evaluate their opinions of 
_ “plumbers.” 


| aIf a man of Prof. Uicker’s posi- 
| tion looks down on the plumbing 
| profession, then it is time to take 
| steps, however lengthy and cost- 
ly, to repair the damage to the 

| reputation of our good men and 
| their fine work. 

Makary TArRNoFr, JR. 

Contractor 





Yep! We peeked through that keyhole up there and, , 

tc as saad livin’, Mt. Hawley is about to intro- Old Article Answers 

duce the incredible new DELUXE 600 Series, with His Need for Forms 

input ratings of 200,000 and 250,000 B.T.U. You'll | ae ee ee 

find the same high quality as in the regular 600  sietalende en ol d ‘lia of Do- 

Series, the same competitive (!) prices and, as to 

service calls — what a they? er EwGrnessine for an ar- 
ticle on estimating forms that 


WATCH FOR IT- IT’S COMING SOON! _ tt help me in my business, 


and I came across the July 1959 


issue with the article on “Esti- 
CY mating and Bidding Jobs” which 


explains the system used by Wil- 


| liam Mudge of Milwaukee. 
MANUFACTURING CO. 


This is just what I have been 


1209 W. Alta Road, Peoria, Illinois (Please turn to page 34) 


Check 4-032-01 on Reply Card 
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Why Kennard/Nelson’s 2-line idea 


is important to you! 





OW any air conditioning system you design—regardless of whether 

quality or cost comes first—can include reliable performance and 
complete air engineering service from Kennard/Nelson*. Kennard/ 
Nelson is the first manufacturer to introduce two lines of packaged 
central station air conditioning equipment . . . and the first to offer 
you a choice for clients who want higher quality without using expen- 
sive custom construction. 

One line of air conditioning equipment is designed to “meet or 
exceed” industry standards. But the other line—the Kennard /Nelson 
“Better Air” line—offers you life-of-the-building construction and un- 
matched operating economy. Here are a few reasons why a Better Air 


unit will “pay its own way” in your system: 





fi ‘Better Air” line 
introduces 
life-of-the-building 
design for air 
conditioning systems! 


@ PENTA-POST FRAMES. Only 
Kennard/Nelson Better Air units offer 
rugged Penta-Post frame construction. 
These heavy-gauge steel frames feature 
solid 5-angle, all-welded construction. 
Better Air frame design adds years to 
unit life and holds maintenance costs 
to a minimum. 


BETTER AIR CONSTRUCTION (TYPE A) 


@ DOUBLE DRAIN PANS. Two sep- 
arate drain pans, divided by a one- 
inch pad of insulation, cut replacement 
costs. Pans slope for more efficient 
drainage, and inner pans are available 
in long-lasting galvanized, copper, or 
other metals. 
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@ FLUSH-MOUNTED DESIGN. Every 
component on Better Air units is made 
easily accessible through flush-mounted 
service panels with quick-opening 
doors. Handy exterior access handles 
make service faster and more con- 
venient. 


@ CLASS I FANS. Every Kennard/ 
Nelson air conditioning unit is equipped 
with high-efficiency Class I fans. For- 
wardly curved fan design is standard 
equipment although backwardly in- 
clined fans are available. 
Factory-engineered “built-in” air clean- 
ing allows engineers to specify the 
exact type and degree of air cleaning 
desired on all models in the Better Air 
line. 


Pi‘Standard” line offers 


many better 
air features, 
wide range of sizes! 


On the other hand, the Kennard/ 
Nelson “Standard” line, offered with 
many “Better Air” features, is designed 


Check 4-033-01 on Reply Card 


for those installations where cost is the 
primary concern. Class I fans are also 
included on all Kennard/Nelson 
“Standard” units. Standard units are 
equipped with the same efficient hy- 
draulically-expanded, non-ferrous plate 
fin coils as are used in “Better Air” 
units. 


STANDARD UNIT 
CONSTRUCTION (TYPE D) 


Both Kennard/Nelson lines are 
available in a wide range of sizes and 
arrangements. There are 14 basic sizes 
and 24 different arrangements (500 
cfm to 36,000 cfm) in the “Better Air” 
line alone. 

Discuss the merits of both lines with 
your Kennard/Nelson representative. 
Ask him for the new bulletin covering 
each line or write for Bulletins No. 
AC-100 (Better Air Line) and No. 
D-100 (Standard Line): American Air 
Filter Company, Inc., 116 Central Ave- 
nue, Louisville 8, Kentucky. 





*Herman Nelson and Kennard, for years 
familiar names in the heating, ventilating, 
and air conditioning industry, have been 
combined as a single division of the Amer- 
ican Air Filter Company, Inc. 


Prisiiinitiinis Aix Bitter 


BETTER AIR 


IS OUR BUSINESS 





Here’s Why 
I like 
KUHNS 
Fittings... 


Regardless of the job, “K” 
fittings save time and elimi- 
nate problems. For instance: 


@ They’re easy to start be- 
cause of the chamfered 
entrances. This prevents dam- 
age to the threads also. 


e “K’s” run up quickly and 
make tight, positive joints be- 
cause the threads are full and 
clean. 


e@ These rugged fittings don’t 
crack under strain because of 
their strong, uniform walls. 


“K" fittings reflect extra care 
in manufacturing and inspec- 
tion. This assures you of extra 
quality...helps eliminate 
costly call-backs... helps you 
do a better, more profitable 
job. That’s why so many con- 
tractors say Kuhns fittings 
are their favorites. Condensed 
catalog available. 
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(Continued fiom page 32) 


| looking for! Would you possibly 


have a set of these forms at this 

late date? Please bill me for 

them if there is a charge. 
JAMES KOESTLER 

High Tor Plumbing & 

Heating Inc. 

e Single copies of the estimating 

forms used by Mr. Mudge are avail- 


able to subscribers without charge on 
request to the editors. 


Wants Information on 
Push-Button Plumbing 


Vancouver, B. C.—Some time 
ago you published an article on 
a completely new concept in 
push-button plumbing, describ- 
ing installation procedures, con- 
trol panels, etc. 

We'd like very much to have 
the name of the manufacturer of 
that system, and any other infor- 


| mation you have available. 


Watt PETERSON 


| B. C. Plumbing Supplies Ltd. 


@The article to which wholesaler 


| Peterson refers was titled ‘/Push-But- 


ton Plumbing: It Comes of Age,” and 
appeared in the November 1959 issue 
of DE. The name and address of the 
company manufacturing the system, 


| and a copy of the article, were sent 


to Mr. Peterson. Others desiring the 
same information may have it by 
writing to the editors. 


| Want to Set Up a 


Remodeling Dept.? 


Los ANGELES—Please send us a 


| copy of your 374-page book on 


plumbing and heating moderniza- 


| tion, mentioned on page 26 of your 


October issue. Enclosed is our 
check in the amount of $1. 

H. GRIZZLE 
L. Z. Brown Inc. 


e@ The manual referred to is DE’s 10- 


| chapter “Book of Remodeling” pub- 
| lished in August, 1956. Topics 
| covered include the size of the 


potential market, how to set up a 


PULL RMU EAMG U ME corse ccd seit semodeling nd how 
1800 McCALL STREET +» DAYTON, OHIO | to control the complete job. A limited 


. . number of copies are still available 
Cast, ductile and malleable iron fittings | at $1. Requests should be sent to the 


| Editors, Domestic Engineering, 1801 
Prairie Ave., Chicago 16. END 
Check 4-034-01 on Reply Card 
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Free from Reznor: Learn about this profitable use of 


duct furnaces along with other valuable information on 
make-up air in our just published handbook ‘‘What to 
Consider in Designing Make-Up Air Systems.” 
Manufacturing plants, chemical, food and material 
processors, restaurants, bakeries and dry cleaners are 
becoming increasingly aware of the need for make-up air. 
They now realize that bringing in clean, heated replace- 
ment air through a duct furnace can prevent undesirable 


w to use 
naces for 
make-up air 


Ue OP ony 


~* A 
o7°°A, 6 » 


negli 


‘an P44 


- 


“yo Oa Pee 


drafts and the infiltration of dust, dirt and fumes. 

Reznor’s handbook on make-up air is one of a new 
series of Reznor Heating Handbooks to help you solve 
commercial and industrial heating problems. For your 
copy, published by the world’s largest manufacturer of 
gas unit heaters, fill in the coupon and mail to Reznor. 
Or, for more information, call your Reznor distributor 
or nearby Reznor district office listed in the Yellow Pages 
under ‘‘Heaters— Unit.” 


REZNOR MANUFACTURING COMPANY 


RE ZNO R Dept. DE-4, Mercer, Pennsylvania 
i Send me acopy of “WN hat to Consider in 
Designing Make-Up Air Systems.” 
name = el - title__ 
| company 
address_ pacciiaandia 


city__ ; state 


Check 4-035-01 on Reply Card 
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How an imaginative logo can help give a 


company a forward,” yet 


WHAT ARE SOME of the devices 
a company may use to establish 
itself in the public mind as a firm 
that’s experienced and stable, yet 
modern and progressive? 

This, in effect, was what King 
Sano Plumbing of South Gate, 
Calif. wanted to know when it 
asked DE’s Letterhead Design 
Clinic to revamp its logo. 

DE’s answer was the design re- 
produced on this page, featuring 
two important elements: (1) an 
irregularly shaped, modern 
frame of color that encloses the 
name and other parts of the de- 


24 


stable look 


sign and (2) an emblem that 
connotes quality work and ex- 
perience and is a pictorial repre- 
sentation of the company name. 
The emblem, an “ordinary” 
but colorful crown, is an effective 
symbol because of the obvious 
connection between it and the 
name “King Sano.” Its use lends 
continuity to the company’s busi- 
ness contacts and helps implant 
its identity in the public mind. 
The irregular frame helps cre- 
ate an image of “modernness” 
because it’s streamlined and ar- 
tistic in the contemporary sense. 


ourR service 


Sano Plumbing 


r 
OULEVAR 


COMMERCIAL gouTH 


A 
RESIDENTIAL 


v 
4 TWEED 
330 GATE, CAL 
Lo 


7-71 31 


Also, it helps project the aura of 
quality and stability King Sano 
is looking for. 

The modernistic effect of the 
design is enhanced by the slanted 
printing of the company name. 
Slanting the name also attracts 
the reader’s attention to it. In 
any good letterhead, major em- 
phasis is given to the name. 

Other lines in the logo are 
spelled out horizontally to help 
balance the over-all design—ex- 
cept for “24-hour service” which, 
due to its importance, is used to 
“cap” the crown. END 


KING SANO’S old design con- 
tained all important business 
information but was unimagi- 
native. Moreover, it did not 
offer the progressive, up-to- 
date image the new one does. 





Or 
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RESIDENTIAL AND COMMERCIAL 
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Sales 
methods 
get 
outdated, 
too! 


If you want 
want to in 

start is with 
your sales method “or instance, 
how do the 
hitting, modern program of the FLINT 
AND WALLING Dealer? FLINT AND 
WALLING DEALERS 


trying to grind it the wn t, q . 
handed a neat, easy-t e packaae om 

} Sel| the@@profit 
of them. } 
tin acl iinet package by 


— plus a 
tanks, and w 
roperly eng 


WALLING 


KENDALLVILLE, INDIANA 


advertising 
results. The 

the FLINT AND WALLING 
PACKAGE.” and we | : 
more about it 1. Write us today. ad pump for Purpose 














Check 4-037-01 on Reply Card 
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You'll be more than a cat’s whisker ahead of competition with GM-Delco. 
Here is today’s tiniest boiler—less than 26” high—yet it’s capable of pouring 
out the BTU’s required to heat most modern homes. What’s more, it’s of 
rugged cast iron construction with accurately sized, raised port burners 
assuring long life and maximum efficiency. 

GM-Delco boilers set owners purring with content. And, dealers purr 
because GM-Delco covers not only the cream—but every segment—of 
the home heating market, with gas boilers from 50,000 to 340,000 BTU/H 
input and oil boilers from 83,000 to 425,000 BTU/H output—all designed 
for space saving. 

General Motors’ reputation backs every Delco boiler, of course. And they 
are rated in accordance with one or more of the nationally known AGA, 
ASME and IBR standards. 

Write for complete data. Delco Appliance Division, Dept. D-10, General Motors 
Corporation, Rochester 1, New York. 


Delco 
BOILER 


Cheek 4-038-01 on Reply Card 





Why pussyfoot around? 
These are the facts .. . 
THE GM-DELCO 
KEY DEALER PLAN 
GIVES YOU... 
¢ A Nationally Accepted 
Brand Name 


¢ Direct Factory-Dealer 
Distribution from 
Regional Warehouses 


¢ Selective Dealer Policy 
¢ Sound and Stable Pricing 


¢ Dealer Listing in National 
and Local Ads 


« A Complete Sales 
Building Plan 


¢ Over 200 Models— 
Plus Accessories 


¢ Group Insurance 
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Two bills that would provide tax adjustments for small 
and medium-sized businesses are currently before the na- 
tion's lawmakers. They're the Ikard-Curtis-Sparkman bills 
(H.Re 2 and S.2) and, if enacted, would permit businessmen 
to plow certain earnings before taxes back into their 

NEW LAWS WOULD operations. 

ALLOW REINVEST- Here's how the National Assn. of Wholesalers explains 
MENT OF EARNINGS the main portions of the bills: "They involve three kinds of 
BEFORE TAXES investment in any business, (1) depreciable property, (2) 

inventory, and (3) accounts receivable. 
"If the total of a man's investment in these three 
categories is greater at the end of the year than it was at 


























the beginning, he can deduct the difference up to 20 percent 
of net taxable income or $30,000, whichever is less." 

The intent of the bill is to provide a growth capital 
and to encourage reinvestment of income by small business. 
Businessmen who want to see this legislation enacted shouid 
write to their representatives and senators in Washington. 








* * * * 


Unitary air conditioning equipment accepted for FHA- 
approved financing must now be listed in the directory of 
the Air Conditioning & Refrigeration Institute under its 
Unitary Air Conditioner Certification Program. FHA-approved 
equipment must also display the ARI's symbol of certifica- 

FHA GIVES BOOST tion. 

TO A-C STANDARD-~ The FHA ruling has given the ARI's certification pro- 

IZATION PLAN gram, now in its third year, a decided boost. A chief aim 

of the program is standardization of air conditioning equip- 
ment (DE, March, page 115). The program, which is also de- 
signed to make air conditioning easier to sell, requires 
rating of all unitary equipment in terms of Btu/hr and sets 
up performance standards which must be met. 














* . o * 


Is a real sales partnership between contractor and 
ANOTHER wholesaler possible—-without undermining the traditional 
WHOLESALER role assigned to each in the industry's line of distribu- 
TAKES ROLE tion? 
IN CONSUMER Is such a partnership possible without short-changing 
SELLING the consumer on the quality service that only a bona fide 
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(continued) 







ANOTHER 
WHOLESALER 
TAKES ROLE 
IN CONSUMER 

SELLING 

























SAYS HOME AIR 
CONDITIONING TO 
BE AS COMMON 
AS PLUMBING 


















NON-RESIDENTIAL 
CONSTRUCTION 
IN BIG GAIN 




















DEATH TAKES 
HENRY FORD IN 
PHILADELPHIA 












plumbing and heating contractor can offer? 

These recurring and often knotty questions deserve an- 
other look in the light of a new contractor-wholesaler 
"sales partnership" operating in Nashville, Tenn. For over 
a year now, wholesaler Ernest Buchi has been experimenting 
with a cooperative advertising and "franchised dealer" pro- 
gram that involves the contractor as a "full and active 
partner" in co-op advertising and sales. At the same time, 
his own role as wholesaler is broadened to include direct 
involvement in advertising and selling to the consumer. 

As a former plumbing contractor, Buchi feels that he 
understands the contractor's needs and what the contractor 
has a right to expect of his wholesaler. He tries to 
provide this service to a select group of dealers. 

Comparisons between the Buchi plan and the Reichle plan 
(for direct selling by a wholesaler, DE, June, 1960) are in- 
evitable, but there are important differences. To learn how 
the Buchi plan works, turn to the article, "What Happens 
When a Plumbing Contractor Sells His Business and Turns 
Wholesaler," beginning on page 86 of this issue. 

















* 





* * * 
Central year-round air conditioning will be "as common 
as household refrigeration or inside plumbing by the end of 
this decade." This prediction was made by R. A. Bell, vice 
president of the Midland-Ross Corp. and general manager of 
its Janitrol Divisions. The occasion was Janitrol's annual 
Select Dealer Get Together in Miami Beach, Fla. 

In discussing the future of the heating and cooling in- 
dustry, Bell told the dealers, "A builder today who does not 
have a central system of heating that will readily accommo- 
date ‘add-on' cooling is building obsolescence into his 
client's new home." 























* * * 





* 


Future construction contracts in February dipped 
Slightly below the comparable month of 1960, despite big 
gains in most non-residential building types. The total 
value of such contracts was $2,235,367,000—down less than 
one-half of one percent from February, 1960. 

Contracts for non-residential buildings rose 15 percent 
above a year ago to $804,427,000, with notable increases in 
educational, commercial,manufacturing and public buildings. 

Heavy engineering contracts in February rose one per-=- 
cent to $561,048,000, but public works contracts dropped 
5 percent, reflecting a decline in highway building. 
Utility contracts rose 18 percent. The figures were com- 
piled by the F. W. Dodge Corp., construction analyst. 











* * * * 





Henry Ford, one of the nation's best known plumbing and 
heating contractors, died recently at the age of 75. He was 
president of Henry Ford Co., a p=-h firm that he founded in 
1916 and which now handles all types of home remodeling. He 
is survived by two sons, Paul and Walter (who is president 
of the plumbing concern), and three daughters. 
































Check 4-041-01 on Reply Card —> 
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insatiable 
design and merchandising 
curiosity pays off with 
incredible breakthrough 
_in the conquest of 
_ today’s market, with the 
* ‘all new, sensational 


_ SATORN: Y lhe 





..ethe fantastic SPACE ACE 1/3 cr 


himself, charting new courses in. me! 
| rsetitc) matter of economic life...by 
2 PEMAND and PROFITABLE SALES: 


. a a 


€ 


DON'T MISS THE MISSILE! 


Saycos Missile” carrying fixtures (receptacle 






unger mitial inserts) will set the pace for an 
: avalanche of sales in 1961. 
ALL PATENTS PENDING rere are fixtures guaranteed for a lifetime of 
hard wear . Including all the working parts... 
Renu-Seats Packing . . . Seat Washer. 
NOW with every Space Ace fixture you get 
these parts [value $1.15) in advance of any possi 


1 Vt the parts contained 


bie wear, absolutely tree 
|; * 3 nthe original capsule are used, return the empt 
capsule and another capsule of these parts will 
be sent without cost! 
? Amazing?’ Youre right and it's positive insur 
e ance against running to the hardware store for 


oars 





reated by the ACE of ACES, Mr. Sayco 
erchandising’areas to sustain fhe 
y new PRODUCT 


Stephen A. Young, President of Sayco 
Valve Corporation, manufacturers of 
‘Fixture Fashion” valves, announces the 
launching of the ‘‘Saturn’’ with the 
capsuled ‘‘Missile’” and the astronau- 


tical ‘““SSpace-Ace.”’ 

Both are now orbiting at immeasur- 
able heights above the ordinary fixtures 
and stimulating a supersonic concept in 
design and merchandising. 


ee 


The potent sales ‘‘missile’’ carried 
within the “‘Space-Ace”’ acts as a scien- 
tific sales propellent aimed directly at a 
retarded market. 

Sayco’s launching marks a significant 
new step in stepped-up fixture design 
that is tangible evidence of a bright 
new era in the industry. 

Only at Sayco does such engi- 
neering flights of fancy become so 
down-to-earth practical! 






































The thought of every car carrying a spare tire prompted Mr. 


Sayco to conclude, ''Why not plumbing fixtures?” supplying parts even before the fixture is installed. 
Why not? An extra Renu-Seat, Packing and Seat Washer Like all Sayco fixtures, it was designed with people in mind, 
would be mighty convenient to have if and when needed... the people who sell them. . 


saves a lot of time ... and for free? Yes sir, you read it right, depend on them. 
FREE! with each and every Space Ace fixture. 


SAYCO Viele Saahtond are Made by Americans for Americans 
STEPHEN A. YOUNG CORP. riora, inviana 


Here is a new. unique concept in product manufacturing, 


. and the people who live with and 





Promote the leadership brands for faster 
turnover and 00d PLOFIES. sean rnes Week sets bszer ever 


year. Bigger sales, bigger profits. And now is the time to make plans for a full scale tie-in with 
this year’s promotion. 

Everything is in your favor. Your customers are pre-sold on Brand Names. Your own experi- 

@ ence proves that leadership brands are what they prefer, what they buy most often. 

Your promotion will be backed up by Brand Names Week ads in America’s leading consumer 
magazines, newspapers, radio, TV, outdoor and transit. 

Make Brand Names Week your most productive promotion for 1961. Promote the leadership 
brands for faster turnover, bigger profits. We'll send you complete information on Brand Names 
Week if you'll fill out and return the coupon. Do it today. 


“a y 


May 4—14 


Mail This Coupon Today 


Brand Names Foundation, Inc. 


437 Fifth Avenue, New York 16, N. Y. 


Please send me complete information on Brand Names Week for 
10 days of booming sales: 


NAME 





FIRM 





ADDRESS 





CITY ZONE. STATE. 





Type of Retail Store 
Check 4-045-01 on Reply Card 
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Goodbye 


NEW Nautilus TOP-SIDE’ sink frame 


2 MINUTES — =§83=64 MINUTES 


Nail retaining strips to cut-out. Place sink in caulked TOP-SIDE 
frame. Slip pre-assembled SNAP- 
LOK® clamps in frame groove, 
lightly tighten screws. 


We challenge your fastest man to match this time 


Check 4-046-01 on Reply Card 





installations ... 


installs from the TOP-in 7minutes! 





1 MINUTE 


Caulk outer side of frame. Turn 
sink over . . . snap it in place. 
The job’s all done in 7 minutes. 


with any other sink frame! 


Check 4-046-01 on Reply Card 
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No more time-killing undercover work in sink installa- 
tions . . . no more blind fumbling in cramped space! 
Revolutionary new NAUTILUS stainless steel sink 
frame permits you to do the job entirely from the top 
in 10 minutes or less . . . . compared with 20, 30, or 
40 minutes required on the job by other frames! 


The new TOP-SIDE frame is the biggest boost ever 
to fast, easy, profitable counter top sink and range 
installations! Now you can do all those hard-to-get-at 
jobs from the top. Just figure out the time it takes to 
install sinks with other frames . . . and start figuring 
the additional time you’ll save and profits you’ll make 
with the new NAUTILUS TOP-SIDE sink frame. 


e Saves time and money on sink, lavatory, built-in 
kitchen range and other counter top jobs. 
Automatically adjusts to any counter top and sink 
ledge thickness for all porcelain enameled steel, 
stainless steel and cast iron bowls. 

Simple hammer-screwdriver installation—no power 
tools, no routing, boring or other labor required. 
Patented SNAP-LOK clamps bear on metal instead 
of wood—for a tight, strong, water-proof seal. 

One size clamp fits all counter thicknesses—simpli- 
fies inventories. No need for special types of frames 
and lugs. Just order the size and radius you need. 


Here’s the patented, time-saving secret of the NAUTILUS 
TOP-SIDE sink frame! 
SNAP-LOK spring clamps, easily attached to inverted 
sink, grip retaining strips tight for a permanent, water- 
tight seal all around! (Caulk 
as usual.) You don’t have to 
adjust to high and low spots 
SNAP-LOK spring 
clamps do it for you. 
Made by the manufacturer of 
famous NAUTILUS air puri- 
fication products for the home. 


Patent No. 2885691. Other 
patents pending. 


Get all the facts on the 
NAUTILUS TOP-SIDE Sink 
Frame today! 


Major Industries, Inc. 

505 N. LaSalle St., Chicago 10, IN. 

YES! Rush me information and prices on your revolutionary new 
TOP-SIDE Sink Frame! 


Name. Company 





Address. 

















For the ultimate an 
performance, dependability 


and convenience 




















ll 
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in Rypldligltne 
WATER 
CONDITIONING 


EQUIPMENT 


A special task force was created in the famed Tait research and engi- 
neering division. The assignment: a significant break-through in the 
performance, dependability, and customer convenience of water condi- 
tioning equipment. 

The idea of “softening” water is not new, either to Tait or to others. 
Tait has been making softeners since 1922. Yet, over the years, improve- 
ment in water conditioning equipment seemed to lag behind the improve- 
ment of other water-handling appliances. Many units were undependable, 

Check 4-048-01 on Reply Card 
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EXCLUSIVE TAIT VALVE 
EXCLUSIVE TAIT MOTOR 


A softener is no better than its valve. The 
valve must work. For positive, certain 
action—and the highest degree of depend- 
ability—Rapidayton water softeners have 
an exclusive Tait-made valve, powered by 
an exclusive Tait-made motor. Details of 
these perfectly-matched units are shown 
in this drawing. 


unpredictable, and required far too much attention 
—both from the dealer and the customer! 

Tait was determined to step up performance 
and build reliable, fool-proof units that would give 
the user greater convenience than he had ever 
known. 

The complete new line now being announced 
to the trade is the result. It is the sincere belief 
of The Tait Manufacturing Company that no 
water conditioning equipment ever built offers a 
higher degree of performance or dependability. 
None offers greater convenience to the user. 

To achieve the ultimate in dependability, Tait 
developed its own valve and its own motor to 


ail 
Completely automatic double-tank softeners—Push j 
button or electric timer controls. 5-cycle regener- 

ating and softening action. 


Automatic softeners — Popular single-tank “space 
saver” models. Top salting. 5-cycle operation. Up 
to $0,000 grains. 


Dial action softeners—Single tank models which rep- 
resent premium quality at low budget prices. Up 
to 90,000 grains. 


Complete line of filters for removal of iron, sediment, 
taste, odor, acid, and other objectionable elements. 


division 


The Tait Manufacturing Company, 


operate the valve. In completely automatic soften- 
ers, regeneration starts instantly when the motor 
runs, turning the rotor in the valve. The motor 
runs. The valve turns. This is the simple, positive, 
fool-proof action that makes Rapidayton softeners 
dependable through each of the five cycles of re- 
generation and softening. 

For maximum performance, Tait has built serv- 
ice units from the finest materials available, uses 
the best minerals obtainable, and makes all units 
large enough and sturdy enough to do the job. 

As for convenience, there’s a model “custom 
made” for every preference — completely auto- 
matic, automatic, and simple dial action. 

This distinctive, high quality water conditioning 
line carries the great Champion name, already fa- 
vorably known to the countless users of Rapiday- 
ton Champion water systems from coast to coast. 


THE NEXT STEP IS YOURS 


Here is the water conditioning line you’ve been 
waiting for. Here’s a line with exclusive, high 
quality features—heralding a NEW ERA of profit 
for you. The Rapidayton Champion water condi- 
tioning line offers more profit because it assures 
you of greater customer satisfaction and a mini- 
mum of service calls. 

Here’s a really outstanding line in a field that 
is on the threshold of a tremendous sales boom. 
And to help you get off to a fast start, we have 
developed a powerful and comprehensive mer- 
chandising program for local use, including coop- 
erative advertising. There’s truly a NEW ERA 
of profit ahead. Write or wire for full details today. 


Dayton 1, Ohio 


©1961 TAIT MFG. CO. 


Check 4-048-01 on Reply Card 
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CONVENTION DATES 


Fe 
a . -: 
y 
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ey 
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CONTRACTOR ASSNS. . . . National 


Apr. 23-27—OHI—Annual conven- 
tion of the Oil Heat Institute of Amer- 
ica; Statler-Hilton Hotel, Washington, 
el 


May 9-12—MCA—Annual conven- 
tion of the Mechanical Contractors 
Assn.; Fontainebleau Hotel, Miami 
Beach, Fla. 


June 18-22—NAPC—Annual con- 
vention of the National Assn. of 
Plumbing Contractors (held in con- 
junction with the annual Plumbing 


MANUFACTURER ASSNS. 


Apr. 13-15—GAMA—Annual meet- 
ing of the Gas Appliance Manufac- 
turers Assn.; Boca Raton Hotel & 
Club, Boca Raton, Fla. 


Apr. 16-19—AHLMA—A nnual 
meeting of the American Home Laun- 
dry Manufacturers Assn.; Boca Raton 
Hotel & Club, Boca Raton, Fla. 


Apr. 23-27—OHI—Annual conven- 
tion of the Oil Heat Institute of Amer- 
ica; Statler-Hilton Hotel, Washington, 
DC. 


Apr. 30-May 3—LPGA—Annual 
convention of the LP-Gas Assn.; Con- 
rad Hilton Hotel, Chicago. 


May 14-17—CABRA—Annual meet- 
ing of the Copper & Brass Research 


Assn.; Homestead Hotel, Hot Springs, 
Va. 


May 22-24—PBI—Spring meeting of 
the Plumbing Brass Institute; Pitts- 
burgh-Hilton Hotel, Pittsburgh. 


June 12-15—IBR—Annual meeting 
of the Institute of Boiler and Radiator 


& Heating Exposition); 
Detroit. 


Cobo Hall, 


June 26-28—ASHRAE—Annual 
meeting of the American Society of 
Heating, Refrigerating & Air Condi- 
tioning Engineers; Denver-Hilton 
Hotel, Denver, Colo. 


Aug. 27-31—ASSE—Annual meet- 
ing of the American Society of Sani- 
tary Engineering; Jefferson Hotel, St. 
Louis. 


Manufacturers; Seaview Country 
Club, Abescon, N. J. 


June 12-15—NDHA—Annual meet- 
ing of the National District Heating 
Assn.; Wentworth-by-the-Sea, Ports- 
mouth, N. H. 


June 18-22—PHE—Annual Plumb- 
ing & Heating Exposition (held in 
conjunction with the annual conven- 
tion of the National Assn. of Plumbing 
Contractors); Cobo Hall, Detroit. 


Oct 2-4—AGA—Annual convention 
of the American Gas Assn.; (hotel not 
yet determined), Dallas. 


Oct. 8-11—NIWKC—Annual con- 
vention of the National Institute of 
Wood Kitchen Cabinets; Shawnee- 
On-Delaware, Pa. 


Nov. 8-10—NWAHACA—A n nual 
convention of the National Warm Air 
Heating & Air Conditioning Assn.; La 
Salle Hotel, Chicago. 


Nov. 12-15—ARI—Annual meeting 
of the Air Conditioning & Refrigera- 


tion Institute; Homestead Hotel, Hot 
Springs, Va. 


Feb. 12-15 (1962)—ARI Show—12th 
National Exposition of Air Condition- 
ing, Heating & Refrigeration (spon- 
sored by the Air Conditioning & 
Refrigeration Institute); Great West- 
ern Exhibit Center, Los Angeles. 





WHOLESALER ASSNS. 


April 5-7—CSA—Spring meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


Apr. 9-11—MAWA—Annual con- 
vention of the Middle Atlantic Whole- 
salers Assn.; Chalfonte-Haddon Hall 
Hotel, Atlantic City, N. J. 


Apr. 19-21—SWA—Annual conven- 
tion of the Southern Wholesalers 
Assn.; Americana Hotel, Bal Harbour 
(Miami Beach), Fla. 


May 21-23—NHAW-—Spring con- 
vention of the Northamerican Heating 
& Air Conditioning Wholesalers; 
Queen Elizabeth Hotel, Montreal, Que. 


June 23-26—PHWNE—Spring con- 
vention of the Plumbing & Heating 
Wholesalers of New England; Equinox 
House, Manchester, Vt. 


Sept. 24-27—AI—Annual convention 
ef the American Institute of Supply 
Assns.; Fairmount, Jack Tar, Mark 
Hopkins and Sheraton Palace Hotels, 
San Francisco. 


Nov. 1-3—CSA—Annual meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


Feb. 9-12 (1962)—ARW—Annual 
convention of the Air Conditioning & 
Refrigeration Wholesalers; Biltmore 
Hotel, Los Angeles. 


Feb. 18-21 (1962)—-WDA—A nnual 
convention of the Wholesale Distribu- 
tors Assn.; Statler-Hilton Hotel, Dallas. 


No Wasted Fixtures 

The bathtub in the Accra Ho- 
tel at Leopoldville (in the Con- 
go) has only one faucet. It’s not 
for cold water, as you might 
think. It’s for warm water, 
heated by the very generous 
equatorial sun. 

The plumbing contractor prob- 
ably figured it was impossible to 
supply cold water in that climate, 
so he didn’t bother to install a 
second faucet. 
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PRINCESS-TOTALLY NEW 


From the service-simple valve stem right up to the angularly oriented contemporary handles, the new 


Princess line is the first totally engineered, totally restyled faucet line to reach the industry in many years. 


Gracefully styled outside to pace the trend in contemporary kitchens and bathrooms. Carefully engi- 
neered inside to meet all kinds of service. Totally designed to stimulate your fixture sales! Note the tremen- 
dous eye and buy appeal of the thumb-recess handles, oriented to the natural angle of the extended arm. 
It’s one natural design feature never before considered in faucets. This and other advanced concepts are 
included in new Princess 8” concealed and exposed faucets, 4” lavatory faucet, tub and shower fittings, as 


well as the new Princess deluxe single lever faucet. 


Better send for Catalog 161 today and see for yourself why Princess—the totally new faucet—is just 
the sales stimulant you seek. 


MICHIGAN BRASS COMPANY + GRAND HAVEN, 


MICHIGAN 
Check 4-051-01 on Reply Card 
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Do you know enough.... 


. -.. about these aspects of mechanical contracting? 


Plastic Pipe: types and uses . . . physical properties . . . methods 
of joining . . . fittings and supports . . . anchoring . . . joining 
with other materials . . . chemical resistance . . . special 
piping products of plastic . . . comparative pipe installation costs 
Covered in the December 1959 issue of MECHANICAL CONTRACTOR 





Management Methods: budgeting procedures for contractors . . . tax 
law changes . . . reimbursements for employee transportation 
. . . how long to keep business records . . . extending execu- 
tive life through planned health programs . . . on-site safety 
Covered in the March 1960 issue of MECHANICAL CONTRACTOR 








Air Conditioning: guide to air conditioning electronic computer 
installations . . . central systems for luxury apartments .. . 
decontaminating cooling towers . . . cooling and filtering air 
in hospitals . . . computing air conditioning installation costs 

Covered in the July 1960 issue of MECHANICAL CONTRACTOR 


Insurance for Contractors: insurance as a management tool .. . 
“completed coverage” insurance is . . . medical insurance 
programs for employees . . . executive pension coverage .. . 
group insurance plans . . . how to work with your adjuster 

Covered in the January 1961 issue of MECHANICAL CONTRACTOR 





In addition, recent issues of MECHANICAL CONTRACTOR, official publication of the Mechanical Contractors 
Association of America, Inc., also carried major articles on these important subjects: interpreting hanger speci- 
fications, safety programming, using foreign made fittings, boiler safety, hydronic versus electric heating, ex- 
pansion joints, new and future methods of heating, using flexible pipe connectors, and all activities of MCAA 
including complete National Convention coverage and local association news. 


Here is the ONE monthly magazine aimed at keeping top management in leading contracting, architectural and 
engineering firms up-to-date on all advances in the mechanical contracting industry. If YOU are involved in any 
aspect of mechanical work (designing, engineering, installing, manufacturing), this MUST-BE-READ magazine can 
now be yours at new, low introductory rates. USE THE COUPON BELOW TO SUBSCRIBE NOW! 


Mechanical Contractor Magazine, Suite 570 O One year, $2.00 (© Three years, $5.00 ( Five years, $7.00 
45 Rockefeller Plaza, New York 20, N. Y. O Check or money order enclosed [ Please bill me 


Gentlemen: As one who needs to know now the latest information on the design and installation of mechanical systems, | wish to subscribe 
to MECHANICAL CONTRACTOR at the low introductory rate checked above. To assist you in keeping your readership truly selective, | have 
also checked my affiliation with the contracting industry at the right. 


1 am or am employed by a: 
Name and Title ce ee MTC Te Rw [) Mechanical [] General Contractor 

Contractor ] Equipment 
Address i as § - CL] Architect manufacturer 

Oc Iting Engi [] Public or Union 
Zone ee (1 Other elute Official 
please specify (_] Trade Association 
Please print or type clearly, filling in all pertinent information 


Check 4-052-01 on Reply Card 
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ALCO’S ALCO ENGINEERED 
COMMERCIAL 

¥ APPLICATIONS 

I HI-TEMP...LO-TEMP. 


TK 


THERMO VALVE 


CAPACITY 
CHANGE 
DISCHARGE 
TUBE 


) 
am REDUCES VALVE INVENTORY 3 to 1 


DIAMETER iw discharge tubes—.093 orifice diameter 
and .120 orifice diameter are packaged 
with each ALCO TK THERMO VALVE 
for convenient “‘on the job” capacity 


changes. 


.120 
ORIFICE 
DIAMETER 





(@ 100 F. CONDENSING — 40 F. EVAPORATION 
VALVE No REFRIGERANT 12 VALVE No 
el 13|s 
t . : 
WITH 
| O 5 ORIFICE 
| «VW § i20 


WITH 
0) 54) 101 a 


.120 
ROUGHING IN DIMENSION 4/2 x 2%% 


WITH [ WITH 

ORIFICE | O 3 ORIFICE 

THERMO VALVE SELECTION TABLES .093 | " 093 
FURNISHED ON REQUEST. 


SEE YOUR ALCO WHOLESALER 
PV Rae) VALVE co. 863, Kingsland Ave. ° St. Louis 30, Mo. 
BUY SECURIT Y . tee QUALITY . 


The one complete line of refrigerant controls: Thermostatic Expansion Valves * Refrigerant Distributors * Soleniod Valves 


Refrigerant Filter-Driers * Suction Line Regulators * Flooded Evaporator Controls and Reversing Valves 
8367 





Check 4-053-01 on Reply Card 
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hot AlliancéWare 
8 amt yten 


real meaning for you. AllianceWare’s complete line is chock full 


of genuine features to help you sell and install. You’ll quickly 
see that your city, too, can be another hot AllianceWare market. 


... from the new Character Line 











AllianceWare announces one-piece 
porcelain-on-steel bathtubs... 


Introducing 3 new AllianceWare tub models—Deluxe, Economy 
and Off-The-Floor Drain. These include AllianceWare’s patented 
wall-hung installation that holds tub firmly in place and eliminates 
wall separation. One man can install them, too, since they’re steel, 
not cast iron... stronger, yet lighter. 


Check 4-054-01 on Reply Card 
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V-25, Monarch. 
Suggested retail price 
$87.70, including 
lavatory and rim. 


New AllianceWare vanities . . . the ultimate in clean-line de- 
sign at economy prices. Rigidly constructed of harmoniously 
colored porcelain enamel on metal panels with custom alumi- 
num trim. Feature integral soap dishes, hidden overflow and 
anti-splash beads. Porcelain enamel is acid and stain resistant. 
Reversible sliding doors (optional at extra cost) enable chang- 
ing decor by simple reversal of doors to expose new comple- 
mentary color. Available in a variety of permanently brilliant 
colors that add a new accent to bathroom furnishings. 


Available in four models—single bowl, 32”, Monarch; two 
bowl, 47”, Emperor; single bowl, 47”, Admiral with drawer; 
and single bow! dressing table, 47” counter, 32” base, Diana. 


the longest 
complete line 
in America 


an subsidiary 


ALLIANCEWARE, INC. 

BOX 809 + ALLIANCE, OHIO 

Fast deliveries from 5 strategically located plants 
Alliance, Ohio » Somerset, Pa. * Kilgore, Texas 
Colton, Calif. « Evansville, Ind. 





Check 4-054-01 on Reply Card 








Look at It This Way 


With hands on hips, the wife 
berated her dejected looking 
spouse, “What do you mean, you 
have nothing to live for?” she 
demanded. “The car isn’t paid 
for, the washing machine isn’t 
paid for, the TV isn’t paid for, 
the new heating plant isn’t paid 
ea 


Music to Bathe By 


Mrs. Virginia Kimmey of Mid- 
land, Tex., isn’t much for sing- 
ing in the bathtub, especially by 
her faucets. 

Mrs. Kimmey was _ busily 
scrubbing away recently when 
the faucet started to give a sere- 
nade. The housewife danced off 
as fast as she could. 

Engineers at a local radio sta- 
tion traced the plumbing pianis- 
simo to a freak signal wave 
that caused the metal hard- 
ware to pick up music. The title 
of the song heard by Mrs. Kim- 
mey wasn’t confirmed, but one 
investigator said it sounded like 
“I Cover the Waterfront.” 


Don't Call Me, I'll... 


As far as columnist Art Buch- 
wald is concerned planes are 
planes and tubs are tubs and 
never the twain should meet. 

He was supposed to be on the 
receiving end of the first air-to- 
ground telephone call in the his- 
tory of aviation and stayed up a 
whole night awaiting the mo- 
mentous ring. It never came. But 


e The lighter side of the news in our industry 


a few days later, the connection 
was made—as Buchwald was 
taking a morning bath. 

The pilot said weather was 
nice for his transatlantic run, 


and Buchwald replied that his 


water had been just right too. 
History, yes—but Buchwald 
wishes new eras in science would 


be launched outside the privacy 
of his tub. 


A House Divided 


John Komora lives on the first 
floor of a Cleveland home, and 
his married daughter lives on the 
second. But the two are miles 





crawl spaces? 





Royal Flush 


One of the fattest deals in modern plumbing may be 
hatched in France someday. 

Farouk, the ousted king of Egypt who claims he’s down 
to his last millions and needs a job, has been offered em- 
ployment by a plumber who is more angry with the 
ex-King than Premier Nasser is. 

Gene Pietro, who made the offer, angrily told a news- 
paper that he once worked on Farouk’s bathroom and 
didn’t get a tip—and Frenchmen, regardless of their jobs, 
expect a tip from all kings and Americans. 

“I will teach him to work and earn his bread with the 
sweat of his brow!” fumed Pietro. Ah, but will he teach 
Farouk how to get that derriere of his in and out of tight 
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apart on how to heat their re- 
spective homes. 

When contracting for improve- 
ments on their heating systems ’ -_ rine Arena, 800-sq. ft. filtering 
recently, Komora stuck with his = - “ system has 4” manifold with 
old favorite, a hand-fired coal | "ie ; a An : 28 ten-ft. lateral attachments 
furnace. His daughter, however, EE : ss  . a" phe — Sane et. 
switched to automatic heat, as 
have most of the others in the 
neighborhood. 


CresLINE KL Plastic Pipe licked 
the corrosion problem at Ma- 


eFather and daughter engage 
in regular debates on the respec- 
tive merits of their units, but 
Komora, 69, has the undisputed 
clincher: 

“You can’t beat the exercise.” 


Traveling Music 


America’s penchant for seek- FE I 5 “i STO RY eee oy) \ preg 


ing greener pastures is growing —— GAY 
a nice amount of cabbage for the proves superiority of x 


appliance industry. 

The Gas Appliance Manufac- L | N E° K L a LAST | c Pl p t 
turers Assn. says Americans who 
change residences account for 


15 percent of the gas appliance Another reason you can be SURE 
and equipment sales each year. 


When you realize that 35 million when you install CreAuine —s 

Americans changed homes last Salt water corroded metal pipe within weeks at the famous Marine 
year, you can see why these are Arena of Madeira Beach, Florida. So they switched to CresLINE 
moving figures to GAMA. KL, the plastic pipe made of virgin ABS resin that won't corrode. 
Now there’s no danger of failure of the filtering system that pro- 
tects nearly three-quarters of a million dollars’ worth of marine 
life and equipment. 


» Many people who move leave 
behind “built-in” appliances so 
as to travel light. Others buy 
new equipment for a fresh start You probably will never have the chance to install the plumbing 
in their new environment. for a Marine Arena, but you will find countless uses for CresLINE 

Whatever their reasons, the KL in your area. It’s easy to install because it’s light in weight. 


recently-moved American is a And once it’s in, you can forget about it — won't corrode . . . ever. 
prime prospect for the alert ap- 


pliance merchandiser. 


Jet-Age Ice 


Typical Applications with no LINE’ KL 


Bad news for refrigeration 
: Water service lines of all kin ark an leva . 
manufacturers—there’s a new ; if ¥ ds, P d bou ” rd woe 
; ing systems, golf course waterin stems, Sw 
way to make instant ice. y go! d ‘al _ be A wesceassd Ba Tn hi ™ 
° an numerous industrial uses. a 4 
All a householder has to do is . ae ee ee ee 


buy a jet airplane. with CresLINE KL. 


This “technological advance” CALL YOUR WHOLESALER TODAY NSF 
came to light through a year- NOTE TO WHOLESALERS: CresLINE is sold @ approved for 


‘ ‘ ‘ . only th th lewis ‘ hol drinking 
long investigation by various nly through legitimate wholesalers — water use 
never direct to dealers or contractors. Write 


U.S. agencies into the question for prices and full information. PIONEER MEMBER OF 


—who threw the 40-pound hunk 7 
of ice in O. J. Leroy’s farmyard? CRESCENT PLASTICS, INC. pit (=) 
The answer was that a jet Dept. DE-0 EH a, 
plane sprung a leak in its water 955 Diamond Ave. * Evansville 7, Indiana 
line. At high altitude the water ~— 
(Please turn to page 58) its i i is ES = RM reas Oe 
Check 4-057-01 on Reply Card 
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--.compact 
...easily installed 


...fast heat transfer 





Engineers specify the Bryan 
500 Series Boiler with confi- 
dence ... certain of rapid, maxi- 
mum heat transfer with proven 
Bryan Copper Tubes. Compact, 
space saving and completely as- 
sembled, the Bryan 500 installs 


quickly anywhere. 
Bryan Boilers are also avail- 


able with firing rates as low as 
125,000 BTU’s. 


SPECIFICATIONS 





[ | 


| Boiler } — 








7 Gross Output 
Pg gol “— BTUs per Hot Water Steam 
Hour y Hour 


— | BTUs pe 
Hour 


| Firing Rate Net Load Recommendations 
T 
| 


Radiation Radiation 
c Sq. Ft. Sq. Ft. 





| 518 1,500,000 | 1500 1,200,000 900,000 6000 3750 
519 1,750,000 | 1750 1,400,000 1,060,000 7100 4420 
| 522 2,000,000 2000 1,600,000 1,230,000 5130 
vem | 2,250,000 2250 1,800,000 1,400,000 5850 























Bryan Copper Tube boilers are designed 
and built to the requirements of the A.S.M.E. 
Code. Gas-fired models A.G.A. approved. 


For further information, write or phone 


BRYAN STEAM CORP. Peru, Indiana 


Check 4-058-01 on Reply Card 


| Between Ourselves 


(Continued from page 57) 
froze. When the jet descended, 
the ice loosened and bombed 
Leroy. 

The Tocca, Ga. farmer is im- 
pressed with the quick-freeze 
aspects of jets, but he’s rather 
cold toward the idea of ice cubes 


| that size. 


Big-Ticket Business 


He said he was in the bank to 
fix a leaking pipe, but all he 


| tapped was the till. 


It happened in a bank at the 


| Great Lakes Naval Training 


Center near Waukegan, IIL, 
when a young man told the man- 
ager he was a plumber called 


to fix a leak. Since the bank 


did have pipe trouble, the man- 
ager greeted him warmly—until 
the “plumber” drew a_ .38-cal- 
iber revolver instead of a 
wrench. 
The bandit slugged three per- 
sons, escaped with some $9,000 
| in cash, and didn’t even have the 
courtesy to leave an estimate on 
fixing the pipe leak. 


Cambodia Goes in for 
Sweet-Smelling Cooling 
The exotic land of Cambodia 


has shown some good scents in 
handling air conditioning. 
A luxury theater that recently 
installed a Trane unit added a 
| device to waft delicate perfume 
to its audiences through ducts in 


| the walls. 


| The idea is similar to the tech- 
nique in the U.S. called “smell- 


| o-vision,” except there’s no at- 


| tempt to match the odor to action 


| on the screen. 


= The essence used is called “Air 

of Spring,” which is fine for the 
| opening attraction, Disney’s 
| “Sleeping Beauty.” But who 
| knows how people will react to 
| that delicate fragrance while 
| watching current hits like “Sex- 
| pot Goes to College” and “Jack 
| the Ripper”? END 
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In minutes your inquiry arrives at the electronic switching center in Cleve- 
land—heart of Republic’s new, multimillion dollar order entry system. 


GET A QUOTE WITHIN THE HOUR 
FROM YOUR REPUBLIC PIPE DISTRIBUTOR 


It’s a multimillion dollar fact. Your Republic Pipe 
distributor can quote within the hour, confirm with- 
in the day. He’s backed by Republic Steel’s new 
electronic order system that speeds pipe service. 

This is the system that links Republic district 
sales offices to pipe headquarters in Cleveland. 
Your distributor calls a local Republic office and 
is—in effect—on a direct wire to Cleveland. The 
system can speed delivery of sizable orders by 
days, even weeks. 

New products? Your Republic distributor is 


Strong 
Modern 
Dependable 


ELECTRIC WELD «SEAMLESS + BUTT WELD e X-TRU-COAT e LIGHT WALL * PLASTIC PIPE 


Check 4-059-01 on Reply Card 


making room now for a pipe that stops external 
corrosion... at lower overall cost... with less 
time and effort required for installation. You'll 
know it as X-Tru-Coart Plastic-Coated Steel Pipe 
(in 1” through 8” nominal). 


Whatever the specification—ASTM A 120, 
ASTM A 53, ASTM A 106, API 5L, or ASTM 
A 252—call your Republic distributor. With full 
stocks and a delivery system that never stops, 
this man will save you money. He delivers pipe 
as you need it on the job. 


CALL FOR REPUBLIC PIPE 
© 





Top outlet 
upfeed 


Top outlet 
downfeed 


PACKAGED FOR PROFIT 


BeG Hydro-Fid PAK 


Here is a revolutionary selling help for hydronic systems...increases prof- 
its while cutting the cost of this most desirable kind of heating! 

The B&G Hydro-Flo Pak offers distinct and exclusive advantages to 
contractors, builders and wholesalers. It isa neat, pre-engineered ‘“‘package”’ 
of all the auxiliary equipment needed for most residential hot water heat- 
ing systems. 

For contractors the Hydro-Flo Pak cuts boiler piping time from hours to 
minutes—permits control of labor cost because the installing time re- 
quired is accurately known. The Pak features the B&G Airtrol System— 
the only guaranteed method of removing air from a hot water system and 
keeping it out. 

Side outlet For builders, the advantages of B&G Hydro-Flo Forced Hot Water Heat- 


duastond ing are made easier to have because the pre-planned and pre-engineered 
Hydro-Flo Pak has reduced the cost. 


For wholesalers the Pak means more sales, bigger profits on hydronic 
heating systems. It greatly simplifies stocking (two units instead of 6), 
hence lowers handling costs. 


And finally, B&G quality assures customer satisfaction. 





WHAT The 8&G Hydro-Flo Pak consists of a B&G Booster, famous for quiet oper- 

YO ation... guaranteed B&G Airtrol System...choice of B&G Relief Valve 

u or Flo-Control Valve or both...separately packed B&G Compression Tank. 
GET Pipe and fittings are also included, cut to exactly the proper lengths. 














i a c O M PAN Y 
ide outle or 
upfeed Dept. GP-1, Morton Grove, Illinois 
Canadian Licensee: §. A. Armstrong, Lid., 1400 O'Connor Drive, Toronto 16, Ontario 
Check 4-060-01 on Reply Card 


Check 4-061-01 on Reply Card => 
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The biggest 
value in 
valves in 








at less than 
wholesaler cost 





MAIL THIS 


CARD 











Two valve assortments at less than 
wholesaler cost 


Shipped and billed through Hammond 
wholesalers only 


Each valve in new gold individual box 


Product comparisons show that these are the greatest values in 
bronze valves in 50 years . . . incorporating improved design, 
the highest standards of materials and workmanship. 





Golden Value Pak 1 contains 25 Hammond BRITE-KOTE © 
bronze valves in the most popular smaller sizes . . . and Golden 
Value Pak 2 includes 42 valves including rising stem gates and 
larger sizes. The contents of each is shown in the tables below. 
Their prices . . . $49.95 and $99.95 . . . are substantially less than 
the regular cost of these valves to wholesalers when purchased 
other than in the Golden Value Pak assortment. 


Either call your Hammond wholesaler, or mail the card today. 
Send no money . . . You will receive a bill from your local 
Hammond distributor. 


HAMMOND VALVE CORPORATION °25 valves + $49.95 


” 3 ” 
HAMMOND, INDIANA “” % 
3 2 








Please enter our order for 


GOLDEN PAK 1 GOLDEN PAK 2 TR eet 6 4 
for $49.95 for $99.95  eseneememar age 


¢ 42 valves * $99.95 


Ya 





Name 








Company 


Address 


City_ 








No. 609 


Non-rising stem gate, has solid 
wedge disc, recommended for 
heavy-duty service up to 125 
lbs. w.s.p., 200 lbs. w.o.g. May 
be repacked when fully open. 
Complies with Federal Spec. 
No. WW-V-54, Type I, Class A. 


Globe, with swivel-type disc 
holder and renewable composi- 
tion disc for hot and cold water 
service. Rated for 125 lbs. w.s.p., 
200 lbs. w.o.g. Screw over bonnet 
for easy maintenance. 


All valves 
individually 
boxed in 
new gold boxes, 
and with golden 
handwheels 


Non-rising stem gate with con- 
struction features and service 
ratings identical to 609 above, 
but with sweat ends for copper ee a 
tubing applications. Complies ngage 


with Federal Spec. WW-V-54 ble wedge disc in this 
Type I, Class A. . valve insures a positive 


shut-off. 


Rising stem gate, 125 lbs. 
w.s.p., 200 lbs. w.o.g., 


a 
P — 
| » 
7 AMember 


of The Condec Group 
| 





NEW 
Cresham 


K-2875-D, 
enameled iron, 
20 x 18.” 


Convenience and contemporary styling 


build up sales for Eiutt-in avalos 


RADIANT BY KONLER OF KORLER 


K-2910-C, 
enameled iron, 


18” diameter. Big sales getters—and getting bigger, Kohler enameled 
cast-iron lavatories for building-in contribute what to- 
day’s home builders and modernizers want—the latest 

TAHOE in bathroom comfort and attractive arrangements, mod- 

K-2892-F, enam- erately priced. Kohler models provide the utmost in 

eled irom 20/8" quality in a wide range of types and sizes. 

Shown with The Gresham is the industry’s first enameled iron 
omar ig lavatory with angle-mounted fitting. It combines new 
sti ease of cleaning, convenience and distinctive style. The 
Radiant, of graceful, compact, circular design adapts 
readily to limited space. The popular Tahoe is available 
in two sizes; often specified for multiple installation. All 
are of enameled cast-iron with concealed front over- 

flows. Made in six Kohler colors and white. 

Kohler Fittings are All-Brass— consistent in quality 
and design with Kohler Fixtures. Exclusive VALVetT 
units assure smooth, trouble-free performance. 

KoHLer Co. Established 1873 KouHuer, Wis. 


KOHLER or KOHLER © 


ENAMELED IRON AND VITREOUS CHINA PLUMBING FIXTURES «+ ALL-BRASS FITTINGS + ELECTRIC PLANTS «+ AIR-COOLED ENGINES + PRECISION CONTROLS 
Check 4-064-01 on Reply Card 
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If your code requires a lead closet For back-to-back waste lines, fit- 
bend, adapter #1801-2-L makes ting #1835-3-3 lets you install 
the connection with copper tube threaded nipples prior to plas- 
easy. The 3°’ x 3”’ x 4” Tee 

#1811 connects the 4” closet 

waste to the 3” stack. 


Here’s new time-saver—required 
by some codes — #1870. Note 
center line of side inlets is above 
center line of the main 3” inlet. 


Sanitary Tee #1811-2 provides 
fitting-to-fitting connection, elimi- 
nating a short nipple and a 
soldering operation. 


é 


Double long turn T-Y #1836 
eliminates the double Y-branch 
and 45° elbows combination. 


A FEW TYPICAL EXAMPLES OF TIME-SAVING ANA 


THERE IS A “RIGHT” ANACONDA FITTING FOR EVERY CONNECTION. With solder- 
joint fittings, a copper tube drainage system is roughed in quickly and easily—even when the work 
is overhead or in tight quarters. And there are many Anaconda fittings that save you still more time, 
effort and cost because they eliminate the need to assemble several fittings or a combination of fit- 
tings and short nipples. Do you have our Catalog C-12 “Anaconda Copper Tube Fittings and 
Valves’? Every size (from 6” through 12”) and type you need for general plumbing, heating, 
air conditioning and refrigeration is listed for ready reference. Write: Anaconda American Brass 
Co., Waterbury 20, Conn. In Canada: Anaconda American Brass Ltd., New Toronto, Ont. 5000 1 


ANACOND ® COPPER TUBE AND FITTINGS for soil, waste and vent lines 
Available through plumbing wholesalers. Anaconda American Brass Company 


Longer Lengths—Fewer Joints Preassembly—Saves Time Lightweight Copper—Easier Installation Compact Connections—Save Space 


Check 4-065-01 on Reply Card 
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SEEN IN 


CHEVY 4: WHEEL DRIVE = NOW ON 12 MODELS 


PLAC ES They keep showing up in places most trucks can’t get to because it takes 


an awful lot to stop these sure-footed Chevy four-wheel-drive models! Where the job calls 
for the mobility of a mountain goat teamed with the stamina of a mule, you’ll find no finer 
way to get your work done. And for 1961 the Chevrolet 4-wheel drive lineup is a full dozen 
models long. You can pick from a wide selection — one that’s sure to include the best answer 


to your toughest traction-plus requirement! 


Mi Put any one of these 4-wheel drive Chevies 
on any job—then watch it dig in and go! Come 
what may in the way of mud, snow, sand, loose 
gravel, creek bottoms, swampland or freshly 
plowed ground, you can rest assured that the 
extra bite of up to double traction— plus stump- 
jumping road clearance—will get you through 
every time. 

And you'll like the way a Chevy 4x4 rolls down 
the highway in smooth 2-wheel drive, ready to give 
you 4-wheel traction at the flick of a lever, the 
moment you need it. You’ll appreciate the no-clutch 


shifting ease of the transfer case (whether moving 
or standing still) and the extra versatility that’s 
yours with a choice of 4-wheel direct or underdrive. 

If you prefer the extra snap of spirited V8 power, 
it’s yours at nominal extra cost in any model. Also 
available at extra cost are heavy-duty 3-speed and 
4-speed transmissions and a wide choice of traction 
tires. You can tailor your Chevy 4 x 4 to fit your 
needs exactly. Get the full details and turn your 
traction problems over to Chevy—the traction 
champ of them all! ... Chevrolet Division of General 
Motors, Detroit 2, Michigan. 
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Model 
K1434 
K1534 
K2534 


Max. 
Load 
1400 Ib. 
1300 Ib 
2950 Ib. 


Body 
Length 


6%’ 


Max 
Load 
1450 Ib. 
1350 Ib. 
3050 Ib. 


Body 
Length 


6%’ 
3 
3 


Model 
K1403 
K1503 
K2503 


Max 
Load 
1900 Ib. 
1850 Ib. 
3500 Ib. 


Max. 
Load 


1300 Ib. 


Body Type 
7%’ Panel 


1000 Ib. Carryall (panel type rear doors) 


1000 Ib. 


Carryall (tailgate and liftgate) 











PLEASE SEND COMPLETE Name 
INFORMATION ON THE 
CHEVROLET 4-WHEEL 
DRIVE LINEUP TO: 


—— Fill out and mail coupon to: 
Commercial and Truck Dept. 
Chevrolet Motor Division 
Address — — General Motors Corporation 
City Detroit 2, Michigan 


Company No. of trucks owned 


3 


1961 CHEVROLET STURDI-BILT TRUCKS <2Qugetaar 


Check 4-067-01 on Reply Card 
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Architect: 
« C. E. Selling & Associates 
Associate Architect: : 
+ Sehintidt, Garden & Erikson 
ae ngineer - 
oa ‘ ¢ ‘Byers, Urban, Kiug & Pittinger 
an Piumbing Contractor: 
z « Wm. H, Singleton Co. 





Steel pipe will sustain essential services for 
generations in this center of healing arts 


Here—in the West Virginia University Medical Center at 
Morgantown, W. Va.—hospital and research facilities are com- 
bined into one efficient, complex of inter-related buildings. Wisely 
the people of the state are providing for the health of its residents 
and are contributing to the nation’s overall program for combat- 
ting and preventing diseases of body and mind. 

Steel pipe does much to help make this outstanding Medical 
Center modern, comfortable and efficient. Steel pipe provides 
water, heating, refrigeration and fire protection systems; vents 
and drains away waste—in short, delivers the everyday essen- 
tials. Rigid steel conduit carries electrical and communications 
wiring. And steel pipe and rigid steel conduit will continue to 
deliver these services for many generations to come. 

Yes, steel pipe is dependable and durable. It’s formable, weld- 
able and suitable. And it’s low in cost. In fact, for carrying fluids, 
snow melting, radiant and conventional heating, refrigeration, 
vent and drainage lines and many other applications—steel pipe 
is the most widely used pipe in the world. 
salaead seueube te beoee contin wren eels ome nen COM 2 
nook and cranny where these services are needed. M ITT E E OF ST E E L PI P E PRO D UC ER S 

150 East Forty-Second Street, New York 17, New York 


— 


— at 
| 


F Low cost with durability e Threads smoothly, cleanly MADE IN 
STEEL PI PE IS Strength unexcelled for safety e Sound joints, welded or coupled | ist Steel P 
FI RST CHOICE Formable—bends readily e Grades, finishes for all purposes nsist on Usa) eel Fipe | 
Weldable—easily, strongly e Available everywhere from stock 


Check 4-068-01 on Reply Card 
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| to ALL AERMOTOR DEALERS= 
EXTERIOR PUMP PARTS: 


FIRST SUBMERSIBLE EVER WITH Sb 
OF - TOUGH, 1, HARD, CORROS |ON-RESISTANT PLASTIC. 





+—— 








NEW AERMOTOR R MODEL "S" OFFERS HIGHER CAPACITY, 


| QUIETER OPERATION, LONGER “LIFE, LOWER R COST. 








Dramatic new design! Unheard of serviceability! Best 
performance ever! Maximum gallons of water at minimum 
number of dollars! That’s the Aermotor Model “S” Sub- 
mersible . . . 18 reliable models as up-to-date as to- 
morrow’s Racing Form. 


Bowl-diffusers are molded of DuPont's amazing “Delrin.” 
Impellers feature Borg-Warner’s high impact strength 
“Cycolac.” Here’s real combined superiority to brass in 
terms of abrasion-resistance, corrosion-resistance, fatigue 
endurance, reduction in weight and increased efficiency. 
It’s a breeze to service. Take an ordinary screwdriver and 
an adjustable wrench. That's all you’ll need to completely 
dismantle the entire pump. 


Aermotor submersibles are powered by a water-lubricated 
and water-cooled motor—™% through 5 HP. 3-wire cable 
easily installs in seconds. 


The Model “S” boasts a top capacity of 1900 GPH. It 
will provide excellent service to depths in excess of 600 
feet. Why not join the dealers whose cash registers are 
already jingling over the new Aermotor submersible? 


AERMOTOR, INCORPORATED 


Sales Subsidiary 
AERMOTOR DIVISION OF NAUTEC CORPORATION 
2500 W. ROOSEVELT ROAD © CHICAGO 8, ILLINOIS © DEPT. pE-4 


Amarillo - Cordele, Ga. - Dallas - Des Moines - Harrisburg - Kansas City - Minneapolis - 


Check 4-069-01 on Reply Card 
Domestic ENGINEERING, APRIL 1961 


Omaha 





A, 


Continued Mr. O’Connor, ‘“The kind of homes you 
build is the kind of reputation you build. We have 
a reputation for building quality homes and we want 
to maintain that reputation. So, naturally, when we 
planned Bonwin Acres, we insisted that the plumbing 
and heating lines be of the best material . . . that 
means copper. In fact, these homes are equipped 
with 100% copper, from the service lines into the 
houses to the drainage and waste lines as well as the 
vent stacks. It’s been our experience that with that 
kind of a set-up maintenance worries are over. The 
prospective home owner never questions the plumb- 
ing if he or she sees that copper has been used.”’ 
Now let’s hear what Mr. Kirsch has to say from the 
plumbing contractor's point of view. “When we 
work with copper, we have many things to our 


advantage. First of all, copper water tube is easy to 


easier and less costly 
to install than 


rustable materials," 


says John L. Kirsch, President 
% H.C. MAPES CORPORATION , 
‘ Buffalo, N. Y. 


prefabricate in the shop or on the jobsite. It is quickly 
and easily soldered without worry about leaky joints. 
DWYV lines can be set right into the regular 2” x 4” 
studding without any extra furring out, are much, 
much lighter than conventional drainage material 
and do not require caulking. And, I’ve never known 
copper drainage or waste lines to clog, so that does 
away with expensive call-backs. Finally, copper gives 
you all these advantages for the same money as 


rustable materials.’’ 


Engineers, contractors, home builders and architects 
have also found that copper water tube is equally 
important for use in air conditioning lines, radiant 
panel heating, oil burner and processing lines. It’s 
also important that you specify a particular brand 


.. . Revere, the oldest name in copper. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


Executive Offices: 230 Park Avenue, New York 17,N. Y. 
Sales Offices in Principal Cities, Mills: Rome, N. Y.; Baltimore, Md.; Chicago ana 
Clinton, Ill.; Detroit, Mich.; Los Angeles, Riverside and Santa Ana, Calif.; Neu 
Bedford and Plymouth, Mass.; Brooklyn, N. Y.; Newport, Ark.; Ft. Calhoun, Neb. 


Distributors Everywhere. 


Check 4-070-01 on Reply Card 
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"Copper 
is the mark of 
a quality installation 
»-. makes homes 


easier to sell," 


says H. C. O'Connor, President 
BONWIN ACRES 
Youngstown, N. Y. 


| re 
a Oa 


* 
sa a Te ty i * 


SECTION OF THE 110-HOME DEVELOPMENT AT Youngstown. Architects: MAKING JOINTS IS A CINCH when you use Revere Copper Water Tube. 


SHACKLETON & FITZGERALD, Niagara Falls, N. Y. General Contractor: Note how vent stack fits into standard 2” x 4” studding, and how easy it is to 
FRANK J. BALCERZAK & SON, INC., Medina, N. Y. work in tight places. 


cae 


THERE’S NOTHING NEATER THAN an all-copper job. 33,260 feet of 
Revere Copper Water Tube, in sizes from 2" to 3", were used for DWV, 
water service, plumbing and heating lines. 


HERE YOU SEE FURNACE HOOK-UP using Revere Copper Water Tube, 
which was furnished by Revere Distributors, WARD BROTHERS, Lockport, N. Y. 
and COMMERCIAL PIPE COMPANY, Buffalo, N. Y. 

Check 4-070-01 on Reply Card 
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Is prestige important? Yes, says a successful p-h 
contractor—and he tells how to acquire it 


“PRESTIGE is priceless. 

“Like its symbols, the statue in 
the park or the trophy on the 
mantel, it can’t be bought with 
money alone. It’s an indication 
of accomplishment; so it’s got to 
be won with effort. 

“Undoubtedly, you’ ve been 
concerned all your business life 
with your reputation as a con- 
tractor or wholesaler. But have 
you consciously made an effort 
to gain prestige in your commu- 
nity—not only as a reliable busi- 
nessman but as a person, a note- 
worthy citizen? 

“Your status as a pillar of your 
community can be not only a 
matter of personal pride but also 
of business profit.” 


#The man we've been quoting 
is a long-established p-h contrac- 
tor who says he learned the 
value of prestige “the hard way.” 

So let’s take a look at this 
subject through his eyes. He lists 
these factors as making import- 
ant contributions to a business- 
man’s personal reputation: 

Have pride in your business. 
The man who looks at his work 
only as a means of making 
money acquires little respect for 
his business from others. 

Take an active interest in the 
other fellow. An extra five min- 


utes spent in showing honest in- 
terest in the other man and his 
personal problems will eventual- 
ly bring a big return in his 
friendship. 

Acquire the art of demonstrat- 
ing authority in speech. Many 
big business executives and 
great statesmen succeeded be- 
cause they had the ability to im- 
press others with what they said 
and how they said it. 


» Naturally, while you want to 
be listened to with respect, you 
don’t want to be overbearing. So 
cultivate a sureness of manner 
that is not in any way offensive. 

Promises are made to be kept. 


Nothing will damage your pres- 
tige more than the failure to 
live up to a promise, whether it 
be trivial or important. Before 
making a promise to do any- 
thing, in business or otherwise, 
make certain that you can fulfill 
the obligation. 

Pick a few favorite social or 
charitable activities and give 
them all you’ve got. This may 
be fund-raising for cancer re- 
search or a local boys’ club or 
membership in a businessmen’s 
luncheon club. 

Avoid the mistake of getting 
involved in too many projects 
or you're liable to find you don’t 

(Please turn to page 80) 

















“Like a trophy won for athletic prowess or some other outstand- 
ing activity, your good reputation is gained by deliberate effort 


and hard work,” 


says an old-time contractor. 


“But the results 


are worth if in great personal satisfaction as well as profits.” 
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wuS!t OFF THE PRESS... 


.. . THE MOST COMPLETE AND COMPREHENSIVE 
CATALOG OF PLUMBING & HEATING SUPPLIES EVER 
PUBLISHED — AND’ IT IS YOURS FOR THE ASKING. 


You see illustrated here just a few of the 180 pages of this all 
new catalog, which shows complete lines of: Heating Supplies, 
Brass Goods, Enamelware and Plumbing Specialties. 


This catalog is ready and waiting for you... just drop us a line or 
give us a call. There is no obligation .: . but do it NOW! 


ELITE SALES CORPORATION 
1051 Irving Avenue, Brooklyn 27, N.Y. e HYacinth 7-2200 


Manufacturers and Distributors 
Plumbing & Heating Supplies, Brass Goods and Specialties 


——_ > a 
Check 4-074-01 on Reply Card 
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Whatever you need for dishwasher sales... 


there’s more for you in hhitchenAid . 


models and finishes for every kitchen...every budget 


New KitchenAid dishwashers have all these features: 





Push-button selection. ‘‘Rinse and Hold” 

i i . ‘Full Cycie”’ 

Exclusive, big, blue, lifetime wash arm scrubs while others THE SUPERBA oom oa nose cea iat a dry. 

spray or shower. “ “Utility and Utensil"’ for special treatment 

VariCycle of pots and pans. Dual Detergent Cup and 

SERIES Rinsing Agent Dispenser. The top of the 
& line for ‘‘tops in profits." 


Flo-Thru drying... sanitized hot air, gently fan-circulated 
to dry dishes perfectly. 


Dual Filter Guards assure clean wash-and-rinse water. 


King-size capacity! Superba and Imperial series hold 12 FREE-STANDING : BUILT-IN ; 
NEMA place settings. Custom Series take full service for at 
ten. All series have load-as-you-like racks. : . 

= wee 


Wide choice of finishes. New beauty. Vari-Front panels 
for Superba and Imperial series include wood, stainless 
steel, antique copper, wood hue copper tone, gleaming 
white, or can be finished locally to match decor. 


Pump or gravity drain models available in all series. 


THE IMPERIAL SERIES 


Single push-button control of the exclusive KitchenAid com- 
plete wash-and-dry action. Dual Detergent Cup and optional 
Rinsing Agent Dispenser. Interchangeable Vari-Fronts sim- 
plify inventory. Feature-packed for the middie market. 


BUILT-IN “ vege”. seen COMBINATION CONVERTIBLE-PORTABLE FREE-STANDING 


THE CUSTOM SERIES THE KitchenAid 


All-porcelain interior. Solid unit construction. Fin- / PORTABLE 
ishes include stainless steel, antique copper, wood { 

hue copper tone and gleaming white. Traditional ' 

KitchenAid quality and verletdanin, aun economy. q f . \ Where ehanawen of 

installation cost and 

. . lack of space are prime 

BUILT-IN FREE-STANDING ¢ a es Py iy" CONNECTIONS, See 

, j iz with this superior port- 

; iki ft able that is unmistak- 

© - ine. | ’ y ably KitchenAid in 

ap : ; quality. Porcelain in- 

' side and out. Capacity 

for ten place settings. 





A model for every kitchen...every budget 
KitchenAid Home Dishwasher Division, The Hobart Manufacturing Co., Dept. KDE, Troy, Ohio. In Canada: 175 George Street, Toronto 2 
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to plumbing -heating- 
cooling contractors 
with a diversity 

of interests: 


ARCH H. DELANCEY, Sales Manager 
T. D. GUSTAFSON PLUMBING & HEATING CO. 
MINNEAPOLIS 
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one idea in one issue 
paid big dividends to this 
Domestic Engineering reader... 


...with DE, idea-contribution 
is a full-time pursuit, 


benefiting an industry 


a DE feature story on repiping caught the eye of 

Arch DeLancey, Sales Manager of T.D. Gustafson There's Profit 
Plumbing & Heating Co., Minneapolis. He sold In Replacing 
management on building up this segment of their Old Piping 
business with a newspaper and direct mail campaign. ee 


Success! Gustafson’s repiping business more than 
tripled. Even more important, repiping jobs led 
to many bigger, more profitable remodeling jobs, 
expanding total business volume. 


“Just one more good idea from DE,” as Arch puts it. 
““We’ve gleaned numerous such ideas from Domestic 
Engineering and have put them to use. We expect to 
get many more and look forward to every issue.” 
With inspiration from Domestic Engineering, idea- 
minded p-h-c contractors are improving their profit 
picture, upgrading their business. Many of them 

tell us that DE plays a significant role in their 
success . . . thanks to its “idea atmosphere.” 


Little wonder why these DE readers reserve a choice 
spot in their minds for the p-h-c publication that’s 
so strong on ideas. Little wonder, too, why 3 out 

of 4 advertisers to these contractors choose DE 

to get their product messages read. 


CONSULT YOUR ADVERTISING AGENCY 


OMESTIC © @ 


the idea book for idea-minded contractors 


NGINEERING 


1801 PRAIRIE AVENUE, CHICAGO 16, ILLINOIS 
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THE NEWEST REASON TO MAKE 
YOUR NEXT 2-TONNER A FORD 


BIG SIX 


62 in: TRUCK 























Foro pusion, Sard Nolor Company, New two-ton toughness! New stronger frame... huskier cab... rugged 
truck suspension that can give up to twice the tire life of other types! 
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Now, the rugged simplicity of a big 262-cubic-inch Six is 
combined with the dependability of heavy-duty, exclusive- 
truck engine design. In a grueling 40,000-mile test of reli- 
ability, Ford’s new Big Six was pitted against its principal 
competitor in the 2-ton field. Result: Ford’s new engine 
required fewer service adjustments. This means less time in 
the shop . . . more time on the job. 


The new Big Six is one of four engine choices in Ford 
two-tonners for ’61—including America’s most popular truck 
V-8’s. See your Ford Dealer. He will be glad to help you 
select the best engine for your job. 


You save from the start with Ford’s traditionally low 
prices! And your savings continue with lower operating 
and maintenance costs. These facts are documented by 
certified test reports from America’s foremost inde- 
pendent automotive research firm. Ask to see these 
reports. They’re on file at your Ford Dealer’s. 


In addition to these actual dollar-and-cents savings, 
the following bonus benefits provide greater protection 
against those annoying problems that are often asso- 
ciated with truck ownership. 


1. Rigid quality controls give you the strongest safeguard 
of truck quality ever. One tangible result of these new 
and uniformly high standards is Ford’s liberal new 
warranty program. Other results: extended durability 
and performance, lower operating costs. 


2. 12,000-mile warranty (or 12 months) on all 1961 
Ford Trucks of any size. Each part, except tires and 
tubes, is now warranted by your dealer against defects 
in material or workmanship for 12 months or 12,000 
miles, whichever comes first. The warranty does not 
apply, of course, to normal maintenance service or to 
the replacement in normal maintenance of parts such 
as filters, spark plugs and ignition points. 

3. Exclusive 100,000-mile warranty (or 24 months) on 
401-, 477- and 534-cu. in. Super Duty V-8 engines. 
Each major engine part (including block, heads, crank- 
shaft, valves, pistons, rings), when engine is used in 
normal service, is warranted by your dealer against 


its 
BUSINESS WITH FORD! 


defects in material or workmanship for 100,000 miles 
or 24 months, whichever comes first. Warranty covers 
full cost of replacement parts . . . full labor costs for 
first year or 50,000 miles, sliding percentage scale 
thereafter. 


4, Special fleet financing, available for owners of two 
or more trucks, provides the opportunity to precisely 
tailor payments to your income patterns or depreciation 
schedules. Let your Ford Dealer explain how this fleet 
truck finance plan offers substantial savings and frees 
your working capital. 


5. 36 district offices staffed with sales engineers and 
service specialists are on call for special truck problems. 
Working with both dealers and customers, these ex- 
perienced truck men represent another extra step Ford 
takes to provide your continued satisfaction. 


6. Replacement parts depots at 26 strategic locations 
across the country quickly supply needed parts from 
ample stocks. Ford’s entire supply system is geared to 
give you faster service and reduce costly downtime... . 
wherever you are. 


7. 6,800 Ford Dealers, including 273 specialized Heavy 
Duty truck dealers, can keep your trucks ready to go 
wherever they go. From coast to coast, fast Ford 
service—gas and Diesel—is always close at hand. 
From Super Economy pickups to Diesel-powered 
tractors, you can now fill every truck need up to 76,800 
pounds GCW with a modern, money-saving Ford Truck. 


FORD ii 
TRUCKS Hs 
COST LESS 


SEE YOUR FORD DEALER’S “CERTIFIED ECONOMY BOOK” FOR PROOF! 
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idea File 


(Continued from page 72) 
have enough time to make your 
contribution noteworthy enough 
to be recognized. Don’t dilute 
your time and efforts. 

Keep your firm looking suc- 
cessful. Every time a consumer 
walks into your showroom, his 
impression of its physical ap- 
pearance influences his opinion 
of you. Its neatness, its fixtures 
and displays and the air of suc- 
cess it presents gives the con- 
sumer a sense of pride in having 
picked you as the man with 
whom to do business. 


s Personal appearance should 
be neat and dignified. The con- 
tractor who dresses in a sloppy 
manner or greets customers with 
a soggy cigar draped from a cor- 
ner of his mouth cannot com- 
mand respect. 

Blow your top only in privacy. 
We all have to let off steam from 
time to time. The place to do it, 
however, is never in public. 


Be a good citizen by partici- 
pating in civic affairs. No doubt 
there’s more relaxation in 
watching the latest tv thriller 
than in attending a PTA meet- 
ing or one called to discuss a 
bond issue, but a greater reward 
will come from the latter. Once 
you’ve entered such activities, 
you'll find they have a way of 
yielding much personal satisfac- 
tion as well as the respect of 
your fellow citizens. 

Put ethics before dollars. In 
these cynical times, it has be- 
come the fashion in some quar- 
ters to think first, last and al- 
ways of the profit to be made. 
Success can come from profits 
unethically gained, but it’s like- 
ly to be shortlived. Enduring 
success and prestige can come 
just as easily by adherence to 
ethical practices. 


# Contractors who have attained 
both business success and com- 


munity status say this is not 























“preaching”—just plain business 
sense. 

Be careful of the friends you 
keep. It may be unfair, but in 
most instances society tends to 
judge you by the people with 
whom you associate. 

Gain the respect of employees. 
A contractor can adhere to every 
rule in the book, but it will avail 
him little if the people who work 
in his firm have no respect or ad- 
miration for him and don’t speak 


well of him behind his back. 


a Wear success well. None of us 
begrudge a man’s success until 
he starts flaunting it in our faces. 
“More men are broken by their 
inability to handle their first suc- 
cess,’ says our contractor-con- 
sultant, “than by most other fac- 
tors. Sometimes, in short, it’s a 
good idea to put the small car 
before the Cadillac even though 
you're ready for the latter finan- 
cially.” 

Be a prestige “sponge.” Look 
to the men who are leaders in 
your community. Study them 
and find out how they attained 
leadership and prestige. Then 
absorb the parts of their success 
story that are adaptable to your 
own personality. 


s “These rules may sound sim- 
ple,” says our contractor friend. 
“But don’t be fooled. In applica- 
tion, they’re not. Building pres- 
tige is as difficult as building 
business success. You won’t be- 
come an outstanding citizen of 
your community overnight any- 
more than your business can be- 
come a success on a single idea.” 


= He adds: “Some of the routes 
to prestige I learned in my 20’s, 
but most of them were acquired 
in my late 30’s and early 40’s 
after I had sense enough to learn 








how important they are. And 
some I’m still learning today in 
my 60's.” 


“You have what is called in the parlance 
of our trade, ‘one helluva leak!’ ”’ 


END 
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EW: 


Dial Thermometers 


Designed expressly for 
Piping and duct work 


One careful look at this new line of Marsh instru- 
ments will convince you that we have put into them 
everything that has been so long and widely needed 
in dial thermometers for piping and duct work .. . 
thermometers for use on heating and cooling equip- 
ment — for piping, air ducts, vessels and kilns, ovens 
and similar installations. 


THE LINE IS COMPLETE. Four types, 7 
ranges . . . 72 combinations to meet almost every 
conceivable condition as listed on the reverse side 
of this page. All have basic features that are found 
only in the Marsh line: 


FAR MORE READABLE. Big, legible 3%” and 
44%" dials. . . easy to see in places where piping 
and duct thermometers must be located. An even 
greater contribution to ease of reading is the 
provision for tilting and turning dials to any 





required angle of vision as diagrammed here 
and on the following page. No more climbing 
ladders or using flashlights to read obscure 
glass tube thermometers. And note that the 
line includes distant reading types that bring 
the dial into view even if the point of measure- 





Tilt or turn 
to any angle 
‘ 








ment is completely out of range. 


UNBREAKABLE. Instead of the fragile glass 
tube thermometers customarily used for piping and 
duct work you now have the sturdy, unbreakable 
Marsh Dial Thermometer . . . long recognized as the 
best; now still more highly perfected. 


MORE ACCURATE. Guaranteed accurate to 
plus or minus one division of the big open scale, 
these instruments have far greater readable accuracy 
than any glass tube thermometer. They also have 
the famous Marsh “‘Recalibrator’’—to keep them 
accurate. 


MORE ADAPTABLE. Your needs “designed” 
these instruments! Notice in the specifications on 
the following page how their design provides for 
every field condition. Separable sockets (‘‘wells’’), 
along with swivel nut for attachment of thermom- 
eter to socket, makes them easy to install—or to 
disconnect for servicing. Extension necks take care 
of insulated piping or ducts. Long stems in duct 
types place temperature-sensitive section where it 
should be for accurate indication. 


To know the full scope of this new Marsh line read 
the specifications on the reverse side of this page. 
Every instrument in the line is— 


Available from stock 
Write for Bulletin PD 


.... Specifications on reverse side 


For piping 
Dial 
Sizes: 3%" and 4%”. 
Ranges: 0° to 100° F for chilled 
water. 
20° to 120° F for con- 
denser water. 
40° to 240° F and 100° 
to 300° F for hot water 
and domestic water. 
¥%," NPT male connection. 


For ducts 

Dial 

Sizes: 3%” and 4%”. 

Ranges: minus 40° to plus 120° 
F; 0° to 160° F; 0°— 
220° F for ducts, kilns, 
ovens and_ similar 
jobs. 





FAHRENHE) 7 


e 
A88 P Mars, 
~ Corporation 


aA08 mute 


See reverse side for listing of 
sockets, flanges and stems. 





Also remote reading 


Piping and duct thermom- 
eters of same basic design 
are available with six feet of 
capillary tubing as shown. 


See reverse side for listing of <i» 





sockets, stems, ranges, etc. 





specifications OF MARSH PIPING AND DUCT THERMOMETERS 


(read complete description on preceding page) 


PIPING THERMOMETERS 


Piping thermometers are the Vapor Tension type which permits wide divisions in the 
important reading area (see cuts). They are standard with Marsh ‘‘Recalibrator." Both 
direct mounting and remote reading types, as illustrated here, are standard as follows: 


Two sizes: 
3%” and 41%" dial size. 
Four ranges: 
0° to 100° F for chilled water. 
20° to 120° F for condenser 
water. 
40° to 240° F for hot water 
heating and domestic hot 
water. 
100° to 300° F for hot water 
heating and domestic hot 
water. 





Connection 
¥Y”" NPT male. 


Three standard separable sockets for 
any thermometer in any range (see dimen- 
sions in drawing). Additional sockets may 
be purchased. Diagrams show how ther- 
mometers may be tilted and rotated. 


REMOTE READING 














Two sizes: 





Three ranges: 








Two extension necks 
and stem lengths 




















DIRECT MOUNTING REMOTE READING 


GAUGES « THERMOMETERS « VALVES 
: MARSH INSTRUMENT COMPANY, Skokie, Ill. 
Division of Colorado Oil and Gas Corporation 
Marsh Instrument & Valve Co., (Canada) Ltd., 8407 103rd St., Edmonton, Alberta, Canada 
Houston Branch Plant, 1121 Rothwell St., Sect. 15, Houston, Texas 
Eastern Seaboard Warehouse: Marsh Instrumen t Company, 1209 Anderson Ave., Fort Lee, N.d 











Here’s a new job referral service 
for contractors... 


How to Get Your Name on 
the ‘Contractors Available’ 
List of Specifying Engineers 


IF YOU’RE A CONTRACTOR who’s active or would like to become more 
active in “big job” work, you'll be interested in a Job Referral Service in- 
augurated last month by Domestic ENGINEERING. 

Basically, it’s a service under which mechanical contractors—without cost 
—get their names on a list that will be made available to engineers who are 
awarding jobs and looking for contractors in specific trading areas. 

We believe this service is important, even necessary, today. Here’s why. 


Big jobs gain as patterns of construction are changing 


The old horizons of construction have changed. Less than a generation ago, 
small buildings—residential and otherwise—comprised the bulk of their 
work for most plumbing and heating contractors. This isn’t as true today, as 
more and more contractors increase their activity in schools, apartment 
houses, factories, shopping centers and other non-residential buildings. 

The shifting pattern of the last 15 years has seen a doubling and re- 
doubling of medium and large buildings—with increasingly complex plumb- 
ing, heating, air conditioning, refrigeration and other piping requirements. 

This increased complexity has naturally put greater demands on the train- 
ing, ingenuity, inherent ability and facilities of the mechanical contractor. 
But the shift in construction patterns also points to major changes in the way 
jobs are awarded. 


Contractors, engineers need more knowledge of each other 


Formerly, the bulk of construction business was handled by architects, 
engineers, general contractors and mechanical contractors who were local— 
or nearly so—to the areas in which the jobs were being done. This also isn’t 
true anymore. The industry has become more mobile and in some respects 
more specialized. Today, an architect or owner in Utah may call on an 
engineering firm in Dallas or Philadelphia for specifications and drawings. 
An engineer in New Jersey may call on a mechanical contractor in Detroit 
if he knows the contractor is highly competent and experienced in piping— 
and a piping man is what he’s looking for. 

So in this new situation, the industry needs a way for contractors, engi- 
neers and others to learn more about each other’s job needs, qualifications 
and availability. DE’s Job Referral Service is our answer to that need. We 
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How to Get on the 


“Contractors Available’ List 





(Continued from page 83) 

hope you'll avail yourself of it. 

The Job Referral Service was 
set up in cooperation with DE’s 
sister publication, ACTUAL SPEcI- 
FYING ENGINEER, the magazine 
authority for engineers who 
specify materials and equipment. 


sHere’s what the service con- 
sists of: 

1. Free listings of contractors 
who are qualified 
phases of 


in various 
mechanical work. 
These lists will outline their spe- 
cialties, the scope and relative 
size of their business operations, 
their experience, the nature and 
size of recent jobs and the geo- 
graphic range over which they 
can and wish to accept jobs. 

2. Free listings of engineers all 
over the country, for the benefit 
of contractors who wish to con- 
tact them for bidding data. 

Both of these lists will be 


maintained and kept current by 
the Job Referral Service of Do- 
MESTIC ENGINEERING and ACTUAL 
SPECIFYING ENGINEER. 

The names and other pertinent 
data on both lists will be avail- 
able without charge, by mail or 
telephone, to mechanical con- 
tractors, engineers and others 
who need such information. 

In addition, names of contrac- 
tors will be published periodical- 
ly in ActuaL SpecIFYING ENGI- 
NEER. The first such listing ap- 
peared in its February issue. 


» Compiling such lists is a major 
undertaking. As a start, our 
sister publication contacted its 
engineer subscribers to ask them 
what mechanical contractors 
they already work with. DE then 
sent questionnaires to these con- 
tractors, for more complete in- 
formation. As a result, several 
hundred mechanical contractors 


I'm Interested In Your Job Referral Service 


Please send me the two-page questionnaire (facing page) on Do- 
MESTIC ENGINEERING’S contractor-engineer job referral service. 

I want to submit the necessary information about my company to 
make it eligible for the list made available to engineers who are 
awarding jobs and looking for contractors in specific geographical 
areas. I understand there is no charge or obligation for this service. 


Name 


from this source already are cat- 
alogued in the service. 

But engineers know only those 
contractors with whom they’ve 
already worked. So to make the 
list more complete, we’re pub- 
lishing a coupon on this page, for 
the use of contractors who want 
to be listed and who have not yet 
been contacted by us. 


ulf you’re interested, fill in the 
coupon and mail it to us. Upon 
receipt of the coupon, we'll send 
you a brief but succinct ques- 
tionnaire to fill out. This ques- 
tionnaire also is reproduced. 

In addition to the reasons al- 
ready given for starting this Job 
Referral Service, there’s one 
more—the emergence of the pro- 
fessional engineer as an impor- 
tant controlling factor in the 
drawing up and awarding of con- 
tracts in the mushrooming me- 
dium-to-large building field. 


Title 





Company Name 





Address 





City and State 





Mail to Job Referral Service, Domestic ENGINEERING, 1801 Prairie 
Ave., Chicago 16. 
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This emergence has become 
necessary because mechanical 
installations have become too 
complex and time-consuming for 
the architect, whose primary 
function, after all, is in creating 
and developing the spatial and 
esthetic relationships in 
struction. 

Along with this growth of the 
engineer’s influence has come a 
new interest in the separation of 
contracts for mechanical work in 
large buildings. Many engineers 
are pressing for this type of 
awarding procedure as neces- 
sary to the efficient selection of 
mechanical contractors. 

All this means that it’s impor- 
tant not only for the engineer to 
know the mechanical contractor 
better as a factor in new con- 
struction, but for the contractor 
to know the engineer better. 


con- 


«Last month, DE announced a 
series of profit issues, scheduled 
for June, July and August—a 
series in which ways that con- 


SPECIFYING ENGINEER 


TOR* ENGINEER 


JOB REFERRAL SERVICE 


CONTRAC 


Street Address —— 


city ————— 


2. 
ranch office addresses, i OY 


3. ° 
Contracting experience (please check 
ati ene aE 
eatin 
= — Oe ee 
Prumbing. Pipne. Electrical 
w —_ 


Power Pants ——— 


Other eS. 
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tractors can increase their profits 
will be studied. This series (and 
subsequent issues) will include 
an analysis of the contractor-en- 
gineer relationship in all its 
phases, and explore how a prop- 
er development of that relation- 
ship can mean not only more jobs 
but more jobs at a higher profit. 


s What is the specific role of the 
engineer in selecting the me- 
chanical contractor for a job? On 
what basis is the selection made? 
How can the contractor demon- 
strate his capabilities to engi- 
neers and other awarding au- 
thorities? How can he influence 
the engineer’s specifications and 
choice of quality products over 
cheaper ones? 

These are among the impor- 
tant and timely subjects that will 
be explored. Others include the 
following: 

How can the contractor enlist 
the aid of engineers in promoting 
the separation of contracts? How 
can he work with the engineer in 


Please Hist below, © velection ot the larpent or 


setting up job awarding pro- 
cedures that will eliminate bid 
shopping—thereby taking a firm 
step toward the elimination of 
cutting corners on quality and 
the attendant price deterioration 
that prevails in new work today? 

In addition, we’ll explore such 
important subjects as the proper 
reading of specifications, how to 
keep down the costs of preparing 
complicated bids, what hidden 
elements such as “murder 
clauses” to look for. 


«So if you’re interested in get- 
ting more big jobs at better profit 
margins, we hope you'll follow 
this new series. It, along with 
our Job Referral Service, is just 
one phase of our contribution to 
the “Be a Leader in the Profit 
Upswing” campaign that we 
hope you'll all join. Many of you 
already have signed pledges in- 
dicating your participation and 
support. We hope many more of 
you will. For more on that cam- 


paign, turn to page 96. END 
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What Happens 
When a P-H 
Contractor Sells “TI wAs ON Tv this morning,” began the Nashville, 


Tenn. contractor with smug satisfaction. 


© ‘“ ; ° ° ” bis ‘ 
His Shop, Tu rns That’s nothing special,” rejoined his arch com- 


petitor. “I’m going to be televised tonight.” 
> This remarkable conversation was not the evi- 
Wholesaler “ dence of thespian prominence among the plumbing 
and heating contractors in Tennessee’s capital city. 
It was instead just a standard sign that the two 
contractors are members of an unusual contractor- 


wholesaler promotional team. 


JUST A COUPLE of years ago, Ernest Buchi 


was one of: Nashville, Tenn.’s best-known = The sales partnership between the contractors 
p-h contractors. He sold his contracting busi- 


nid ts 306K dak webit tete whdlanliea, and the wholesaler—Ernest Buchi’s Tennessee 
now operates Tennessee Pipe & Supply Co. Pipe & Supply Corp. (Tepsco)— is “southern 
comfort close.” So close, in fact, that it rears up 
the hoary head of an industry-old problem: How 
closely can wholesaler and contractor cooperate 
without compromising the traditional role as- 
signed to each in the industry’s distribution 
pattern? 

Wholesaler Ernie Buchi says he and his con- 
tractor-customers have reached the happy middle 
ground between isolation and compromise. 

For over a year now, he’s been experimenting 
with a cooperative advertising and “franchised 
dealer” program that accepts and involves the 
contractor as a full and active partner. 


= The franchised dealer program presents the con- 
tractor as a top-notch businessman and _ tech- 
nician. Its titlh—Modern Home Comfort—and its 
identifying trademark decal emphasize home mod- 
ernization work. MHC is calculated to win this 
lucrative market away from the p-h industry’s 
competition. It does so, says Buchi, “by serving 
the contractor’s need for a larger advertising and 
promotional effort than he can financially handle 
by himself.” 

As a former contractor, Buchi knows full well 


° As a former plumbing contractor, 


problems of the retail 


dealer program called Mcdern 





what these needs are. Until the creation of Tepsco 
four years ago, he was a partner in Buchi Plumb- 
ing Co., established in Nashville by his father in 
1927. His firm at times employed as many as 
300 men. 

It was as a contractor that the Modern Home 
Comfort seed was planted in his mind. Active in 
various contractor promotional efforts at the local, 
state and national levels, Buchi quickly spotted 
the shortcomings and recognized the require- 
ments of good retail merchandising programs. 

Once he became a wholesaler, Buchi looked for 
ways that he could work more closely with con- 
tractor-customers. He wanted to get more strong- 
ly into the consumer sales picture without an- 
tagonizing contractors or in any way weakening 
their position as retailers of industry products. 





Having Met With All the Requirements of the Tennessee Pipe & 
Supply Corp. MHC Dealership Is Hereby Authorized To Display, 
Sell, and Service MHC Products .. . And is Entitled to all the 
Rights, Privileges, and Warranties Extended to All MHC Dealers. 


é 


President Tennessee Pipe & Supply Corp 


SELECT CONTRACTORS who accept Buchi’s offer of co-op 
advertising and promotion get a franchise dealer cer- 
tificate to display on their walls. They also get their 
names included in Buchi’s extensive tv and newspaper 
advertising, and use the identifying Modern Home Com- 
fort seal that binds all franchised dealers in one big 
image-building promotion in a 50-county area around 
Nashville. Here, Clair Regen of Franklin, Tenn. signs up. 


With contractor acceptance of his ideas upper- 
most in his mind, wholesaler Buchi first sent his 
customers a mailed, confidential questionnaire. 

In a dozen ways he asked them what they 
thought of the wholesale firm’s service and how 
it could be improved. Of those responding to the 
questions, the majority of contractors wanted the 
display of priced products in the Tepsco show- 
room for viewing by consumers, Buchi says. Al- 
most all wanted more wholesaler advertising. 

With his own thoughts backed up by the con- 
tractors’ votes, Buchi proceeded to build the MHC 
platform by hiring Robert Burdine, an experi- 
enced sales hand at both the manufacturer and 
wholesaler levels. (He was formerly with the 
Amstan Supply outlet in Nashville.) To Burdine, 

(Please turn to page 88) 


wholesaler Ernest Buchi knows the sales and image-building 


side of our industry. From this knowledge he evolved a franchised 


Home Comfort, which is telling the industry’s story far and wide 
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TO MAKE SURE that Buchi’s franchised dealers get the maximum 
of tie-in benefit from the Modern Home Comfort advertising pro- 
gram, Buchi’s salesmen work closely with dealers in planning their 
local ads. Above, salesman Bill Corbitt calls on Andy and Charles 
Wehby. Below, marketing manager Bob Burdine posts a MHC decal. 


AER 


« - 


_h 


ie SI a . a 


THE “OPEN DOOR to modern home comfort’ 
trademark of Buchi’s franchised dealers is 
available for display in the showroom and 
in advertising. The showroom door (above) 
also features a poster advertising the tv 
mystery sponsored by the MHC program. 


(Continued from page 87) 
Buchi gave the title of manager 
of marketing, and the task of im- 
proving and maintaining whole- 
saler-contractor relations. 

Buchi and Burdine set about 
piecing together a plan for rais- 
ing the seller-buyer relationship 
to the level of a healthy and 
profitable partnership. The re- 
sult was MHC. 

Here, in detail, is how the plan 
works: 

All contractor-customers have 


access to a standard cooperative 
advertising plan. They get match- 
ing funds for their ad efforts up 
to 2 percent of their Tepsco pur- 
chases. 

Contractors who are fran- 
chised as MHC qualified dealers, 
however, are mentioned by name 
in Tepsco TV and radio product 
commercials. They pay a $100 
“initiation” fee plus $120 to $480 
a year for this privilege, the 
amount determining how fre- 
quently they'll appear in the 
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werer me | 
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commercials. In addition, they 
get cooperative advertising funds 
of from 2 percent to 4 percent of 
their purchases from Tepsco, the 
percentage rate again being fixed 
by the amount paid annually. 
(See agreements, page 94.) 

The MHC system splits the 
contractors up into single A, 
double A, and triple A dealers. 

All contractors pay an “initia- 
tion” fee of $100. 

The A dealers then pay month- 
ly “dues” of $10, totaling up to 
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Here are the terms of the Modern 
Home Comfort dealer franchise 


Tennessee Pipe & Supply agrees to: 
1. Assist the dealer in creating consumer demand for Modern 
Home Comfort products by launching a continuing adver- 
tising campaign in the area served by the dealer. 
peas te done. blttee Bis . Furnish sales aids to the dealer, including a metal sign and 


uu truck and showroom decals. 
. Maintain a master showroom for dealer use. 
. Assist the dealer in product selection and proper appli- 


en Pacis ioe ot a hools 
. Conduct periodic sales, engineering and service schools on 
rey _— Modern iain Comfort ceca. 4 
$ / / g — . Assist the dealer in obtaining proper financing for con- 
sumer purchases with small monthly payments. 

9/0 d. Own _ . Assist the dealer with proper business management prac- 
*5 monthly tices. 
. Make available to the dealer such local advertising ma- 
PRICE TAGS with the Modern Home terials as newspaper mats, radio scripts and direct-mail 
Comfort symbol are used by all con- pieces and cooperative advertising funds. 


tractors with product displays who are : : ‘ 
Seaibled anit the wretaee: , — adequate inventory of products to render prompt 
elivery. 


. Maintain adequate inventory on service and warranty 
parts. 
11. Guarantee quality on all products sold as Modern Home 
$220 for the first year. For this Comfort products. 
payment they get mention on two 12. Assist the dealer in making his place of business “the place 
TV morning spot commercials to trade” for quality service and financing in his locality. 


and two radio spots monthly. The contractor-dealer agrees to: 
They also receive matching funds 


for their local advertising in an 1. Promote the sale, proper installation and maintain service 

amount up to 2 percent of their on Modern Home Comfort products. 

purchases from Tepsco. 2. Make installations in accordance with local laws, where 
Double A contractors pay $40 such laws exist, and in accordance with the manufacturers’ 

monthly instead of $10, but in recommendations. 

addition to the mentions that A . Render prompt service at fair and reasonable prices to the 

dealers receive, they also get one consumer at all times and be responsible for the consumer’s 

television night spot commercial. receiving the full warranty backed by the Modern Home 

They also receive 4 percent co-op Comfort distributor, Tennessee Pipe & Supply Corp., and 

on their local advertising. Total the manufacturer. 


price for the first year: $580. . Properly identify his place of business and trucks with the 
Of the 49 contractors currently Modern Home Comfort trademark decals. 


enrolled the MHC a ti 43 . Signify by acceptance of the franchise his firm belief in the 
are A dealers and 6 are double A program and that he will exert “every reasonable effort” to 


dealers 
' te th 
The triple A dealership re- pe ee ee em 


quires payment of $100 a month 
and entitles the contractor to six 
TV morning spots, six radio 
spots, and two TV night spots 
each month. Tepsco also matches 
the contractor’s local advertising 

















(Please turn to page 90) 
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continued 


Buchi s 
Showroom Policy 


BUCHI’S SHOWROOM soon will be 
opened to consumers who will be 
able to buy at list prices. Profits re- 
ceived over the “normal” wholesaler 
trade price will be credited to an in- 
dividual contractor’s co-op advertising 
account or turned over to the general 
fund, depending upon what brought 


the consumer into the showroom. 


(Continued from page 89) 
expenses with an amount up to 6 
percent of his purchases. 

No contractor has yet signed 
on for the AAA dealership, and 
Buchi regards it as strictly an 
experiment. 

Any contractor can withdraw 
from the contract on 60 days no- 
tice. Total resulting cost of a 
minimum investment: $120. 

There’s an additional bonus to 
the MHC dealer. He gets a stock 


Ciear oe 


of advertising mats and other 
merchandising aids. 

Not all contractors can become 
MHC dealers, and Buchi says he 
has turned down some who 
wished to enter the program. 
However, even Buchi is not cer- 
tain of his admission standards. 

The MHC dealer need not be 
one who traded with Tepsco 
prior to enrollment in the pro- 
gram, says Buchi. Some of the 
MHC 49, in fact, did not. 





THE MODERN HOME COMFORT identity is carried to some 40,000 farm and 
rural nonfarm dwellers in the Nashville area via a full-page ad in this Buy- 
ers Guide (8% by 11 inches), distributed cooperatively by local businessmen. 


90 








He says that the dealer should 
have a showroom, but some MHC 
contractors don’t. Buchi ex- 
plains, “Some dealers do more 
business without one, so that’s 
not an ironclad rule.” 

Just as a rule of thumb, Buchi 
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would like to have no more than 
one MHC dealer for every 10,000 
population. This is not to prevent 
the franchised contractors from 
competing with each other, for 
some MHC dealers do have busi- 
ness areas that overlap. Buchi 
says the promotional work of one 
MHC dealer is bound to help an- 
other, even though they compete 
for the same business accounts. 

“T can’t tell you exactly how 
we pick a dealer other than that 
we want a reputable man who 
we think will benefit the pro- 
gram and will get the business in 
his territory,” concludes Buchi. 
“He’s got to be a man of integ- 
rity, he’s got to be financially 
responsible, and he’s got to be 
competent.” 

MHC contractors are not re- 
quired to purchase their products 





ALL 49 OF MODERN HOME COMFORT franchised dealers are visited regularly 
by Buchi’s marketing manager, Bob Burdine, to make sure they’re making 


from Tepsco. But Buchi points 
out to them that their purchases 
should be of a certain amount so 
as to gain full value from the 
program. The dealer who pays 
for 4 percent cooperative adver- 
tising, for example, is urged to 
buy $4,000 worth of products 
each month. 

The contractor needn’t adver- 
tise on his own either, but then, 
of course, he doesn’t get any 
matching co-op funds. Buchi 
says, “We keep pointing out to 
him that if he doesn’t do any lo- 
cal advertising, then MHC is no 
buy for him.” 

Franchised dealers must, how- 
ever, make full use of the MHC 
trademarks in signs on their 
trucks, in their showrooms, and 
(Picture story is continued on page 92, 
text on page 94) 


the fullest possible use of MHC aids. Here he’s calling on an enthusiastic 
MHC booster, Ben Hill of Rohrbach & Hill. Hill uses the MHC electric sign over 


his store (see upper right), and has one painted on the side of the building. 
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MANY OF BUCHI’S SMALL TOWN contractors 
have shrewd, highly original ideas when it 
comes to promotion. The Swap & Shop Center 
of Lawrenceburg, whose customers are mainly 
farmers, recently held a “hog wild” sale, which 
was announced in a two-page spread. Typical $50 TRADE-IN 
of the small town, this company handles a vari- 

ety of other home needs, along with plumbing. For your present automatic oil, coal or electric water 
heater when you buy a new Sentry Cas Water Heater. 
Heater must be installed on Nashville Gas Co. lines! 

Yes! For a new, qual- 

ity SENTRY Automatic 

Gas Water Heater... 


You pay only... a i: * 


Hurry! Limited Time! 
Call with No Obligation 


TQ | ROHRBACH 
How MHC Dealers | (ggg, S HILL, Inc. 


Plumbing, Heating and 
Air-Conditioning 


Advertise .. . me ccauaag Y 


See Us on Channel 5, Tuesday, 6:30 P.M.—“Modern Home Comforts” 











continued 














BATTLE OF THE FUELS gets into the MHC act: Fran- 
chised dealers (in cooperation with the Nashville Gas 
Co.) offered a $50 allowance for oil, coal or electric 
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lectric Water Heater THE ATMOSPHERE FOR THE "HOG WILD” SALE at Swap & Shop was made 
Re, ; authentic by a live hog tethered outside, Guessing the weight of the animal 
was part of the special promotion and was naturally intended not only to 
, attract attention but to get people into the store. Whether anybody's nose 
oo led him to the scene is not recorded, but this Modern Home Comfort dealer 
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Your Modern Home Comfort Dealer 
For heating, ventilating, cooling . . . with 
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ower units. 
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See Us on Channel 5, Tuesday, 6:30 P.M.—‘“Modern Home Comforts” 











GETTING THE MHC IDENTITY: Everyone in the 
50-county trading area around Nashville is 
familiar with the Modern Home Comfort 
symbol. So when a new contractor signs up, 
it’s to his advantage to identify himself with 
the over-all program, as Charles Briley of 
Murfreesboro is doing in this newspaper ad. 











water heaters traded in on a gas-fired model. In the 
ad above, Rohrbach & Hill promotes a gasfired unit 
heater. The MHC identifying symbol is featured. 
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MODERN HOME COMFORT DEALERSHIP “AA” 


Franchise Agreement on Dealer Aids. Date 





Bonus Beyond “A” Dealership: 

Item Average Cost 
2 Television morning spots $ 56.00 
2 Radio spots 30.00 
1 Television night spot 165.00 





How the MHC dealer franchise agreements are handled: 


UNDER THE SIMPLEST franchise agree- 
ment (Plan A at right) the contractor 
pays a $100 initial fee plus $10 a 
month. This entitles him to a certain 
amount of exposure in Buchi’s tv and 
other advertising. Two other plans 
that mean increased exposure through 
the MHC ad program are at the left. 





4°. Co-op on approved local advertising 
using product and MHC emblems 80.00 


Total average gain over “A” dealership $331.00 
(1) Average costs of individual spots 


_ (2) Co-op earned on $4,000.00 purchases 


Our company desires to extend its Modern Home Comfort 
dealership to class “AA”, changing our monthly cost from $10.00 


to $40.00. The remaining conditions of the franchise agreement 
remain in effect. 


Accepted: Company 
MHC distributor 





By By 








MODERN HOME COMFORT DEALERSHIP “AAA” 
Franchise Agreement on Dealer Aids. Date____ 


Bonus Beyond “A” Dealership: 
Item Average Cost 
6 Television morning spots $168.00 
6 Radio spots 90.00 
2 Television night spots 330.00 
6% Co-op on approved local advertising 
using product and MHC emblems 160.00 


Total average gain over “A” dealership $748.00 


(1) Average costs of individual spots 
(2) Co-op earned on $4,000.00 purchases 


Our company desires to extend its Modern Home Comfort 
dealership to class “AAA”, changing our monthly cost from 
$10.00 to $100.00. The remaining conditions of the franchise 
agreement remain in effect. 


Accepted: Company 
MHC distributor 





By By 
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(Continued from page 91) 
in any advertisements for which 
Tepsco matching funds are de- 
sired. These signs, including a 
metal one and decals, are fur- 
nished free of extra charge by 


‘Tepsco. In addition, the MHC 


contractor is asked to display a 
certificate in his shop which iden- 
tifies him as a franchised dealer. 

Buchi’s advertising budget has 
kept pace with the rapid growth 
of the ambitious program. In 
1958, two years before the estab- 
lishment of MHC, he spent but 
$1,000. By 1960, the budget had 
jumped to $20,000. Buchi is now 
contemplating a 50 percent in- 
crease to $30,000. 


«Principle medium in the MHC 
scheme is television. Buchi sinks 
an average of 75 percent of his 
advertising budget into tv. Teps- 
co ads are beamed out over Nash- 
villes WLCA-TV which has a 
coverage blanketing Buchi’s 
business area for 100 miles 
around. 

But Buchi has many other 
means of reaching consumers 
with the MHC platform, and he 
uses them consistently. One 
such method is a “buyers guide” 
supplement that is distributed 

(Please turn to page 175) 
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Modern Home Comfort Dealer Franchise 
Contract (Dealership “A") 


Receipt of $100 is hereby acknowledged in the form of 
Check ( ) Cash ( ) Bill Me ( ) 


for participation as a Modern Home Comfort fran- 
chised dealer. The additional payment of $10.00 due 
the first day of each succeeding month. Either party 
may withdraw from this agreement by giving sixty 
(60) days written notice to the other party of his 
intention to do so, whereby, it is understood all adver- 
tising and identification materials are to be returned 


to Tennessee Pipe & Supply Corp. on termination 
by either party. 


MODERN HOME 
COMFORT 


ACCEPTED: 


By By 
Distributor 








Dealer 


Date: 





I desire to order a Modern Home Comfort electric 
sign at an additional cost of $150. 


By 





Dealer 




















Heats Home... 


Boy-Power 





- 
a 


- 


Sa YY fem 


* We 


necessitated recently when a storm cut off the electricity 
for 75,000 homes in the area. The arrangement is an 
ingenious one for another reason. In case dad and sis 
(in the background) still feel a little chilly, they can take 
their turns supplying motive power for Junior’s bike. 


al om 
THIS YOUNG MAN may be getting nowhere on a bicycle 
that has only one tire, but at least his family’s keeping 
warm. The belt on the back wheel of John Freeman Jr.’s 
bike is connected to the blower of the furnace. This means 
of keeping the Freeman house in Wickliffe, O. warm was 
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Be a leader in the 
profit upswing... 


Join the Campaign 
for Fair Prices Now 


CAN THE PROBLEM of low profits in our industry 
be licked? 

If an awareness of the problem and its causes— 
plus a determination to do something about them 
—is a step in the right direction, then we have 
good reason to be hopeful. 

We have reason to be hopeful because hundreds 
of trend-setters from all segments of the industry 
took an important first step last month. They took 
a pledge. That pledge is to sell only at prices that 
are fair to themselves as well as their customers. 

This was in response to a fair price campaign 
announced last month by Domestic ENGINEERING. 
In our first report, we spelled out the factors be- 
hind the current squeeze on prices and profits. We 
tried to evaluate some of the possible roads back 
to price sanity in our industry. 


COUNT ME IN—HERE’S MY PLEDGE: 


I want to be a leader in the profit upswing. I pledge that my 
prices will be fair to me as well as to my customers. I pledge 
that all my prices will yield a reasonable profit. Please send 
me, without charge or obligation, a Fair Price Certificate to 
hang on my wall. 


Name Title 





Name of Company 





Street Address 





City, State 





I am a Contractor__, Wholesaler__, Manufacturer, 


Mfrs. Rep.—. 


Cut out and mail to the editors, Domestic ENGINEERING, 


1801 Prairie Ave., Chicago 16, Ill. 


ee ee ee a | 
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We invited every reader to “Be a Leader in the 
Profit Upswing” and to signify his firm resolve 
to work for higher profits by signing a pledge 
and hanging a “fair price” certificate from DE in 
a prominent spot in his place of business. 

Finally, we announced a “hanging cartoon” 
contest in which readers are invited to write a 
caption for the cartoon. It shows a contractor, 
wholesaler and manufacturer hanging themselves 
as well as each other with the same rope. The 
three men are price cutters, and the lesson to be 
learned, of course, is that no one benefits from 
price cutting. Rather, the price cutter hangs him- 
self with the same noose that he’s got around the 
other fellow’s neck (See cartoon, page 99). 


s All these are just devices to dramatize the seri- 
ousness of the profit situation and to serve as a 
means of arousing our industry to action. As we 
said last month, neither a pledge campaign nor a 
caption writing contest is going to solve the dis- 
appearing-profits problem. But if either nudges 
someone into action or helps him reaffirm his de- 
termination to sell only at fair prices, it’s eminent- 
ly worthwhile. If you’d like to have some idea of 
how others in the industry are reacting to the 
price campaign, take a look at the letters that ap- 
pear in the accompanying pages. They show how 
heartily it’s being endorsed by every segment of 


HUNDREDS OF CONTRACTORS, 
wholesalers and other industry 
members have signed the pledge 
at left signifying their intention 
to charge fair prices for their 
products and services. The cou- 
pon, which first appeared in DE’s 
March issue, pledges the signator 
to prices that are fair to his cus- 
tomers and fair to himself. 

Those signing the pledge will 
receive, without charge or obliga- 
tion, the handsome purple and 
gold Fair Price Certificate repro- 
duced at the right. The 10 by 14- 
inch certificate, suitable for dis- 
play in a showroom or office, will 
carry the signer’s name. 
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the industry. The knowledge that other people 
are backing your own efforts in any endeavor is 
always heartening, and in this case it should en- 
courage you to stick to your own guns. 

We’re publishing these letters for still another 
reason. They contain ideas—ideas on what’s wrong 
with the profit situation and what is already being 
done to correct it in some cases. 


# You'll note that one common thread runs 
through many of these letters: The importance 
of the right mental attitude. The defeatist who 
thinks nothing can be done about low prices in a 
competitive situation is licked before he starts. 
No one who has a quality product to sell should 
be afraid to charge a reasonable price. 

But he’s got to prove that he’s selling quality. 
And he’s got to prove to his customers that when 
it comes to something as important as plumbing 
and heating, quality is more important to him than 
the money savings offered by his price-cutting 
competitor. 

If you have not already read our first report in 
this special series on profits, we hope you will turn 
to it in our March issue. And we hope you'll sign 
the pledge that appears on page 96 this month, as 
well as write a caption for the hanging cartoon on 
page 99. Write as many captions as you wish. 

(Please turn to page 98) 


Pair prices 


T is to certify that the undersigned has pledged, for 
8 i company, its best efforts to protect the public 
health and welfare through quality products, careful 
workmanship, and fair and equitable prices based upon 
actual costs of installation, overhead and dependable 
service to the buyer, plus a reasonable percentage of profit. 


Spa 








(Continued from page 97) 
There’s no limit to the number 
of acceptable entries. 

When we kicked off our cam- 
paign last month, we promised to 
do everything that we as a busi- 
ness publication dedicated to 
your service can do to bring 
about an upswing in profits. Be- 
sides offering a rallying point for 
our industry-wide effort to re- 


store sanity to pricing, we hope 
to give you some more tangible 
help in the months to come, as 
the campaign gains momentum. 
In our editorial (page 83) 
we’ve announced a big-job re- 
ferral service and an upcoming 
series of articles on how con- 
tractors can make more money 
in new construction by improv- 
ing their knowledge of the cru- 


cial role played in new construc- 
tion by the engineer who speci- 
fies materials and equipment. 
We also have three special 
profit issues in the offing—sched- 
uled for June, July and August. 
In these issues we’ll turn a re- 
lentless spotlight on the factors 
that undermine profits. We'll al- 
so offer constructive suggestions 
on how to increase profits. END 





A PLUMBING AND HEATING whole- 
saler in Chicago has started his own 
campaign to restore sanity to pricing. 

Al Ellis, president of Johnson 
Plumbing Supply Co., will carry the 
message of DE’s hanging cartoon to 
his own customers and potential cus- 
tomers via a full-page ad in the IIli- 
nois Master Plumber magazine. 

The message, of course, is that no 
one segment of the industry gains 
from price cutting. Rather, every- 
body loses. 

At press time, Ellis was consider- 
ing one of two copy themes for his 
ad. The first was “Price carefully, the 
life you save may be your own.” The 
second, “Give a sucker enough rope 
and he’ll hang himself, but . . . give 
enough rope to the indiscriminate 
A} price cutters in our industry and 
they may hang us all.” 

The ad goes on to spell out the im- 
portance of selling only at a fair price 
that includes a fair profit. 


Price Carefully--the Life 
You Save May Be Your Own! 


Wholesaler sends message to contractors 
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sEllis expects to utilize the fair 
profits theme in a continual ad pro- 
gram. “I heartily agree with DomEs- 
TIC ENGINEERING that dramatizing the 
low-profit problem is an important 
first step toward licking it. If enough 
people have the courage to insist on 
selling only at a price fair to them- 
selves—and offer quality products 
and services so that they have a right 
to demand a reasonable profit—and 
if they know that others in the in- 
dustry are doing likewise, we as an 
industry might start on the road back 
to sanity in pricing,” Ellis said. “This 
is a campaign in which we must all 
hang together or we'll surely hang 
separately.” END 


PRICE CAREFULLY - THE LIFE 


YOU SAVE MAY BE YOUR OWN 
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Many price problems are 
mental, says Bob Morrill, 
past president of NAPC 


BeE.oit, Wis.—I appreciate the 
effort you are making in attempt- 
ing to eliminate the price squeeze 
in our industry. I know it is a tre- 
mendous problem to change the 
mental condition of the manufac- 
turer, wholesaler and contractor 
with regard to making a profit. 
We always think of the manufac- 
turer having at his finger tips 
people who are especially edu- 
cated in all phases of business, 
as well as manufacturing. 


= We look at the wholesaler as 
a man who’s educated and intel- 
ligent and the people who are in 
his executive positions have busi- 
ness know-how. 

While the contractor is consid- 
ered by some to be the “lower 
link” in the chain, he too must 
have business aptitude. Yet all 
three, regardless of their abil- 
ities, or the people they hire, 
seem to be anxious to give away 
their services when business 
slows up. 


a It seems as though the one who 
is supposed to have the least 
amount of know-how and is ex- 
pected to know nothing about 
business methods, nor the gen- 
eral idea of economic affairs, is 
the one who handles himself the 
best. I speak of the journeyman. 
Perhaps all three of the first ones 
mentioned should take a lesson 
from the journeyman who is con- 
tinually successful in bettering 
his working conditions and also 
the money he receives for the 
work he does. 


s Inasmuch as many of our prob- 
lems are mental, perhaps your 
Fair Price certificate, especially 
with the person’s name on the 
pledge, can help to convince 
those who are so pledged to help 
themselves and the industry to 
(Please turn to page 150) 
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Write a caption for the hanging 
cartoon: $250 offered in prizes 


THE CARTOON shows what happens to the price-cutter who 
strangles himself with the same noose he uses to hang others. 
But it needs a caption. DE is offering a first prize of $100 for 
the best caption written by a subscriber. There also will be 
10 prizes of $10 each and 10 of $5 each for runners-up. Mem- 
bers of all branches of the industry are eligible. 

The caption can be in the form of a slogan or a statement, 
with 25 words as the maximum. Write your caption in the 
coupon (or in a separate letter) and mail it today. 


HERE'S MY HANGING CARTOON SLOGAN 


I want to enter your hanging cartoon caption-writing contest 
and be in line for the first prize of $100 or one of the other 
20 prizes. Here’s my suggestion for a slogan (or a caption): 











Name 





Name of Company 





Street Address 





City, State 





I am a Contractor—, Wholesaler—, Mfr.—, Rep.—. 


Fill out and mail to the editors, Domestic ENGINEERING, 
1801 Prairie Ave., Chicago 16, Ill. 


CONTRACTOR 
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JOB PROBLEMS 
and how to 


solve them 








To the Editor: 

What is the proper arrange- 
ment of steam and return head- 
ers on a gas-fired steam boiler 
having an input rating of close to 
34 million Btu/hr? 

Most manufacturers seem to 
show two 6-inch outlet nozzles 
on a boiler of this size, and two 
6-inch return connections. 

The question is, should the 
two steam outlets be yoked to- 
gether? If so, what size of pipe 
should be used for the yoke? 

Similarly, is it advisable to 
yoke the two return connec- 
tions? What size of yoke would 
be right for the returns? 

New York E.W. 
To the Reader: 

A prime objective of all boiler 
connections is to achieve as uni- 
form a movement of the fluids 
through the boiler as possible. 
In other words, what we want is 
a balanced production of steam, 
so that each section does as 
much steam generating as every 
other section—no more, no less. 
Therefore, any arrangement of 
connections that comes closest to 
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this objective is the one we want. 

In our opinion, the steam out- 
lets should be yoked as shown 
in Fig. 1. Here are the reasons: 

1. The yoke arrangement 
equalizes the pressure in the two 
outlet nozzles, thereby balancing 
the steam discharge from these 
nozzles. This condition of balance 
goes all the way back to the boi- 
ler sections themselves and acts 
as a kind of overspeed check on 
those sections that might “hog” 
the load otherwise. 


w2. If the boiler is one of a bat- 
tery, a nonreturn outlet valve is 
essential to keep all the boilers 
in step. The position of the non- 
return valve also is shown in 
Fig. 1. 

As a general rule, when a boil- 
er manufacturer offers a unit 
with two or more steam outlets, 
these outlets should be yoked, 
with the main steam pipe origin- 
ating approximately in the cen- 
ter of the yoke. In passing we 
might mention that we’ve seen 
sectional boilers in which every 
other section is fitted with a 
steam outlet nozzle connecting 


Here's the How and Why of 
Yoking Outlets, Returns on 
Large-Capacity Steam Boilers 


into the common yoke or header. 

The return connections like- 
wise should be yoked. A single 
connection is almost certain to 
promote uneven flow paths 
through the boiler—not only be- 
cause hot spots are the areas of 
greatest activity but because the 
internal resistances vary enough 
to press the water into some pre- 
ferred channel rather then even- 
ly through all channels. 

Another reason for a yoked re- 
turn lies in the requirements of 
the Hartford loop. We can’t use 
the loop unless the returns are 
balanced, each with the other. 
Fig. 2 illustrates how a yoke 
functions with the Hartford loop. 
Obviously, if only one return 
connection was on the loop, we’d 
have a thoroughly confused con- 
dition in the boiler. 


«Again as a general rule, we'd 
recommend that for a boiler hav- 
ing more then a single return 
connection, the connections be 
yoked. 

The size of the yoke for the 
steam outlets depends upon the 
number of the outlets and their 
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individual sizes. For the boiler STOP-CHECK VALVE 

in this case, a 6-inch yoke should Scatter uve 

be satisfactory, since the steam 

from the two nozzles doesn’t 

unite into a single flow until it EQUALIZER PIPE 

reaches the common offtake pipe. REDUCER 
Incidentally, this offtake, or 

main steam from the boiler, HARTFORD LOOP 

would be sized one pipe size BOILER 

larger than the yoke, or 8 inches, a 

to avoid a condition of high out- YOKE 

let velocity which might produce SYSTEM RETURN 

priming or water belching. (We 


’ . ¥ : . FIG. 1 shows how the steam outlets should be yoked 
haven . specifies -inch pipe be on a gas-fired boiler with an input rating of % million 
cause it is no longer made.) Btu. This arrangement equalizes the pressure in the 
outlet nozzles and balances the steam discharge. The 
win Fig. 3, we observe a boiler return connections also should be yoked to promote 

. : even flow. Note the position of a nonreturn outlet 
with four outlet nozzles, each 4 valve, which is used if the boiler is one of a battery. 
inches in diameter. Assuming 


this boiler has an input of 1 mil- 
lion Btu/hr, the output at 80 
percent efficiency will be 800,000 =—— STOP OR STOP-CHECK VALVE 
Btu/hr or approximately 800 MAIN STEAM TO SYSTEM 
pounds of steam, total. That’s 
200 pounds per nozzle, and if STEAM YOKE 
the generating pressure is 5 
pounds per square inch gauge, 
each pound occupies approxi- : 
mately 20 cubic feet. With 200 x : 
20 = 4,000 cubic feet per hour, § RETURN SHUTOFF 
the velocity through each nozzle HARTFORD LOOP 
will be 4,000 divided by 60 x 
0.089 — 750 feet per minute. RETURN MAIN 
The 0.089 is the area of a 4- RETURN YOKE 
inch pipe in square feet, and the 
60 is the minutes in an hour. 


Since two of these nozzles will FIG. 2 illustrates how a yoke functions with a Hartford 


loop. The loop can’t be used unless the returns are 
be connected to each half of the balanced with each other. If one return were on the 
yoke, our yoke will be sized one loop and one were not, the situation in the boiler 


pipe size larger than the individ- would be “confused.” 
ual nozzles. 




















REDUCER STEAM EQUALIZER PIPE 
}-—*+—— WATER LINE 
—— 


























«The point in yoke sizing is to 
hold the velocity within it to the 
same value, or even a little less, 
than is produced in the individ- 
ual nozzles. As we noted pre- 6” X 4" ELBOW 
viously, this control of velocity is 
to restrain water droplets from 
leaving the boiler on some fast- 
flying steam. BOILER 
Return-side yokes are sized to 
(a) avoid the interpositioning of 
high-friction piping and (b) to 
permit free flow into the boiler. ' aes SICK 
Generally we can expect satis- FIG. 3 shows how to yoke the steam outlets on a 1 


million Btu input boiler with four such 4-inch outlets. 
(Please turn to page 103) See the article for details on sizing the yoke. 


STOP OR STOP-CHECK VALVE 


STEAM YOKE 
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continued 





Is Excess Air at 


the Faucets Due 





To the Editor: 

Recently we installed a new 
30-gallon domestic water heater 
to replace an old one of 20 gal- 
lons capacity. In accordance 
with the owner’s request, we 
kept some of the existing galvan- 
ized pipe and replaced some of it 
with copper. 

To check electrolytic activity, 
which we thought might be pos- 


to Dissimilar 
Metals in the 
Piping System? 


sible at the junction of the two 
dissimilar metals, we provided 
dielectric insulating unions on 
the water heater—but not on the 
piping elsewhere. 

Now we've got complaints 
about air in the system being a 
nuisance. Every time the faucets 
are turned on, there is a gush 
and sputter of air. This air ap- 
pears at the cold water faucets 


COPPER ADAPTERS 
NO INSULATORS 


%" GALVANIZED | ”" aso soto . 
d 


¥" GALVANIZED 








%" GALVANIZED 


Ye" RIGID COPPER 
HOT LINE. 


awed 


as well as at the hot faucets. 

We closed the recirculating 
valves on the hot water loop, but 
this made no difference. We also 
examined the water pump that 
supplies the heater and found it 
free of any air binding. 


« Now we wonder if the copper 
and galvanized piping junctions 
are generating a gas, and wheth- 
er it’s this gas that spurts from 
the faucets. What do you think 
about this theory? Can you sug- 
gest any other source of air and 
what could be done to stop this 
nuisance? Fig. 1 shows the ar- 
rangement. 
Kansas E. H. 


To the Reader: 

In our experience, when dis- 
similar metals are submerged at 
their junction in hot water, the 
result is a pitting rather than the 
generation of a gas. Also, such 
unfavorable action seems to de- 
pend substantially on the water 
being at least warm, whereas in 
this instance the air is appearing 


RECIRCULATING RETURN—* 


x4 Fig. 1: Reader wants to 
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COPPER TO GALVANIZED ADAPTER 


DIELECTRIC UNIONS 


' RECIRCULATING LINES 


know if air in a domestic 
water system comes from 
gas possibly created by 
the junction of copper 
and galvanized pipe, as 
shown in his diagram. 


¥" GLOBE VALVES FOR 
RECIRCULATING LINES 


Fig. 2: The chances are 
there’s no generation of 
gas from joint use of cop- 
per and galvanized pipe, 
our technical consultant 
says. He thinks air is en- 
tering the system via the 
cold water. Steps for 
eliminating it are out- 
lined in the article above. 
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at the cold water faucets as well. 

We suspect the air is entering 
the system with the cold water, 
possibly from a tiny leak in the 
pump suction line or through the 
glands if the pump is of the type 
that uses glands. 

Another factor to consider is 
this: When water is heated, it 
rejects much, if not all, of the air 
that was dissolved in the water at 
the time it entered the heater. 
In this case, we could expect the 
release of half again as much air 
as was realized with the original 
20-gallon heater because this 
new one is half again as large— 
and, of course, there is half again 
as much water to carry the air. 


sOur prescription for a cure 
takes these steps: 

1. Verify the integrity of the 
pump suction piping and connec- 
tions, and correct any air leaks 
that are found. 

One way to check for air is to 
use a listening device, like a 
stethoscope. The crackling from 
the presence of air at these points 


COLD TO FIXTURES 
HOT TO FIXTURES 


(+ VENT 


VENT 


Yoking Outlets, Returns on Large Steam Boilers 


(Continued from page 101) 
factory performance if the yoke 
is sized one pipe size less than 
the boiler tappings. This is pos- 
sible because the flow divides, 
half going to one tapping, half 
to the other. In the subject case, 
this would indicate a 4-inch 
yoke (since five-inch pipe is 
generally used only in special 
cases such as power plants). 

One caution applies, however, 
to this general solution of the 


sizing problem—namely, the 
yoke should never be smaller 
than the return pipe itself. Thus 
a 3-inch return should not con- 
nect into a 2-inch yoke. A 3- 
inch yoke would be right. The 
reason for this is found in the 
equalization of pressures by the 
Hartford loop between the steam 
side of the boiler and the return. 
A smaller yoke would introduce 
some friction factors that may 
upset the balance. END 





will be very noticeable. 

Another way to check for air 
is to “candle” the suction piping 
above the point of submergence 
while the pump is running. This 
means going over the pipe joint 
by joint with a candle and ob- 
serving where the candle flame 
is pulled in. If there is a vent on 
top of the pump casing, crack it 
slightly, and air that has been 
sucked in will then be released. 
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2. Our next step, especially if 
no evidence of suction leakage is 
discovered, is to mount an auto- 
matic air vent valve on the cold 
line above the heater, as shown 
in Fig. 2. This should relieve the 
cold water faucets of their sput- 
tering and will be of some help 
in tranquilizing the hot side also. 

3. If air is still a nuisance after 
steps 1 and 2 have been com- 
pleted, try an air eliminator and 
vent valve on the hot water out- 
let of the heater, this scheme also 
being shown in Fig. 2. 

4. Finally, although some me- 
chanical doctors might recom- 
mend it first, extend the supply 
pipe upward by a foot from each 
faucet, capping the top so as to 
provide an air chamber. This 
functions as a dampening device, 
since the air collects there and is 
compressed until the faucet is 
opened. Sometimes step 4 is tak- 
en to stop water hammer in a 
domestic water system, and it’s 
usually successful. 


#Simply as collateral interest 
we might mention that we know 
of a man who was annoyed with 
some sputtering until he found 
out it scared his mother-in-law 
so badly that she cut her visit 
short and went home. Since then 
he will allow no tampering with 


what he calls his “peace pipes.” 
END 
(More Job Problems, next page) 
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Sink-Bath for 
Tubless People 


HeERE’S ANOTHER CHAPTER in the “bathtub 
revolution” overseas. 

When we last reported on the European 
tub producers, they were working hard to 
make bathtubs “disappear.” (See DE for 
March.) Some of the overseas tubs fold into 
cupboards, others lurk in closets. Still others 
are mounted on castors for maneuverability 
about the home, or have steering wheels and 
gasoline engines for people who like “con- 
vertibles” (or who don’t like to take their 
baths in the same place every time). 





= This month there’s a new entry in the odd- 
ball bathtub derby. From England comes a 
report that H. Cheetham & Co. Ltd. is ( q 
marketing a bathtub that hides in the innards \ 
of a kitchen sink. It’s called the “Bink,” me ee 

; pr nAT 
naturally. It can be brought into use wed y HOUSEHOLD DRUDGERY is quickly forgotten with this English 
by lifting the sink top and lowering a front sink-tub, called the “Bink.” Our hard-working housewife can 
panel—and that’s no bink ... er, bunk! END bathe her tired muscles without leaving the kitchen. 





all in one place. But if you 
spread them 25 employees to a 
floor, you are going to need from 
nine to 12, since the code also 
stipulates that for employee 
groups numbering from 25 to 49 


Job problems ... continued 


How do you figure the number of plumbing 
fixtures needed in an industrial plant? 


To the Editor: 


How many plumbing fixtures 
of each kind are needed in a 
large industrial plant in relation 
to the number of employees? 

Is there a manual available 
that answers such questions? 


Georgia W. D. 


To the Reader: 

The National Plumbing Code 
(ASA, A40.8 - 1955) has a sec- 
tion that tells you how many fix- 
tures are needed. It’s available 
from the American Society of 
Mechanical Engineers, 29 W. 
39th St., New York City 18. 
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Figures given in the code are 
minimum. They shouldn’t be 
used blindly because the loca- 
tion of the facilities is very im- 
portant. The kind of people who 
are expected to use them will 
also control your decision. 

To illustrate: If there are 100 
employees on three floors, by 
putting all the water closets and 
drinking fountains in one place, 
you can expect at least 120 com- 
plaints, since 20 percent of the 
people will complain twice. The 
code recognizes this situation by 
calling for five water closets per 
75 to 100 employees if they are 


inclusive a minimum of three 
water closets must be provided. 

Similar exercises of judgment 
are called for in determining the 
number of shower baths, lava- 
tories and drinking fountains. 
If the work is heavy and pro- 
motes perspiration, the showers 
at the end of the day will face 
a big demand. So the water heat- 
er should be sized with that fact 
kept in mind. 

As for lavatories, they should 
be located and numbered to suit 
the number of persons to whom 
they will be most convenient. 
For example, the code stipulates 
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DISHES DONE, the toothsome toiler lifts the top of the sink and THE SINK TOP is hooked to the upright part, which 
lowers a front panel, revealing the interior of the bathtub. holds a 25-gallon tank and an electric immersion 
The Bink is approximately 5% feet long and 3 feet wide. heater. The flexible fitting shown is for sink waste. 





one lavatory for each 10 persons up to a total of 
100. But if only three persons are in an office, the 
number instantly drops to one lavatory for three, 
unless the office is close to the shop washrooms 
and the office people can conveniently use them 
without mixing the sexes. 

We shouldn’t overlook, either, the distance em- 
ployees must walk to reach a water closet or 
washroom or just to get a drink of water. An 
industrial plant lives on its production. Some 15 
minutes per man of lost production per day can 
cost the company far more than the price of an 
extra toilet facility, placed in such a way that 
time lost is five minutes rather than 15. 

In calculating the number of drinking fountains, 
we should take into consideration whether or not 
the plant has a cafeteria or lunchroom. A fountain 
on the third floor won’t be well regarded by an aciegs : 
employee eating a dry sandwich onthe fist floor. ‘AM, BIS Werkadoy cores vorsh in the Bink, bu 

To make the right decision regarding the num- sink-tub is fiberglass and anodized aluminum. 
ber and location of plumbing fixtures, the plant’s 
entire operation, special as well as routine, must 
be taken into consideration. END 
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Which Heating Engineer Is Right 
in the Tidd-Emerick Debate? 


Last December, you were in- 
vited to comment on a debate 
between two distinguished heat- 
ing engineers—Robert Emerick 
and Edwin Tidd. 

Tidd is manager of field re- 
search for Bell & Gossett Co. 
and Emerick is a consulting en- 
gineer from North Charleston, 
S. C., and a frequent contributor 
to our pages. 

Their subject: The validity 
of two articles by Emerick that 
appeared in our October issue. 
These articles summarized the 
factors that, in Emerick’s opin- 
ion, go into a quality installation, 
with particular emphasis upon 
when you should pump into and 
when out of a boiler. 


sTidd disagreed with Emerick 
on several crucial points. In par- 
ticular, he criticized Emerick’s 
heating layout on a job in which 
the radiation is below the boiler, 
(see Fig. 3) claiming that the 
loop over the top of the boiler is 
a vapor trap. 

To stimulate interest and dis- 
cussion in a subject of such im- 
portance, DE offered prizes of 
$35, $15 and $10 respectively for 
the three best letters comment- 
ing on the Tidd-Emerick de- 
bate. The winning letters are 
now reproduced in these pages. 


«For the best understanding of 
the points under discussion, we 
suggest that you review the in- 
itial articles in our October is- 
sue (pages 96 and 100). Mr. 
Tidd’s comments and Emerick’s 
rejoinder appeared in December, 
beginning on page 78, 


Here are the prize-winning letters from readers 


who commented on the debate in our December 


issue on what makes a quality heating installation 


New Jersey Reader 
Goes Along with Tidd 


BetviperE, N. J.—I’d like to 
accept the challenge implicit in 
the invitation to your readers 
to enter the Tidd-Emerick heat- 
ing debate reported in your De- 
cember issue. 

My comments are based on 
nearly four decades in the heat- 
ing profession, first as an in- 
staller and contractor and in 
the last 20 years as a designer 
and consultant whose experience 
covers the range from small resi- 
dential jobs with maybe four or 
five radiators to systems with 


many hundreds of units in some 
of the largest institutional-type 
buildings in the country. 

The whole issue of “what 
makes a quality heating job” is so 
confusing and befuddling that I 
think it’s best to first state the 
rules that, it faithfully followed, 
will most likely produce the least 
amount of trouble—if any. 

In the type of system under 
discussion, it is my opinion that 
air valves should be used only 
on radiation fed from below. 
This is feasible if all piping is 
pitched so that when the water 
is at rest, all air will float up to 
the radiation or expansion tank. 








CIRCULATOR 


BOILER 
190 F 








TO UNDER FLOOR MAIN IF USED 








POSSIBLE UNDER FLOOR PIPING 
NOTE: PUMP IS LOCATED TO ASSURE A 
SUBMERGED SUCTION AT ALL TIMES 


FIGURE 3—PUMPING TO LOW RADIATION 


HERE’S THE HEATING LAYOUT by Robert Emerick that started the 
debate. It appeared in DE’s October issue. Engineer Tidd said it 
creates a condition that might trap vapor in the loop over the boiler, 
preventing water flow to the pump suction when overfiring occurs. 
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The tank, if at all possible, should 
be located higher than the high- 
est radiator. 

(Editor’s note: One of the ma- 
jor points at issue in the Tidd- 
Emerick debate is the use of air 
valves. As our readers know, this 
is a question on which there is 
no unanimity of opinion. The 
position of DE’s technical con- 
sultant, Robert Emerick, is that 
air valves are essential to the suc- 
cessful operation of many hy- 
dronic systems. 


# (In picking the prize-winning 
letters commenting on the de- 
bate, neither Emerick’s opinion 
nor that of the DE editors was 
taken into consideration. The 
letters were chosen on the basis 
of the clarity with which the au- 
thors expressed their convictions 
and on the basis of their general 
provocativeness. 

(By opening our columns to 
these divergent views, we accom- 
plish one of our major editorial 
goals—that of making our maga- 
zine a forum through which indi- 
vidual experiences can be ex- 
pressed, thereby helping our 
readers reach their own con- 
clusions on controversial sub- 
jects. We believe this exchange 
of experiences furthers the cause 
of quality heating installations. 


» (We invite other readers, in- 
cluding manufacturers, to ex- 
press their views in “the case for 
air valves” and the other sub- 
jects under discussion.) 

This tank location means, gen- 
erally, that in an upfeed system 
both supply and return mains 
will pitch up from the boiler or 
other source of heat, and that in 
the return main the direction of 
flow will be downward. 

This opinion is the reverse of 

(Please turn to page 108) 
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READER WYNN SAYS that in a heating system with radiators 
below the boiler outlet, he’d like to install a half-inch pipe as 
shown above. Steam couldn’t form in the outlet pipe, he asserts, 
because water from the return would deter it. Emerick agrees that 
there would be no trouble with steam but cites other disadvantages 
that, in his opinion, make the idea impractical. See letters below. 


How one reader would hook up a 
system with below-boiler radiation 


Burnasy, B. C., Canapa—The problem discussed in the 
Tidd-Emerick debate is not one that you run into every 
day. I have to agree with both men up to a point. How- 
ever, I think that the installation of a half-inch pipe 
as shown in my drawing would improve the operation of 
a system with radiators below the boiler outlet. 


alt seems to me that with this hookup, steam couldn’t 
very well form in the top of the outlet pipe on the boiler, 
as water from the return would rise up and prevent it. 
The idea sort of resembles the Hartford loop that is com- 
mon on the return connections to steam boilers. ; 

We'd prefer to set the pump between the one-half inch 
connection in the return and the boiler. However, if 
there isn’t space for the pump there, could we set it ahead 
of the connection? Would it work all right there? 

Nick Wynn 


Emerick’s reply: 


NortH CuHaruEston, S. C.—This is an interesting idea. 
However, with the pump between the tee and the boiler, 
as indicated in your drawing, we would anticipate some 
short-circuiting of the water from the boiler outlet to the 
pump inlet. 

How much water would take the short route would 
depend on the relative resistances between the half-inch 

(Please turn to next page) 








How one reader would hook up a 
system with below-boiler radiation 


(Continued from page 107) 
pipe and its fittings and the main circuit to the building 
and back through the normal return. 

Alternatively, with the pump ahead of the half-inch 
tee connection, we’d expect part of the pump discharge to 
rise in the half-inch pipe and meet the boiler outlet water 
more or less head on. 

Since the return water is cooler than the boiler dis- 
charge, this meeting would produce a mixture having a 
temperature somewhere between the two—not as hot as 
the water from the boiler outlet, not as cool as the return. 


= There’s no doubt that this cross-tie would prevent any 
steam’s trapping in the top of the boiler outlet pipe, but 
the other disadvantages of the cross-tie would convince 
us not to use it. Both diluting the outlet temperature and 
short-circuiting the normal path from boiler back to pump 
would result in some increase of operating costs—prob- 
ably not a great deal, but every possible saving counts in 
these days of tough competition. 





RosBert EMERICK 








New Jersey Reader 
Goes Along with Tidd 

(Continued from page 107) 
that offered by the ASHRAE 
“Guide” and other authorities, 
where the belief seems to be 
that such a condition might 
cause sufficient air to accumulate 
in the return main—because of 
counterflow—as to seriously im- 
pede, if not completely stop, cir- 
culation. 


aThis, to me, is nonsense. If 
flow is stopped or seriously im- 
peded, then the air can flow up 
and into the radiation. But this 
is all academic because, in prac- 
tice, the air in solution is never 
released in the relatively cool re- 
turn main. 

We should keep two accepted, 
provable facts in mind. Increas- 
ing the water temperature re- 
duces its potential for holding 
air in solution. Increasing static 
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pressure or head raises that po- 
tential. 

That is why, with an expansion 
tank located below radiation, air 
is gradually transferred to the 
radiators where, even though 
the water is cooler than in the 
boiler or converter, the pressure 
is lower. 

The greatest release of air is 
usually in the highest radiation. 
In a multi-story building there 
is seldom, in my view, a need to 
vent radiation on the lower 
floors, and automatic vents so lo- 
cated will probably only function 
on initial and subsequent fillings 
of a drained system. 


# With the expansion tank sub- 
stantially above the highest radi- 
ator, rarely will any appreciable 


quantity of air accumulate in 


the radiation. Such a location 
virtually always insures against 
a water-logged tank. 

Adequate installations of dia- 


phragm-type tanks should give 
almost equally satisfactory re- 
sults when located below the 
radiation on most smaller instal- 
lations. I recommend a provision 
for manual venting just below 
such tanks. 

For an overhead installation, 
a diaphragm tank may be no 
better than an ordinary one. 


aIn 1932, the writer installed a 
circulating system in the offices 
and shops adjoining a city-owned 
airplane hangar at Floyd Ben- 
nett Field, Brooklyn. Radiators 
and boiler were on the same 
level. Supply and return mains 
were overhead. Radiators were 
connected top and bottom, op- 
posite ends. 

The high points of both supply 
and return mains were set above 
the boiler and near the expan- 
sion tank. These high points 
were both vented into the ex- 
pansion tank, with a check valve 
on the return main vent con- 
nection to prevent short-circuit- 
ing between the mains under 
forced circulation conditions. 

The circulator pumped into 
the bottom boiler connection. A 
flow control valve was provided 
on the supply connection atop 
the boiler. No air valves were 
provided, but the job worked. 


# A similar installation was des- 
cribed some 15 years later in 
Domestic ENGINEERING. The 
method of venting, check valve 
and all, received special atten- 
tion. Our installation may well 
have been the first of its kind 
in this country. 

All 2-pipe, installations, other 
than in small residences, should 
have balancing fittings on the 
radiation. Single pipe systems 
should have balancing cocks 
where more than one circuit 
is used. Adjustment should be 
made with a pyrometer so that, 
under design conditions, temper- 
ature drops through the various 
units shall be as intended. 

I can recall only two hot water 
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heating installations, in my ex- 
perience, where trapped air 
caused faulty operation. One 
was where the installer failed to 
open—when filling the system— 
a manual vent on the piping, 
the installation of which could 
not easily be avoided because of 
unusual building design. 

The other was more compli- 
cated and affected the radiant 
coils on three floors of a hospital. 
The coils were down-fed, with 
the converter, pump and expan- 
sion provisions being on a floor 
just above those being heated. 
The mains were near the ceiling 
above the pump. 


»When the system was first 
filled, everything worked fine. 
But in a short time, complaints 
of spotty heating came in. Drain- 
ing and refilling, quite an under- 
taking, gave only temporary re- 
lief. The trouble was diagnosed 
as being caused by automatic 
float vents on the suction side 
of the pump. These had been 
installed in accordance with the 
designer’s drawings. The expan- 
sion installation was on the dis- 
charge side of the pump. 

A temporary gauge installa- 
tion substituted for one of the 
vents showed sub-atmospheric 
pressure under operating condi- 
tions, indicating that the vents 
permitted entrance of the trou- 
ble-causing air. Make-up was 
from a gravity tank with limited 
head, connected on the discharge 
side of the pump. 


ult was proposed that a pres- 
sure-type pump be installed in 
the makeup line to provide high- 
er pressure throughout the sys- 
tem. Instead, we proposed addi- 
tional makeup connections, with 
check valves that would permit 
influx of water, to replace the 
automatic vents. The lines were 
then filled, venting manually. 
This worked perfectly. The 
circulating pump easily boosted 


(Please turn to page 110) 
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What's a Quality Heating Job? Any 


System that Works, 


RIVERDALE, N.J.—After read- 
ing the debate between Mr. Tidd 
and Mr. Emerick, I’d say they’re 
both right and wrong in some of 
their arguments. 

Mr. Tidd criticized the use of 
automatic air valves in hydronic 
systems. I have designed hot 
water systems where only one 
air valve is used throughout the 


Says Wholesaler 


whole system, and it works with- 
out any trouble. If the con- 
tractor would take the trouble 
to purge the system at the start, 
his air problems would be elim- 
inated. Purging a hydronic sys- 
tem of air will work 99 times out 
of a 100. 

Mr. Emerick mentioned that 


(Please turn to page 110) 





‘Old-Timer’ Says Air 
Vents Give Good Results 


PHILADELPHIA—Catching up on 
my reading after the holidays, I 
thought I’d tell you about the big 
bang I got out of the engineers’ 
debate in the December issue. 


slIt appears to me that Mr. Tidd 
is pushing the panic button in 
trying to throw the fear of God 
into the contractor on the use of 
automatic air vents. 

As an old-timer, I'll toss in my 


two cents worth and say “nuts” 
—I’ve used plenty of automatic 
air vents in my time with good 
results and haven’t run into all 
that stuff he mentions about cor- 
rosion, rusting and other grief. 

Maybe, as Capt. Emerick says, 
“He is outghosting his ghost.” 
I'll credit Emerick for a pleasant 
diversion with this rebuttal. If 
I win anything for this opinion, 
please send my check to Emer- 
ick’s favorite chairity. 

THe O.p-TIMER 

(Name withheld by request) 

















Goodness gracious, Harvey, you scared me out of 10 years 
growth, leaving your gloves in there like that!” 





New Jersey Reader 
Goes Along with Tidd 


(Continued from page 109) 
the system pressure enough so 
that at no time was there any 
sub-atmospheric pressure any- 
where in the system. 

Now, lets look at the various 
other points raised in the articles 
in the October and December is- 
sues of DE. 


=» The densities of the water in 
different parts of a system, such 
as shown on page 97 of the 
October issue, have so little effect 
compared with that of the cir- 
culator as to make consideration 
of it in locating the pump ab- 
solutely unnecessary. 

If one insists on locating the 
circulator on the supply piping, 
the 3-foot minimum — shown 
should be zero or the loop should 
be vented to the expansion tank, 
as should the ceiling main also. 
A check valve would then be 
necessary on the first connection. 
Placing the pump on the return 
would make this double venting 
unnecessary. 


#In hundreds of installations, 
this writer always placed the cir- 
culator on the return pumping 
into the boiler and never had 
the least cause for regret. Pro- 
per location of the expansion 
tank relative to the pump dis- 
charge should prevent any ap- 
preciable effect on the relief 
valve. 

If a system is so “tall” as to 
approach the working pressure 
limitation of a standard heating 
boiler, a boiler designed for 
higher pressures should be used. 
Large “tall” systems usually use 
converters with less pressure 
limitations, so that relief valves 
designed for pressures above 30 
psi are permissible. 


s As regards “inertia resistance” 
mentioned in the same article, 
possibly the author means what 
others call “velocity head.” For 
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most systems the velocity is four 
feet per second or less, cor- 
responding to a velocity head of 
0.25 feet—so little that it can be 
forgotten, and it always is. 


sContractor Smith, in the art- 
icle starting on page 100 of the 
October issue, completely mis- 
applied Table 1 on page 105. 
Such a table applies only to the 
net positive suction pressure re- 
quired at the pump to assure 
against cavitation (vaporization) 
in the pump when hot water is 
being handled. 

Anywhere else in the system 
the usual pressure-temperature 
relation holds. Water below 
212F will not boil where gauge 
pressure is above zero psi. 

To sum up, I go with Mr. Tidd 
practically all the way. Wherever 
possible—and this is most of the 
time—I’ve avoided vent valves 
on hot water piping. With one 


‘Any System That Works 
Is a Quality Job’ 


(Continued from page 109) 

in the use of a diaphragm-type 
compression tank “water logging 
of the tank won’t happen and 
the air becomes a gypsy in the 
system, always looking for a 
corner in which to take up resi- 
dence and block traffic.” If he'll 
check the instructions of the 
maker of these tanks, he’ll find 
they all say at least one air vent 
should be used in the system, 
preferably a high vent. 


aSo you see, there are some 
faults in both arguments, as 
would be the case if I were to 
write for one side or the other. 

The title of the debate is 
“What Makes a Quality Heating 
Job?” I may start another bar- 
rage, but I’ll say any heating job 
that works is a quality job. I 
have designed heating systems 
ranging from $600 to $2,000 for 
the average residence. In all 


special exception, I’ve installed, 
or called for, circulator location 
on the return, pumping into the 
boiler or converter. I’ve always 
pitched up to heating units and 
down to the boiler or converter, 
where feasible, on up-feed sys- 
tems. Except where mains are 
large, say above 2-inch, I’ve 
called for dead level piping. 
And wherever feasible, I call for 
the expansion tank at the “top” 
of the system. 


» Adherence to a few simple 
fundamental practices is all that 
is necessary for foolproof sys- 
tems. It has been said that “a 
little knowledge is a dangerous 
thing.” This is especially true 
about heating if the “little 
knowledge” is above and beyond 
the little really needed to handle 
practically any situation. 
MortTIMer LiFLAND 
Consulting Engineer 


cases the idea was to give the 
homeowners heat when and 
where they wanted it. 

You’d be amazed, however, to 
know that when you mention 
a low price to some people they 
remark “I don’t want a cheap 
job.” In that case all I do is 
start adding the gingerbread to 
the system, thereby bringing up 
the total cost. 

The system isn’t working any 
better than when I gave the low 
figure. It’s just like buying a car. 
It’s the basic car that takes you 
where you want to go—not the 
extras that bring your cost up 
by $1,000 or more. 

Again I say, let’s design sys- 
tems that work and forget the 
frills, unless, of course, the home- 
owner wants them. 

Lewis Dorian 

Vice President 
Butler Plumbing & Heating 
Supply Co. 


For Emerick’s reply to 
Lifland, see page 122 
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Pure Water Theme 


Will Spark May 
Push on Pumps 


Water purification problems are in the 
headlines. Use them to help your sales 
effort on individual water systems . 


THE MAN WHO SELLS water sys- 
tems has a “national issue” to 
back him up in his sales efforts 
this year. 

It’s the search for pure water. 
Householders are concerned 
about the threats to their water 
supply. They’re talking about 
pollution and they’re vitally in- 
terested in the means of purify- 
ing the water they drink, cook 
and wash with. 

Their interest has been made 
urgent by a flock of headlines 
which report beaches closed to 
swimming because of pollution, 
the disappearance of fish from 
their favorite angling sites, and a 
menacing increase in waterborne 
diseases. They’re horrified by 
newspaper articles on the pollu- 
tion of drinking water, profusely 
illustrated with microscopic an- 
imals that they imbibe in their 
drinking cup. 


= Now there’s nothing that the 
city or town dweller can do about 
his water source except maybe 
complain loud and long enough 
to get action, if it happens to be 
contaminated. But there’s plenty 
the householder who lives be- 
yond city water mains can do. He 
can have his own water source 
and he can keep it pure by use of 
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the equipment that’s manufac- 
tured to accomplish this job. 
This is where you come in. If 
your business area includes the 
rural or rural nonfarm, you have 
a great potential market in water 
systems—both as original instal- 
lations and as replacements. You 
have a great potential market in 
water conditioning equipment. 
And you have a great potential 
market in the plumbed in and 
other water-using appliances that 
an owner of a new, adequate 


water system so often needs. 

Let’s look at some figures. Ac- 
cording to the National Assn. of 
Domestic & Farm Pump Manu- 
facturers, some 70 percent of 
homes with private water sys- 
tems have units that are under- 
sized and should be replaced. 
About 4,746,000 systems in use 
today have been operating for 12 
years or more. And this doesn’t 
include the new market potential 
that’s created by the exodus of 
city dwellers to the suburbs. 

If pumps are old, you can be 
pretty sure they’re undersized. 
And if they’re undersized, you 
can be pretty sure that their 
owners don’t have adequate 
water using appliances or mod- 
ern kitchens, bathrooms, and 
heating systems. So the above fig- 
ures suggest comparable sales po- 
tentials in these other areas. 

May is Water Systems Month. 
As in past years, the NADFPM 





Bunis offers tips on 
selling water systems 


during May (page 182) 





is sponsoring a national cam- 

paign and has prepared promo- 

tional aids to help you celebrate 
(Please turn to page 182) 





FREE PLANNING BY 





WITH PLENTY OF 


WATER 


WATER SYSTEMS SPECIALISTS 


a NY WAITER SYSTEMS 
MONTH 





FULL-COLOR POSTER is one of 11 promotional pieces contained in the water 
systems kit available free from the National Assn. of Domestic & Farm Pump 


Manufacturers. 


How to get your copy is told in the story on page 185. 





Fourth article of a series: 





Would you rather be called a 


HYDROMECHANIC? 


New Name Will Improve 
Public Attitude: Morita 





Hono.tutu, Hawau—A dra- 
matic new name for plumbing 
would be the best thing that has 
happened to the plumbing indus- 
try in years. I am fully in favor 
of the whole concept. 

I believe that the impact on 
the public resulting from this 
sudden and drastic change would 
inject a new attitude and would 
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Plumbing Is Not Held 
in Low Esteem: Bridges 





Austin, Tex.—We have a re- 
action, all right, to the sugges- 
tion by a manufacturer in your 
November issue that the plumb- 
ing industry change its name. 

In the first place, we do not 
think the plumbing industry is 
held in very low esteem by the 
consumer, as the article implies. 
The industry may think so, but 


¥ 
be 
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Last November, we offered a prize 


for the best letter supporting or opposing 


a name change for the plumbing 


industry. Because of the many fine letters 


we received, several winners were 
named. Here they are... 


hasten the recognition of the fact that the plumbing trade is 
not limited to the installation of toilets and the unplugging 
of drains. 

Today, in the plumbing industry, the chief problem lies 
in the availability of qualified, above-average-I.Q. high 
school graduates to train as capable mechanics. Many people 
wrongly believe that the plumbing trade is suited for 
someone who is not fitted mentally for anything else. 

About a year ago, I made an inquiry at a local high school, 
just before graduation, as to whether there were any senior 
students with two years of high school math, one year of 
physics, and one year of mechanical drawing who wished to 
take up the plumbing trade. The person receiving my call 

(Please turn to page 114) 


statistics and surveys do not bear this out. If the industry has 
an “inferiority complex,” as some seem to think it does, it is 
in the minds of industry men, and nowhere else. 

I speak before hundreds of service clubs, church groups, 
ladies’ clubs and similar groups during the year. In most 
cases, a contractor arranges the program, introduces me, and 
takes part in the club’s regular activities. I have had a lot of 
inquiries into our industry’s charges, procedures, etc., but 
these have been couched in terms that did not indicate an 
“undesirable” image. These were qustions put by curious 
and interested people. 

The blunt fact is that all industries have a public relations 
job to do. This is a technical age, and the consumer finds he 

(Please turn to page 114) 
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Wou_Lp rou rather answer your 
telephone like this: “Jones Hy- 
dromechanics. This is Jones 
speaking.” 

Or like this: “Jones Plumbing 
and Heating. Jones here.” 

Since last November, readers 
of Domestic ENGINEERING have 
been debating whether the 
plumbing industry needs a new 
public image and whether the 
way to start is with a new name. 

At that time, we reported on 
a name change proposal made by 
Zurn Industries, a manufacturer 
of drainage systems. The Zurns 
believe hydromechanics more ac- 
curately describes today’s plumb- 
ing contractor than the word 
plumbing does. 


=Last fall, we also offered $25 
for the best letter (in the opinion 
of the editors) either favoring or 
opposing the name change. 

Our job of selection was a big 
one. We’ve received comments 
by the bushel, all of them inter- 
esting and provocative. Slightly 
more than half of the contractors 
and wholesalers believe a name 
change would help any unfavor- 
able image that exists. However, 
a strongly vocal group is in flat 
opposition. 

Our job of picking a winner 
was so big that we finally de- 
cided to give two first prizes, one 
to a writer favoring the new 
name, the other to a man oppos- 
ing it. We’re also offering second 
and third prizes ($10 and $5 each, 
respectively) for the best run- 
ners-up on both sides. 


« The first-place pro letter comes 
from Deen Morita, a plumbing 
contractor from Honolulu, Ha- 
waii. The winning letter oppos- 
ing the name change was written 
by William Bridges of Austin, 
Tex. Bridges is executive direc- 
tor of the Associated Plumbing & 
Heating Contractors of Texas. 
(Mr. Bridges’ letter has already 
appeared in our “letters to the 
editor” column, but, as a winner, 
it’s being repeated here.) enp 
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Industry Is Not Held in Low Esteem: Bridges 








(Continued from page 113) 
cannot possibly know all there 
is to know about everything— 
and how it works. Thus, ke must 
—like it or not—remain ignorant 
on some subject. It is in a field 
where his knowledge is lacking 
that we find a certain amount of 
suspicion—or at least the need to 
validate charges, claims made for 
equipment, and so forth. 

National surveys indicate that 
consumers generally distrust 
physicians, pharmacists, morti- 
cians and attorneys far more than 
plumbing contractors. The dif- 
ference in industries is that these 
other groups are doing some- 
thing about it through association 
work, rather than griping, com- 
plaining among themselves and 
trying to create an “alter image” 
through some wild proposal such 
as an industry-wide name change. 


There is a good deal to be done 
toward improving the industry’s 
public relations, we admit. There 
is a need for more speakers, and 
more and better films—less 
slanted toward products and 
more toward industry benefits. 

There is a need for more 
schooling for contractors and 
journeymen, for more apprentice 
training, and for better material 
for use by such programs. 


lic still wouldn’t know about it 
unless the industry did those 
things it refuses to do now. 

In summary: We don’t think 
the plumbing industry image is 
unfavorable at all. We do feel 
that more time, effort and money 
are necessary—in a coordinated 
industry drive, such as could be 
had through the Plumbing-Heat- 
ing-Cooling Information Bureau 
—to create a more favorable im- 
age, but changing the name of 
the industry (which not all par- 
ticipants would buy) is no solu- 
tion at all. The proposal deserves 
no more serious study than see- 
ing that the document which car- 
ries it hits the wastebasket, and 
doesn’t clutter the floor. 

WILLIAM BrIDGES 

Executive Director 
Associated Plumbing & Heating 
Contractors of Texas 


«But this costs money! It also 
takes time and effort. Therefore, 
many of our manufacturer 
friends find it easier—and 
cheaper—to advance some wild 
idea like changing the name of 
an industry. That’s far less work 
than trying to make some of our 
present programs operational. 
The only hitch is that, once 
the name were changed, the pub- 


New Name Will Improve Public Attitude: Morita 


tracting business; consequently, 
firms have to hire many unquali- 
fied journeymen. The results are 
unsatisfactory jobs, many call- 
backs, and shameful re-do’s and 
corrections. 

If we are to correct this bad 
situation, which will ultimately 
lead to bankruptcy, then it’s time 
we created an interest and chal- 
lenge among higher-I.Q. young- 
sters to become hydromechanics. 








(Continued from page 113) 
seemed astonished because of the 
requirements I'd set up. I believe 
that this incident reflects the 
public view of our trade. 

To entice capable young men 
to train in this trade, we should 
start by the elimination of the 
stigma which the public has as- 


school graduates pursuing this 
vocation. 

It is very true that today’s 
market is a “buyers’ market,” 
and that there seems to be no end 
to rising labor wages. To satisfy 
the “buyers’ market,” the rising 
labor wages, and also to improve 
contractors’ declining incomes, 


sociated for many years with the 
word “plumbing.” 


aI am certain that the changing 
of the public’s attitude and un- 
derstanding will be attained 
more effectively with the co- 
operation of the P.T.A., depart- 
ment of public instruction, trade 
unions and the plumbing con- 
tractor associations. As soon as 
the public recognizes that hydro- 
mechanics is a highly specialized 
trade, and in turn extends social 
recognition, I am certain that we 
will have many qualified high 
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many firms engage in a very 
risky supermarket type of con- 





Deen Morita 
Contractor 


P-H Industry Must Attract New Minds: Miles 


(2nd prize “yes” letter) 

Brockton, Mass.—The Zurn 
brothers are to be commended on 
their forward thinking, which un- 
doubtedly will result in improved 
trade identification and a new 
emphasis on the technical and 
scientific aspects that have been 
sadly ignored in the present so- 


called plumbing industry. 

It will be men with such vision 
and understanding who will be 
given the credit line in history 
for bringing a sick, but most im- 
portant industry to the more re- 
spectable position it deserves. 

Certainly the image of the 


(Please turn to page 117) 
Check 4-115-01 on Reply Card —> 
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Super Safetymix 


NON-SCALD 


NCW Cwowwmnd 


SAFETYMIX 


SHOWER VALVE 


This new luxury model keeps the whole family happy. 
Fingertip dials now control not only the exact shower 
temperature but also the volume you want. This elimi- 
nates scalds and chills. High style golden dial panel. Self- 
cleaning action. Easy-to-fix-as-a-faucet maintenance. 
Symmons quality guarantees Super Safetymix the 
simplest, finest shower valve ever made for safe, accurate, 
economical shower water control (with crystal-lucite or 
chrome lever controls). Write for the facts today. 


Gime aiesdinaie COMPANY 


446 C STREET, BOSTON 10, MASSACHUSETTS 











WELDBENDS 
The Newest Name in Weld Fittings 


*WELDBEND Fittings meet all ASTM A-234 
and all ASA B16.9 specifications. 


®WELDBEND Flanges meet all ASTM A-181 
Grade 1 and all ASA B16.5 specifications. 











CARLTON HAS A SINK 
FOR EVERY ROOM IN THE 
HOUSE 


If one of our 200 

different Carlton models 

and sizes doesn’t fit your 

specifications, we'll make your sink 

to order. Here are some sizes and models. 





Over-all | (left to right dimension first) Type 
Cat. No. Length Bowl Dimensions Drainboard 





$-3925 Rorl 39” 11-1/2” x 16-3/4" x 7-1/2” Single 
$-4225Rorl 42” 14” x16” x 7-1/2" Single 
$-4825 Rorl 48” 20” x 16” x 7-1/2" Single 
$-5425 54” 20” x 16” x 7-1/2” Double 
$-6025 60” 20” x 16” x 7-1/2” Double 
$-6625 66” 20” x 16” x 7-1/2” Double 
$-7225 Yo ad 20” x16” x 7-1/2" Double 




















Double Bowls applied to all tops from 60” to 120”, as stock items. 


Order directly through the Carlton Distributor in your neighborhood or 
send for our latest Carlton Sink Catalog LP 460 and price list today 
to the Carrollton Mfg. Company, Sink Division, Carrollton, Ohio 


| LOOK FOR THE STARS +-+-~++-++ TO TELL YOu IT's 


SCULLERY SINKS « INSTITUTIONAL SINKS « HOME SINKS * CUSTOM SINKS 
Check 4-116-02 on Reply Card 




















Check 4-116-01 on Reply Card 
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KEY-TITE, 


Seals tight, lubricates as it seals. For 
water, gas, low pressure lines. Safe for 
potable liquids. Pints, quarts, gallons, 
5-gallon cans; 500-Ib. drums. 


pivision or QCf inoustries | 


| 
NCORPORATED 


' 
Dept. AA-4, P.O. Box 2117, Houston, Tex, | 


KT 600IR 
Check 4-116-03 on Reply Card 
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P-H Industry Must Attract New Minds: Miles 





(Continued from page 114) 
“lowly plumber” operating out 
of an untidy, cobweb-filled base- 
ment or from a back-yard junk 
pile isn’t going to stimulate or at- 
tract young  mechanically-in- 
clined minds or inspire univer- 
sities or colleges to allocate staff 
and laboratory facilities to ac- 
commodate a curriculum without 
demand. It’s the creative brand 
of positive thinking that will give 
this age-old industry the proper 
perspective that’s presently so 
restricted and distorted. 


«Blame not the housewife, the 
department store clerk, the un- 
skilled laborer, or the multitude 
of lesser-paid crafts for looking 
down their noses at the modern 
day anachronism called _ the 
“plumber.” Many plumbers dress 
the part of Shakespeare’s image 
of this tradesman, and yes, think 
and plan in equally medieval 
fashion. The “hydromechanic” 
image could very well be respon- 
sible for the re-birth of the entire 
industry. 

The need for a new look in a 
clean pair of coveralls, with the 


Hydrodynamics More 
Accurate: Faggion 


(3rd prize “yes” letter) 

LansinGc, Micu.—I agree that 
we need a name change for the 
plumbing industry, but I prefer 
the term hydrodynamics. 

By definition, hydrodynamics 
covers all phases of the applica- 
tion of gases and liquids, where- 
as hydromechanics covers liquids 
only. The study of venting, or of 
the gravity flow of liquids, is just 
as much a part of the science as 
the study of the liquid itself. 

I daresay the problems which 
have occurred that have brought 
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word hydromechanic emblazoned 
thereon, has long been overdue. 
The change of identification of 
the plumbing industry is definite- 
ly an important first step. The 
term hydromechanics is without 
question a most excellent choice 
—easily understood, more ac- 
curate, all-encompassing, and at- 
tention-getting. 


s There will be the expected 
resistance, the anticipated argu- 
ments and criticisms, but the 
concept can prevail. 

In this fast-moving space age, 
we are in competition with many 
other engineering fields for the 
imagination, creativity and en- 
thusiasm of our career-seeking 
students. It is predicted that such 
a hydromechanical concept of 
our industry will place us in a 
much better perspective in en- 
couraging more interest, more 
participation in apprenticeship 
programs, more available educa- 
tion, and a higher level of recog- 
nition long overdue. 

If time would only permit it, 
it would be interesting to travel 
throughout our land, visiting 


down maledictions and abuse up- 
on a product or system have been 
due more to poor handling of the 
air (to allow liquid flow) than 
considerations that treat only of 
the liquid. 

If the truth were known, there 
are probably many businesses 
that turned out to be poor eco- 
nomic investments because of 
malfunction of their mechanical 
core. This usually is caused by 
poor venting of a system with its 
consequent slow drains, over- 


with educators, engineering soc- 
ieties, trade associations, manu- 
facturers, suppliers and other 
plumbing contractors, telling the 
story of our own self-improve- 
ment progress and emphasizing 
the need for expanding and im- 
proving our public relations 
through early adoption of the 
new concept. 


aWe are fortunate in having 
several graduate engineers and 
two registered professional en- 
gineers on our payroll. On a 
small scale, we can state very 
clearly and unhesitatingly that 
the technical and engineering 
background that has become part 
of our company identification has 
added immensely to the progress 
of our own business. Given prop- 
er support and appreciation, 
there is no question but that the 
hydromechanic image could truly 
be the means of arriving at the 
improved image our industry has 
been seeking all these years. 


# Your own journal of mechani- 
cal contracting, Domestic EncI- 
NEERING, undoubtedly can play a 
leading role in bringing this mod- 
ern concept about. 
DANIEL MILES 
Contractor 


flows and subsequent damage. 
I agree that the use of plumber 
or plumbing borders on antiq- 
uity, both as to definition and as 
to public acceptance of value re- 
ceived. In my experience, these 
terms also have a psychological 
effect upon the mechanic, inas- 
much as his thinking becomes 
restricted to “plumbing” and he 
does not transfer the knowledge 
of the industry or its components 
to other processes not involving 
(Please turn to page 170) 


Call him Santa Claus—he's still a plumber. 


For the 2nd prize “no letter, see page 171 





NO “NEW IMAGE” FOR US, THANKS 


This early Jenkins Catalog carrit 
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Seems nowadays practically everyone talks about “changing the image,” “creating 
a new corporate image” or “giving the product a more dynamic image.” 


There’s no such talk around Jenkins Bros. 


When it comes to valves, we’re as modern as tomorrow! But when it comes to a 


new corporate image, no thanks. Not for us. Our corporate image is nearly 100 
years old, and it still suits us just fine. Here’s why: 


We'll Keep our Old, 1869-Model “Image” — 
Our Business Friends Seem to Like It 


“A Fair Offer” was first published in 1869. 
Simple and forthright, it said that Jenkins 
Bros. wanted Jenkins Valves to be judged 
on performance, But — and this made the 
difference — not on performance in the 
average application, but rather in the very 
toughest one, Note that phrase, “the worst 
place you can find,” 


To us, it just naturally figures that the prod- 


® 


Yorndens Anos 


Jenkins Broa,, 100 Park Avenue, New York 17 


uct which asks for the hardest job, will also 
be better, longer lasting and more trouble- 
free in regular, run-of-the-mill applications. 
Makes sense, doesn’t it? 


At intervals we republish “A Fair Offer” 
just because it does make sense to so many 
of our customers and friends, It’s a useful 
reminder that products may change but high 
standards never go out of style, 


A FAIR OFFER 


If you will put a Jenkina Valve, rec- 
ommended for your particular aerv- 
ice, on the worat place you can find 

. Where you cannot keep other 
valvea tight — and if it ja not per. 
fectly tight or it doea not hold 
ateam, oil, acida, water or other 
fluida longer than any other valve, 
you may return it and your money 


will be refunded, 
Sertens roy 


2 famous A FAIR OFFER which has appeared in every catalog since 1869. 


Check 4-118-01 on Rep'y Card 
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THE GAS 4 INDUSTRY ANNOUNCES... 





S400 32 


32 2999: 











A MAJOR 


BREAKTHROUGH 
IN COOLING & HEATING 


ARKLA’S 


NEW 25-TON 
GAS CHILLER- HEATER 


Here it is—the revolutionary new Arkla 
absorption unit that heats and cools without 
a steam producing boiler or converter. Gas- 
fired burners in the generator section ener- 
gize the system for absorption cooling, or for 
heating. It’s the perfect system for modern 
year ’round gas air conditioning. 


INSTANTLY HEATS AND COOLS AUTO- 
MATICALLY < HEATS WATER WITHOUT 
A BOILER < COOLS WATER WITHOUT A 
COMPRESSOR <q REQUIRES NO LUBRICA- 
TION < SEALED FOR LIFE, REQUIRING 
MINIMUM MAINTENANCE <q MAINTAINS 
SAME CAPACITY FOR THE LIFE OF THE 
UNIT q@ HAS NO MOVING PARTS IN THE 
HEATING AND COOLING CYCLE <q FIRST 
MEDIUM OR LARGE TONNAGE AIR CON- 
DITIONER THAT HEATS. 


Truly revolutionary...investigate for your 
next building project the new Arkla DF-3000 
Gas-Fired All Year" Chiller-Heater. 


For details contact your local Gas Company. 
Or write Arkla Air Conditioning Corpora- 
tion, 812 Main Street, Little Rock, Arkansas. 

American Gas Association 


FOR HEATING & COOLING 
GAS IS GOOD BUSINESS! 


Check 4-119-01 on Reply Card 





THRUSH 
PRESSURE 


__ TANK 


AIR 
ELIMINATOR 


THRUSH iis ) i 
RELIEF £ 








RETURN 
a a THRUSH ZONE VALVE 





\ 
THRUSH 
FILLING 
VALVE 
CIRCULATOR 





With THRUSH Zone Valves 
One Thrush Circulator ( 


leuko J | THRUSH 
Serves Many Zones! ww, Zone vaALve 


Closes Tightly 
You. MAKE more money and you'll 


please more customers if you recommend and -~ owe = “ — — wes Valve, - 

install Thrush Zone Control on every hot water nest and mact sclentifically designed zene veive 

iesntin hess, Mune te ' ‘de indi for water heating or cooling systems yet devel- 
2 . Bae _— os “ ee 2 vd 1 - oped. There is no wasteful circulation when heat is 

vidual | eat control in eac apartment and less not needed. Prevents uncomfortable overheating. 

expensive than ever. One Thrush Circulator will 

now serve five or more zones when each zone has a 

Thrush Zone Valve, as the above layout illustrates. 


Original cost of multiple zone installations is greatly reduced 
through simplified piping, low voltage wiring and less labor. It’s 
the ideal zoning system for multiple occupancy buildings, motels, 
apartments, residences and especially valuable for split-level 
homes. See your wholesaler for more information or write 
Department A-4. 


Quality Hydronic Heating Specialties 


na. THRUSH « company 


¢ MODEL A THRUSH 
PERU, EO AtA WATER CIRCULATOR 


Check 4-121-01 on Reply Card 
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Who's Right in the Tidd-Emerick Debate? (consined jrom page 110) 


He Thinks Automatic 
Air Vents Are a Must 


RockvitLe, Mp. — As a field 
service trouble-shooter in the 
heating industry, I’ve had many 
opportunities over the years to 
experience difficulties and mis- 
takes made on heating jobs. 

Therefore, I read the debate 
between Mr. Tidd and Capt. 
Emerick with special interest 
and want to comment myself. 


sFirst of all, let me say that I 
have to go along with Capt. Em- 
erick and contractor Smith. I 
have yet to find a job that can 
stand without help from auto- 
matic float-type vents. If auto- 
matic vents are not included in 
the beginning, almost always it 
is necessary to add them later. 
Therefore it’s less costly to add 
them in the first place. 

Most good heating contractors 
I come in contact with know the 
true value of float-type vents and 
have used them for years without 
any difficulties. Never have I 
heard any contractor or heating 
engineer mention the kind of 
trouble outlined by Mr. Tidd or 
have I experienced Mr. Tidd’s 
theorized troubles. In fact auto- 
matic float-type vents have been 
a God-send to contractors. 


# One callback, after a job is fin- 
ished, costs the contractor a lot 
more than a couple of float-type 
vents do. So why take a chance? 
The vents are good insurance. 
When a homeowner or a main- 
tenance man is in trouble and in 
need of service, you’d be sur- 
prised at the things they blame 
on the boiler. Many times air is 
the only trouble. After bleeding 
and installing float-type vents, 
the result is—no more trouble. 
Experience is still the best 
teacher. So you see, it would 
take more than a good selling 
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job or an article in your maga- 
zine to change my mind about 
float-type automatic vents. I 
wouldn’t throw away my best 
friend, especially when nothing 
better has ever been offered. 

I’m not much of a letter writer 


but should this letter win any- 
thing, send me $35 worth of au- 
tomatic float-type vents—I have 
a couple of trouble jobs that need 
them now. 
NAME WITHHELD 
By REQUEST 


Emerick Replies to Lifland... 


Editor’s 


note: 


This is Robert Emerick’s rejoinder to 


Mortimer Lifland’s comments, which begin on page 106. 

“IT don’t see any basic conflict with Mr. Lifland’s thesis on 
what make a good and proper installation. But I don’t agree 
that the avoidance of air valves of any type is always de- 
sirable. Even he exempts from his dictum those radiators 
that are fed from below. In most of my heating jobs, this 
means 90 percent of the radiators. 

“It seems to me that these exceptions weaken the case 
against air valves quite considerably. I don’t think many 
contractors or engineers are likely to use air valves un- 
necessarily—but where we need ’em, we need ’em!” 

















tially toitinadalaa 





“Miss Prunee, do you know anything about the 
two floats missing out of this box?” 
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DEPTH OF SOLDER PENETRATION drastically affects the 
breaking load of the joint. When you have solder penetration 
of only one-third the cup depth of a %4” fitting, the breaking 
load will be approximately 2100 lbs. Solder penetration of the 
entire cup depth, however, raises the breaking load to approx- 
imately 7000 lbs.! 


Take a look at the edge of this page. Better still, 
tear it out and join top and bottom to form a cylin- 
drical tube. Now, look. The edge is pretty hard to 
see. And, so is the soldering clearance in a properly 
made fitting for copper tubing. The thickness of this 
page is approximately the same as the maximum 
clearance of .003” around a 4” through %4” fitting. 
If the clearance becomes just a little more than .001” 
greater all around, a proper solder bond becomes 
doubtful. The space is then getting too large for 
capillary action to carry solder the full depth of the 
cup. The difference between a NIBCO fitting and one 
that is too large may be almost microscopic, but it 
can be the difference between success and failure. 
Moral: ASK FOR NIBCO! 


SEND FOR FREE TESTER 
As shown at left, you can quickly determine whether 
soldering clearance is too great by using the NIBCO 
JOINT TESTER. If the tip of it can be slipped into 
the clearance between tube and fitting . . . something 
is wrong! To obtain your free NIBCO JOINT TESTER, 
mail coupon below. 


NIBCO INC. 
Dept. L-5504, Elkhart, Indiana 


Please send free NIBCO JOINT TESTER to check soldering 
clearances between tube and fittings. 


address 


city, state 


——————— 


Check 4-123-01 on Rep'y Card 
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FOR THE FINEST 
IN HYDRONICS, = 
SPECIFY BURNHAM 


For over 87 years, Burnham engineers have set the pace in the 
heating field. That’s why, today, the Burnham name is another word 
for quality in hydronic* heating. It’s a name you know and trust 
...80 be sure to specify Burnham in your next hydronic installation. 


BURNHAM 


BASE-RAY® is the very best in baseboard heating. It’s slim, smart 
looking ... yet hehe aed dent-proof because it’s all cast iron. It’s BASE ei R AY 
the kind of heating today’s customer wants . . . dependable, carefree, 

attractive. And now, BASE-RAY is available with damper for room- 

by-room temperature control. Easier installation saves you time and Pen eggs ee 
labor costs, too. Approved by FHA for Series Loop Installation. wii 

So in your next baseboard heating job, install the very best, install 


BASE-RAY by Burnham. 


BURNHAM 


HOLIDAY 

Here’s ahead-of-the-time gas boiler design. Burnham’s HOLIDAY 

GAS BOILERS gives you lifetime cast-iron construction, fuel-saving Vertical Flue 
Travel, handsome two-tone enamel jacket, lift-out burners, built-in 
tankless water heaters for hot faucet water in kitchen and bath, heavy 
glass wool insulation, finest automatic controls, A.G.A. approval. 
Available in the larger 70 series or the popular 61 series. You'll sell 
and satisfy your most demanding customers if you specify Burnham 
HOLIDAY in every new or modernization job. 


BURNHAM 
JUBILEE 
OIL 


Seven quality features make JUBILEE® a stand-out in the oil boiler 
field. You get wet base construction that permits installation on com- 
bustible floors, fuel-saving Vertical Flue Travel, all-copper tankless 
heaters for year ‘round hot faucet water, handsome baked enamel 
finish, eight models for water . .. seven for steam, exclusive two-piece 
combustion chamber and “JUBILEE-PAK” . . . shipped ready-to-go. 
That’s why, for profit and performance, you can’t top Burnham’s 
JUBILEE . . . the quality boiler for oil. 


*HYDRONICS: The science of heating with warm water 


For profit and performance, use Burnham in every installation. 


For new descriptive literature, write Dept. DE-41 


HEATING & COOLING DIVISION, 
ey IRVINGTON, NEW YORK 
First in the manufacture of baseboard heating 


Check 4-124-01 on Reply Card 


Domestic ENGINEERING, APRIL 1961 





Q.‘‘HOW DID THIS PIPING 
JOB GO, MR. SCHWARZ?” 


A."It was really 
a pleasure to work 


with SPANG pipe!” 


Spang Steel Pipe is expected to outlast the 
life of this beautiful new 525 Thayer Avenue 
Apartment Building, Silver Spring, Maryland. 


Architect: Edmund W. Dreyfuss, Washington, D.C. 


Mechanical Engineer: Shefferman & Bigelson, 
Washington, D.C, 


General Contractor: Arnold Perry & Associates, 


Silver Spring, Maryland 


Piping Contractor: Jack Schwarz & Son, Washington, D.C. 


Spang Distributor: E. G. Schafer & Company, 
Washington, D.C. 


“We never had the first bit of trouble 
with it.” Those are comments by Mr. 
Irwin Schwarz, secretary-treasurer of 
Jack Schwarz & Son, Washington, 
D.C. We interviewed Mr. Schwarz 
about the two Spang Steel Pipe in- 
stallations his company was making: 
the 37-unit 700 Sligo Avenue Apart- 
ment and the 74-unit 525 Thayer 
Avenue Apartment in Silver Spring, 
Maryland. 

Here’s what else Mr. Schwarz 
said: “We installed nearly three miles 
of Spang Black and Spang Galva- 
nized Steel Pipe. Each length was 
tested on the job site at 200 psi, and 


Nearly three miles of Spang Black and Spang Galvanized Pipe in 4%” to 5” diam- 


eter were installed in two Silver Spring apartments. Contractor reports a smooth, 


trouble-free installation. 


the tests turned out just as we ex- 
pected—fine! 

**Spang Pipe was used on all 
plumbing, vent lines and combina- 
tion air conditioning and heating 
lines. On these combination lines, 
temperature range goes from 40° to 
140° F; this calls for rugged pipe! 

“Spang Pipe threads nicely and 
bends and welds easily. It’s our con- 
sidered opinion that steel pipe is 
more economical than copper and 
performs every bit as well. Spang 
Steel Pipe is a good Grade A uniform 
product and should last as long as 
the buildings . . . probably longer.” 


‘ ? pee 
ARMCO National Supply Division 


Check 4-125-01 on Reply Card 


Want fast, trouble-free 
installations? 


Join Mr. Schwarz and thousands of 
other leading contractors who have 
found Spang Steel Pipe uniformity 
offers excellent working advantages 
and time saving jobs. Call your near- 
by Spang Distributor for service. 
Spang Steel Pipe is one of the many 
fine products produced by National 
Supply Division, Armco Steel Cor- 
poration, Two Gateway 
Pittsburgh 22, 

Pennsylvania. 


Center, 


Steel’s Symbol 
of strength, 
long life, 

and economy 





Contractor-wholesaler 


teamwork 


4@ is a byword for Morris Poster, 
president of Ridgewood Supply. 


a 
= How Often Do You Get to See 
ft a -™ Your Potential Customers? 


Here’s a “preventive maintenance” idea for waste disposal problems 


that gets contractors into their customers’ homes several times a year. 


The idea is adaptable to other service or maintenance usage, too 


Up TO THE CITY COUNTER of a 
New Jersey wholesaler last year 
came a contractor with an order 
for a chemical product that none 
of the countermen had heard of. 

The contractor said it had 
‘miraculously cleared up a cus- 
tomer’s clogged septic tank after 
other methods he tried had 
failed.” 

To Ridgewood Supply Co. 
president Morris Poster the con- 
tractor’s order naturally meant 
a quick check to track down the 
product. His contractor-custom- 
ers operate in a New Jersey-New 
York area that has a “local prob- 
lem” with the clogging of septic 


tanks, cesspools and drainage 
beds and he foresaw a wider call 


for it. 


But the contractor’s request 
also meant an opportunity to add 
another idea to the chain of serv- 
ices and helps that comprises 
Ridgewood’s “working partner- 
ship” with contractor-customers. 


= What Poster did was to evolve 
a preventive maintenance pro- 
gram called “Homeowner Serv- 
ice” that some 50 contractors 
now use. 

Basically it’s an arrangement 
with homeowners under which 
the individual contractor calls on 


THEY HELP DIRECT the Ridgewood operation: Sid Weinstein (left) is vice presi- 
dent and Sid Schulman is treasurer. Not shown is secretary Jules Weinstein. 
The firm does a $4 million annual gross from four branches and has approxi- 
mately 500 contractors on its books. It was founded in 1924, has 60 employees. 
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the homeowner about five or six 
times a year to apply the chem- 
ical as a preventive measure 
against clogged pipes, tanks, etc. 

The way Poster got home- 
owner service started demon- 
strates his thoroughness—and 
why so many of his programs 
are successful. 

With the contractor’s glowing 
product “testimonial” in mind, 
Poster purchased a small amount 

(Please turn to page 130) 


ONE OF THE CONTRACTORS who of- 
fers the homeowner waste disposal 
preventive maintenance service is 
Ed Pepling of Midland Park, N. J. 
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paid me 

for this 
testimonial— 
a hundred 
times” 


CERTIFIED 


i NITARY 
atk CONDITIONER? 


Mr. Louis E. Bake, Air-Conditioning Dealer,* says: 


“Selling with the A.R.I. Directory ts 
easier, faster, more profitable.” 


How profitable? Ask Louis Bake, who uses the ARI Directory regularly, 
finds it a big help in closing sales, and a major factor in his company’s 50% 
sales increase in 1960. 
‘‘When I show customers that the unitary system I’m recommending is listed 
in the ARI Directory, and certified under the program of this national asso- 
ciation, I add authority to my presentation. 
“T point out how the equipment is carefully rated under the Certification 
Standards, that this rating is subject to checking at any time by the Institute 
through an independent testing laboratory in New York. Result: I back my 
sales talk with the authority of the Air-Conditioning & Refrigeration Institute, 
give my prospects more confidence in what I say. 
“T thought selling with the ARI Directory couldn’t be beat—until I saw the 
new ARI Consumer sales piece, ‘How to Buy Central Air Conditioning.’ This 
is a must for any dealer who wants to tell his prospects the how and why of 
central air conditioning. It tells the full, technical story in words John Q. 
Public can understand, and helps any honest dealer sell a quality system.” 
Free copies of both the A.R.I. Directory and “How to Buy Central Air 
*Mr. LOUIS E. BAKE is Conditioning” are available from: 
Sales Manager of Cool-Heat 


alge sacar eiagpe AIR-CONDITIONING & REFRIGERATION INSTITUTE 


Washington, D. C. Department D-411, 1346 Connecticut Avenue, N.W., Washington 6, D. C. 


Check 4-127-01 on Reply Card 
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This pint-size package 


Crane’s new budget-price 


TEMPERATURE OF AIR OUTDOORS - 


COOL HOT 


CONSTANT 


72° 


INDOORS 


COOL HOT 


TEMPERATURE OF WATER IN SYSTEM 


automatically adjusts its 


(only 2 ft. tall) easily heats 


gas-fired boiler, the 
a seven room house. It’s 


heat output to outdoor 
Sunnyday-3, that 


weather conditions. Its 


Se : SS a 
it’s 100% factory assembled 
you can install it in a jiffy, 
even on wooden floors! 


that lap up more heat and 
transfer it instantly to the 
water inside. Because 


incredible efficiency comes 
from hundreds of fins cast 
integrally with the boiler 


m Now-—you can bid profitably on 
hydronic heating jobs... with a prod- 
uct that offers you a big new market- 
ing Opportunity in your area. m This 
amazing Crane Sunnyday-3 — com- 
pact, uncomplicated—saves time and 
labor on the job. It’s completely as- 
sembled and wired at the factory...in 
3 sizes—from 60,000 to 100,000 BTU 
capacity. m A man and a boy can 
carry it. . . install it quickly. Easily. 
Anywhere. Only 1-inch clearance is 
necessary. The 60,000-BTU 
Sunnyday-3, for instance, is just 
25%” high, 15%” wide. Yet does 
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the big work of regular boilers that 
bulk and cost far more. # Because 
it is specially designed, specially en- 
gineered for mass-market homes, it 
helps you bring luxurious, draft-free 
hydronic heat to home owners at just 
about the cost of an efficient warm- 
air system. It’s silent, a real fuel- 
saver and responds instantly to 
thermostat demands. m For more 
details on the revolutionary new 
Sunnyday-3 Boiler see your Crane 
wholesaler. Or write Crane Co., 
Plumbing-Heating-Air Conditioning 
Group, Box 780, Johnstown, Pa. 
Check 4-128-01 on Reply Card 


AT THE 
HEART 
OF HOME AND 
INDUSTRY 


ae a IES TS: 


CRANE 


VALVES AND PIPING 
ELECTRONIC CONTROLS 
PLUMBING 
HEATING « AIR CONDITIONING 
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the standard of 


UALITY 
~” EXCELLENCE 


H-8200 Series Compression Stop 

and Drain with Swivel Dome. 

Made of water works red brass, available 
for copper or steel pipe in a wide range 
of sizes. 


MUELLER Co. 
/ DECATUR, ILL. 


Factories at: Decatur, Chattanooga, Los Angeles 
In Canada: Mueller, Limited, Sarnia, Ontario 





Check 4-129-01 on Reply Card 
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How Often Do You Get to See 
Your Potential Customers? 


(Continued from page 126) 
of the chemical. It turned out to be a pine- 
scented clear liquid called Cloroben. 

A compound of chlorinated benzenes, it 
has been used fcr more than 20 years to treat 
waste and odors in public sewage systems. 
It’s relatively new to the residential market, 
however. The manufacturer says it works by 
cutting the growth of odor-causing bacteria 
and emulsifying grease and oily wastes. 

Poster gave samples of Cloroben to 10 of 
his contractor-customers and asked them to 
test it in the field. Within a few weeks, the 
results were in. All were favorable. 


eSince many of his contractor-custcmers 
operate in rural or semi-rural areas, where 
there are septic tanks, cesspools, etc., Poster 
immediately envisioned a good residential 
market for the product—and the contractors 
who would use it. He hit upon the home- 
owner service idea. 

His next step was to brief his employees on 
the product and his homeowner service plan. 
Then he arranged for product introduction 
seminars in the company’s four branches. At 


5 re ant, == ——= 2 these seminars, Poster’s preventive main- 
Fi eal > : | | tenance idea also was presented. 
65R-TC : | 

RATCHET | > | tures, ‘The maintenance program would 
THREADER i | | imbntibe cosy heading when Ge sewege 


system or whatever became grease clogged. 


q 


LST 
AAMAS 


In presenting the homeowner program to 
customers, Ridgewood salesmen pointed out, 
emphasis should be upon its safety-first fea- 


VMTISSTT 


WAY 


with new True-Centering Workholder 


«For contractors themselves, the Ridgewood 
salesmen outlined four main advantages of 
the plan: 

1. The contractor no longer has to wait for 
One set of dies threads 1”, 114”, 1%" and 2” pipe a plumbing or heating emergency to call on a 
and conduit ...no dies to change. « Fast-to-set, customer. These regular visits enable him to 
True-Centering Workholder centers dies for true establish better and closer relations with his 
threads every time « Easy adjustment for accurate | ips ap anit 
“drip” threads ¢ It’s jam-proof... automatic kick- | 2. Thou Oe pation Sian, She eee 
out— prevents jamming. eeuesers has an opportunity to see the nigel 

tomer’s plumbing and heating facilities. He’s 

FRIEBERIED 65-RC with Cam-Type Workholder Also Available. | in a better position, therefore, to make rec- 


ommendations for the repair or replacement 

Call your Distributor today. For your convenience, | of p-h equipment. 
he maintains a complete stock of 
FRIGID Work-Saver Pipe Tools and parts! 


Gives Better Threads Faster 4 Ways! 


Here's Why: 


3. Customer confidence in the plumbing 
contractor is built up through continuing 
trouble-free functioning of the waste disposal 
system. 

4. The service maintenance program means 
a new and profitable business for the plumb- 


ing and heating contractor. 
Check 4-130-01 on Reply Card 
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What’s been the progress of the home- 
owner service program? 
In addition to the 50 practicing contractors, 
nearly 300 others in the Ridgewood business 
area have tested the chemical in the field. 
Poster is confident that many of them will set 
up their own maintenance services. 
At present, the tie between contractors of- 
fering the maintenance service and their cus- 
tomers is a verbal agreement in most cases. >i rs } CS 
It’s generally more acceptable to the rural ® 
customer who “doesn’t like to sign things,” 


Poster explains. He adds somewhat face- HEAVY-DUTY 


tiously that the oral agreement also has an PIPE 
advantage in that “it doesn’t expire and call 
for a renewal.” 


(Readers interested in getting more in- CUTTE Rs 


formation about the chemical mentioned in 
this article may have it by writing to DE.) 


give faster, 
= Recently, the wholesaler also set up the 


= 
Ridgewood Finance Co. to make it easier for straighter 
contractors to sell under time-payments. cuts 
Wholesaler-contractor teamwork is an old 
story with Ridgewood, which has a history 
dating back to 1924. Whether or not this 
teamwork is the cause, that history has been 
one of success. 
The company has 60 employees and four 
branches, the main one in Ridgewood, N. J. 
Others are in Passaic and Bergen counties, 
both in New Jersey, and there’s one in New 
York state’s Rockland county. END 


Five Sizes 
for ¥e’’ to 6”” 


Pick up a RIGID Heavy-Duty Pipe Cutter, and you'll 
instantly know why it makes pipe and conduit cutting 
far easier. Perfectly balanced . . . gives you a feel of 
confidence no other cutter can match. See the extra- 
long shank that protects handle threads . . . assures easy 
pressure application. Feel the large, smooth handle that 
gives you a comfortable, powerful grip. Try it, and 
you'll find a built-in cushion to keep the cutter wheel 
“on track” through hard or uneven spots. Rugged 
frame, guaranteed not to break or warp, stays straight 
for clean cuts every time. 


You'll Want a RIZAID 
4-Wheel Pipe Cutter 
for Work in Tight Places! 


Call your Distributor today. For your weneilinn, he maintains 
a complete stock of RIGA1D Work-Saver Pipe Tools and parts! 





“| said . . . if I‘’m ever lost in the desert, 
| hope I'm with you!” 


Check 4-131-01 on Reply Card 
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Mr. Paul E. Grunau, center, talking over an installation problem with Mr. Morton R. Spence, left, of Rundle-Spence, National 
Tube Distributor, and Mr. Leslie Smith, National Tube’s representative in Milwaukee. This type of round-table discussion 
indicates the close relationship between contractor, National Tube Distributor and National Tube. 


"We had only 14 hours “We got this emergency job late at night,”’ says Mr. Grunau. 


“Yet, our National Tube Distributor, the Rundie-Spence Company, 
gave us immediate service. But our National Tube Distributor 


to repair a cooling system is always ready for critical situations. He keeps two trucks 


on a stand-by basis, and there’s a four-man crew on 15-minute 
call seven days a week. 
and save $100,000 


‘ a “‘Rundle-Spence offers expert engineering and technical 

in perishable foods— advice, constantly feeds us new product information, and is a 
single, complete source of steel tubular products. We also 
know that our National Tube Distributor has a wide range of 
available pipe sizes—14-inch to 24-inches. We’ve standardized 


our National Tube Distributor on National Tube products for all piping installations, because 


they’re the finest tubular products in the world.” 


s . © 

helped us finish the job Why don’t you combine the fast, dependable service and 
; technical assistance of a National Tube Distributor with 
in 12 hours ” USS National Steel Pipe? The next time you need top-quality 

’ steel pipe for plumbing, heating, power or air-conditioning 
applications, see your local National Tube Distributor. 
says Mr. Paul E. Grunau, Secretary-Treasurer, Paul J. Grunau Company, USS and National are registered trademarks 
Mechanical Contractors, Milwaukee, Wisconsin 





National Tube 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
United States Steel Export Company, New York 


Check 4-132-01 on Reply Card Check 4-133-01 on Reply Carc—> 
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Gems from Price Pfister’s 


CROWN JEWEL /inc of 


DECK FAUCETS... 





mrmg re ny E 
, 








BRASS MFG. CO. 


DUNKAN- Me 


HELPS 


CONSULTING ENGINEERS 


ARCH 


ITECTS 


CONTRACTORS 


WITH INSTANT SUPPLY 


NOW ...Hot Water Specialties ..... 


FROM RECOGNIZED WHOLESALERS ONLY 


IMPORTANT MAIL FOR V.IP.’s 


Recently, wholesalers received several important communications from Dunham-Bush 
announcing a drastic change in distribution policies. Effective February 1, 1961, all orders for 
hot water specialties, A-5 and A-9 centrifugal pumps and four and six inch converters must 
go through recognized heating, air conditioning and refrigeration wholesalers. 

Dunham-Bush, is shooting the works to make this new policy profitably successful in your, 
the wholesalers’, behalf. The complete package has been sent to you including 
price lists, discount information, etc. 

At last a major brand, long-line manufacturer has teamed. up with wholesalers and the 
response has been tremendous. Your analysis of Dunham-Bush wholesale policy mailings will 
demonstrate that here are highest quality brass goods at lower prices; pumps with ratings 
and performance that can't be matched; stellar performing steam converters backed by over 50 
years of Dunham-Bush heat transfer experience. 

IF you haven't acted yet, IF these mailings have missed your desk, then by all means contact 
Department HP, Dunham-Bush, Inc., 179 South Street, West Hartford, Conn. 














Check 4-134-01 on Reply Card 
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... Centrifugal Pumps... Steam Converters 


FROM RECOGNIZED WHOLESALERS ONLY 


AND MORE “SALES-SOCK” STOCKING OPPORTUNITIES 


Heating and refrigeration wholesalers may also selectively stock other 
‘one source—one responsibility’’ Dunham-Bush products. These include: 
steam specialties, unit heaters, condensate pumps, radiation, 

baseboard, cooling/ heating units, etc. All are choice wholesaler items. 


DUNHAM-BUSH, INC. 
WEST HARTFORD 10, CONNECTICUT, U.S.A. 
SALES OFFICES LOCATED 


IN PRINCIPAL CITIES 














Check 4-134-01 on Reply Card 
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CELLAR DRAINER 
MOTORS 
set the standards for 
































Profits Depend on Performance... 


Insist on Franklin Submatics on the pumps you 
sell. Your customers deserve the performance these 


a Submatic features assure. 
Sump pump applications demand 


reliability. Franklin Submatics e Operate In-and-Under Water 
assure dependable performance. e Corrosion-Resistant Case 
e 100% Enclosure of Vital Parts 
No Lubrication Maintenance 
Integral Power Control 
Easy-Adjust Cutout Level 


Franklin’s Submatic outer case actuates built-in pump 
control... unhampered by dirt in the pit. 


Submatic-Powered 
Pumps Install Completely 
Below Floor Level. 














ae floats, weights, elec- ~ - ae 2 Electric . e:, inc * 


trodes or diaphragm switches are 


BLUFFTON, INDIANA 
not necessary. 


Check 4-136-01 on Reply Card 
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Three years from now will YOU be saying... 


where was I 
when the 
soft water 
boom hit? 


by James L. Bruner, Vice President, Bruner Corporation (makers of The Empress Water Softener) 


Johnny Unitas, the famous pro 
footballer, once tried to get a job 
with the Pittsburgh Steelers. It’s 


reported that he was 

turned down because 

he wasn’t big enough! A 

year later he was star- 

ring for the Colts, on 

his way to becoming an all-pro quarterback. 
Opportunities are always hard to fore- 
see, including the ones that turn up in the 
appliance business. They often don’t look 
“big enough.” Thirty years ago it was 
radio. Ten years ago .. . TV and clothes 
dryers. Five years ago... hi-fi. Who made 
a fortune on these items? A tiny fraction 
of the people who had the chance to do so! 
Now, in the Soaring Sixties, the Ameri- 
can housewife is offering the greatest pre- 


sold market in history. She wants—she needs—she’s 
soon going to demand a water softener. For a decade, 
she’s been exposed to a billion-dollar advertising cam- 
paign directed at the benefits of softening agents in 
soaps, detergents, etc. Soft water does mean cleaner 
clothes, soft hair, wash-day economy, easier house- 


work generally. 


That’s why it’s so important that you realize that 
(1) This market is pre-sold. (2) You have the key to 
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The New Fully Automatic 
Bruner Empress 


—_-—— — — — -— -— -— 4 


Check 4-137-01 on Reply Card 


LEARN THE 
EMPRESS 
PROFIT 
STORY 
NOW! 


Send this coupon 


new, easy profits in the world’s most revolutionary 
water softener . . 


. the Bruner EMPRESS! and (3) 


You are Bruner’s only sales outlet! 


NO OTHER COMPETITIVELY- 
PRICED, LUXURY SOFTENER 
CAN CLAIM SO MANY 
SELLING FEATURES! 


Totally automatic 

Beautiful, appliance styled cabinet 
Easily financed (FHA) 

Needs only 20 minutes’ attention a year 
Dial soft water needs, big or small 
Recharges itself nightly 

Operates for a penny-a-day per person 
Good Housekeeping Seal 


BRUNER Corporation 


Div. of Hagan Chemicals & Controls, Inc. 
4767 North 32nd Street 
Milwaukee 9, Wisconsin 


Please send me, FREE, full information on 
the Bruner EMPRESS Profit story. 


Name 





Address 








sales? 


at the consumer level?” 





‘‘What can an industry do when the 
manufacturing capability is 50 per- 
cent greater than the present level of 
Cut down production at the 
manufacturer level? Or inerease sales 


This was the provocative question 
raised recently by Cary Wilson, vice 
president of sales for Modine Mfg. 
Co., during a seminar on industry 
marketing practices. For his com- 
pany’s answer, see the article below. 








Manufacturer Holds Marketing Seminar, 
Sizes Up Contractor, Wholesaler Needs 


OF WHAT DIRECT IMPORTANCE is 
it to the contractor or wholesaler 
when a manufacturer makes a 
major change in its marketing 
policy? 

In what ways, if any, can the 
basic needs of contractors and 
wholesalers influence the manu- 
facturer’s actions? 

These questions certainly are 
not new to our industry, but they 
took on a new interest and 
dimension recently when the 
Modine Manufacturing Co. (of 
Racine, Wis.) announced a radi- 
cal change in its marketing pro- 
gram and the reasons for it. The 


\ 
: \ a 


change brings the stocking 
wholesaler more strongly into 
the sales picture and at the same 
time recognizes that the whole- 
saler remains merely a medium, 
albeit a vitally necessary one, 
through which the contractor 
who makes the final sale, and the 
contractor’s customers, can be 
reached. 

This last point was reiterated 
last month at a marketing prac- 
tices seminar held in Chicago. In 
attendance were representatives 
from the contractor, wholesaler, 
manufacturer, advertising and 
business press levels. Those in 


attendance are pictured below 
and on page 142. 

(Modine is a major manufac- 
turer of air conditioning products 
for the non-residential and apart- 
ment house building markets.) 

Formerly, Modine sold to both 
contractors and wholesalers, de- 
pending upon the size of the in- 
dividual job and how it was be- 
ing handled in any local situa- 
tion. Now it sells to stocking 
wholesalers exclusively. Only 
some complex engineered prod- 
ucts, generally custom-built, are 
exempt from this rule, and con- 

(Please turn to page 142) 


MARKETING SEMINAR: Taking part in the Chicago meet- 
ing were (clockwise, starting in foreground) Al Junion, 
Modine rep.; Paul Kroeschell, Chicage contractor; Leo 
Glascock, Modine sales manager; Joe Baldwin, Chicago 
contractor; Fred Alexander, Modine’s ad agency; Art 
Swartz, Modine ad manager; Oliver Johnson, DE; Jim 
Purnell, DE; Len Rosengren, wholesaler (Columbia Pipe 


138 


& Supply), Chicago; Manny Du Chateau, wholesaler (WB 
Supply Co.), Chicago; Cary Wilson, Modine vice president 
of sales; Ed Teske, executive secretary of the Chicago 
Mechanical Contractors Assn.; Ed Dostal, executive secre- 
tary of the local chepters of the Chicago and Milwaukee 
Better Heating-Cooling Councils; and Bill Carpenter, Mo- 
dine’s ad agency (Klau-Van Pietersom-Dunlap Inc.). 
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PARTNERS IN PROFIT 


At left, Eric Wellisch, Gerber factory representative, en- 
joys Hi-Fi in the home of Paul E. Nussbickel, Vice President 
of N and S$ Supply Corporation, Fishkill, New York. 





ae 


“Speaking of records, Paul, how does 
your record for Gerber sales 
stack up against other full lines?” 


“That’s easy, Eric. Our plumber customers report that Gerber 
quality “extras” help them close the sale every time. They get 
steady volume and full profit with Gerber—a record you can’t beat!” 


<a 


<n OR 4 tune o- 

‘S” Guaranteed by 

Good Housekeeping } ~ 
\ 


my § >} / fe —~f f i 45 aoventi “ 
S o/h F) | | 
QS 


Va 
Cast /ron Enamelware Vitreous China Brass Stee/ Enameiware Shower Staitis 
"Plumbing Fixtures for The Mighty Middle” 


Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, Illinois 
5 Factories: Kokomo, Ind., Woodbridge, N. J., Delphi, Ind., Gadsden, Ala., West Delphi, Ind. * Export Div.: Gerber Int'l. Corp., 500 Green St., Woodbridge, N. J. 
Check 4-139-01 on Reply Card 





ROPE SEALED, 
HYDRO-WALL DESIGN 


Combustion area is com- 
pletely water-backed—top, 
sides and bottom. This con- 
struction results in lower 
boiler height, reduces heat 
loss through bottom and 
permits installation on any 
type of floor. Sections are 
not face ground and boiler 
is made permanently gas- 
tight with an asbestos rope 
seal. 











INTEGRAL FLUE GAS COLLECTOR 


A horizontal flueway is cast into the sections 
and acts as a flue gas collector—eliminates a 
separately installed collector hood— permits a 
straight-through connection to the chimney. 


BURNER WITH 
MOUNTING COLLAR 


Blast tube of the 
burner passes 
through the mount- 
ing flange opening 
and is correctly posi- 
tioned in the boiler 
by the flange collar. 





No. 62 with extension jacket 


INTRODUCING THE WEIL- Mc LAIN "62 on BOILER 


...another achievement in styling, performance, easy assembly 


A genuine advance in cast iron oil boiler design...for greater efficiency ...space- 
saving compactness...easier maintenance...faster installing. Weil-McLain Nos. 
B-62 and P-62 Oil Boilers are especially distinguished by the integrated design 
of burner, combustion chamber and boiler which assures most efficient utiliza- 
tion of fuel. 





Other features include top cleanout openings for easy cleaning of the flueways, 
Easy-Fit pump hook-up kit, wiring harness and optional tankless water heater. 
A new method of paletting permits P-62 ‘‘Package’”’ boilers to be placed in exact 
spot desired before removing the pallet. 


No. 62 Boilers are shipped with insulated flush jackets but can be provided 
with an extension for complete enclosure. 











No. P-62 


Factory assembled 
with burner, com- 
| bustion chamber, 
| wiring harness, con- 
trols, circulator and 
pre-formed return 
pipe. 


CORRECTLY POSITIONED 
COMBUSTION CHAMBER 
Lugs on both sides of the pre-cast 
combustion chamber fit into recesses 
between sections, automatically plac- 

ing it in the correct position. 


No. B-62 
Furnished ith 
burner, combi stion 
chamber, wiring 
harness and controls, 


























Send for Bulletin C-307 


WEIL: McLAIN WEIL-McLAIN COMPANY 


BOILERS- RADIATORS Incorporated 
MICHIGAN CITY, INDIANA 


Address literature requests to Dept. A-41 
Check 4-140-01 on Reply Card Check 4-141-01 on Rep'y Card —> 
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Ly) LINE PIPE IN ACCORDANCE WITH AMERICAN PETROLEUM INSTITUTE SPECIFICATIONS 


Marketing Seminar ... (continued ) 


“WE DECIDED IT WOULD BE more economical to sell our products 
through stocking wholesalers instead of direct, and that this 
would also offer better service to contractors,” said Cary Wilson 
(right) at the recent seminar on marketing in Chicago. Wilson 
is vice president of sales for Modine Mfg. Co. Beside him are 
two Chicago wholesalers, Len Rosengren and Manny Du Chateau. 


“THE GOOD MECHANICAL CONTRACTOR wants to install 
quality rather than competitive products whenever pos- 
sible,” contractor Joe Baldwin (right) said at the seminar. 
“But that’s especially true on big jobs, on which we stake 
so much of our professional reputation. We’re against 
planned obsolescence in heating and cooling products.” 
His listener is Leo Glascock, Modine sales manager. 


“THE SPECIFYING ENGINEER also figures impor- 
tantly in our new marketing plans,” said Art 
Swartz (right), Modine ad manager. “We feel that 
if we advertise our product benefits to him, he’ll 
specify our product and stick to it.” With Swartz 
is Fred Alexander of Modine’s advertising agency. 


“THE MANUFACTURER’S CONSUMER advertising generally 
tends to stress the importance of quality products. That's 
fine, but it should also emphasize the importance of hav- 
ing the product installed by a qualified heating contrac- 
tor,” said Ed Teske. He’s executive secretary of the 
Mechanical Contractors Assn. of Chicago. At his left is 
Ed Dostal, secretary of the Chicago and Milwaukee BHC’s. 


“PLANT ENGINEERS must be 
sold on the idea that inplant 
maintenance work should be 
contracted out. In many cases 
this would mean that old equip- 
ment presently being patched 
up, such as hot water unit heat- 
ers, would be replaced instead. 
Manufacturers should help -con- 
vince plant engineers of this,” 
contractor Paul Kroeschell said. 


142 


(Continued from page 138) 
sideration is being given to in- 
cluding even these products un- 
der the new policy. 

Cary Wilson, vice president of 
sales, said that Modine made this 
switch, which went into effect a 
couple of months ago, because 
“we came to the conclusion that 
selling through wholesalers is 
more economical to the manufac- 
turer and increases his market 
range, while offering better serv- 
ice to the contractor.” 

At the same time, however, 
Wilson points out, “we recognize 
that we are now dependent upon 
the wholesaler through whom we 
reach our ultimate customer, the 


contractor. Formerly, when we 
sold direct, we depended upon 
no one but ourselves.” 

Out of this recognition of the 
wholesaler’s key role in the sales 
picture came a nine-point pro- 
gram for wholesalers that was 
three years in the making. It in- 
volves, in addition to Modine’s 
new distribution policy, the 
means by which the wholesaler’s 
own business is helped—freight 
allowances, discount structures, 
incentive programs, local sales 
assistance, completeness of line, 
personnel training and merchan- 
dising programs. 

With its wholesaler and engi- 

(Please turn to page 146) 
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WILL YOUR CUSTOMERS STILL LOVE YOU IN 1966? 


Five years from now, will your air conditioning customers 
still be as satisfied with the equipment you're selling 
today? Or will they be disillusioned by poor performance 
and the high cost of operation and maintenance? 
There’s one sure way to keep your customers’ affection 
—and keep your own cost of servicing low—and that’s 
to install quality equipment . . . Chrysler equipment. 
You can’t put a price tag now on the extra value 
Chrysler’s 25 years of air conditioning experience adds 
to every unit. But you can see the quality engineering 
features standard on Chrysler equipment for which your 
customers normally pay extra. And in 1966, you’ll be 
able to compute the money you’ve saved on service calls 
. .. and count the Chrysler compressors that didn’t fail. 
One more question to ask yourself: Will the manu- 
facturer of your present line even be in business five 


years from now to supply parts and servicing? You know 
Chrysler will! 


You owe it to your future profits, and your customers’ 
confidence, to get the full story on Chrysler air condi- 
tioning and furnaces. Call your local Chrysler Distributor 
... today! 


HRYSLER 


AIRTEMP 


Chrysler Corporation, Airtemp Division, Dept. AW-41, Dayton 4, Ohio 


Ss an 


ae 


a 


Check 4-143-01 on Reply Card 
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Consistent 


TOP 
QUALITY 


Performance 


THROUGHOUT 
THE YEARS 


SHERWOOD'S 
No, 86-A 
ONE PIN 
ASSEMBLY 

Manufactured Only by 


SHERWOOD BRASS WORKS grate tescitsets 
6331 E. JEFFERSON DETROIT 7, MICHIGAN chain anid eek oman 
Established 1903 


ORDER SHERWOOD 
BALL COCKS FROM 
YOUR WHOLESALER 


Check 4-144-01 on Reply Card 
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Theodore MonteSano (right), Sec'y-Treasurer of MonteSano and Company, Inc., on a job site with Robert H. Smith, his Dodge Representative 


‘75 to 80° of our business 
comes directly from Dodge Reports’ 


"Sinee our fivat vear, 19454, our volume has multi in areaa adjacent to cities, Even amall industries are 


plied almoat seven timea, And we ean trace three developing in there areas, close to accessible labor 
quarters of thia inereage—or more=to joba we were supplies 
informed about through our daily Dodge Reporta.”’ 


‘We've been active in this development, While it's 
So ataten Theodore MonteSano, founder of a thriy 


a highly competitive situation, by working carefully 
ing firm of mechanical contractors in Little Falla, N. J with Dodge Reports, we've been able to keep abreast 
“We couldn't operate without Dodge,” says Mt of it and see our business grow,” 


MonteSano., “In facet, we subseribed to the service six Dodge can help you build your business, too — for 


months before actually going into business, and con only a fraction of the profits they'll help you earn 
sider that those six months of study contributed Send the coupon for further information, Or consult 
greatly to our success your phone directory for the Dodge office nearest you 

“T studied several methods of gathering building 
information, and concluded that Dodge Reports are 
fastest, most accurate and most economical. Reports iva TS a ere ee 
F. W. DODGE CORPORATION 
Construction News & Statistics Div., Dept. DE-41 
119 West 40th Street, New York 18, N. Y. 


on bids submitted one day arrive in our office in the | 
next morning’s mail.” | 
As the suburbs have grown so has the need for more | 
construction of schools. hospitals and public utilities | I'd like to receive your free booklet, “How to Get More 
Business in the New Construction Field” and details on 
| how Dodge Reports can help me increase volume and 
eo. w. e60ee | profits. 
Name __ 
l 


Company 


reports 


CORPORATION 119 W. 40th St., New York 18, N. Y. 


Address __ 


I DODGE 


City 








Check 4-145-01 on Reply Card 
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Marketing Seminar 


(Continued from page 142) 
neer programs well off the 
ground (Modine is also concen- 
trating heavily on the specifying 
engineer market), the company 
is now taking a closer look at the 
key role played by the contractor 
in the marketing picture. 

“Our big problem,” said Wil- 


son, “is how are we going to in- 








Y 








Underside view show- 
ing exclusive corner 
construction which 
gives ‘“‘all around the 
corner’ support and 
rigidity ... 

No chance of rim 
puckering or wrinkling. 


View showing how Vance 
Uni-Seal Sink clamps to 
counter, giving all around 
pressure sealing. 





crease our penetration of exist- 
ing markets and develop new 
ones to improve the ratio be- 
tween productive capability and 
sales? Obviously, the contractor 
is the man who must play a big 
role in doing that job.” 

As part of the extensive re- 
search Modine has undertaken to 
find out what the manufacturer 
can do to work most effectively 
with contractors by answering 


he New 


vance [| JNTT-SEAL 


S; 
S<mrergmine LINE Ox 


STAINLESS 
STEEL a 


og N 


Patents 
Pending 


embodying the new— 
“all around the corner’’ sealing and tighten- 
ing feature. Vance’s exclusive all-welded, con- 
tinuous uni-seal feature gives you all these 
advantages: 

1. Tighter seal all around—not just at sides. 

2. Reinforced and completely sealed corners. 


3. The welded under-support around corners AND 
edges gives extra strength to the entire sink. 
4. Installation easier—at less cost. 


5. Greater customer satisfaction due to better 
appearance—greater ruggedness. 


Available in all present Vance Models, including 
the new “Compact” size sinks, type 302, 18 and 20 
gauge and type 430-20 gauge. 


Specify a Vance Uni-Seal Stainless Steel Sink 
on your next job and see for yourself 


Write for details 


ANGE INDUSTRIES, INC. ial 


7403 W. WILSON AVE.¢ CHICAGO 31, ILL. 
Check 4-146-01 on Reply Card 


146 





their basic needs, the afore-men- 
tioned seminar was held. The 
“question before the house” was: 
What can a manufacturer do to 
help the heating contractor im- 
prove his marketing and installa- 
tion practices in the new and re- 
placement fields for non-residen- 
tial buildings? 


s Here’s a summary of what the 
men around the seminar table 
had to say: 

1. Provide the contractor with 


' a quality product—one that will 
| last, rather than one that falls 
| into the “planned obsolescence” 


category. Big-job products should 
be designed primarily for quality, 
not just price advantage. 

2. Back up the product to be 
sure it gains and keeps a good 
reputation. For instance, if a unit 
develops trouble that the con- 
tractor cannot cure, be prompt in 
offering technical advice or, if 
necessary, sending out help. 

3. Be selective in choosing 
wholesalers, who, in turn, should 
be selective in choosing contrac- 
tors. This should result in a fur- 
thering of mutual trust, avoid- 
ance of excessive price competi- 
tion and help insure quality in- 
stallations and maintenance of a 


| quality product. 


4. Keep your sales channel 
clean. That is, don’t sell direct to 
the contractor, and don’t allow 
the wholesaler to sell direct to 
the plant engineer or builder. 


a5. Work with wholesalers on 


| the idea of offering special serv- 


ices to contractors. This might 


| include meetings to give special 


emphasis to technical problems, 
offer selling tips and make cer- 
tain the contractor is familiar 


| with the complete line. At the 
| same time, be certain accounts 


aren’t overserviced. That is, 
when a call is made, let it be for 
a definite purpose. Have some- 
thing to offer the contractor, 
rather than waste his time by 
“just stopping by.” 

6. In advertising to the con- 
sumer, be sure to mention that 


| they should have the installation 
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made by a qualified heating con- 
tractor, just as you tell the con- 
tractor to see his wholesaler. 

7. Advertise in business pub- 
lications read by the contractor 
to keep him posted on what you 
are doing to help him, and what 
your product line has to offer. 

8. Advertise and promote your 
line of products to the specifying 
engineer. One good thought 
along this line, the men agreed, 
is the message currently used in 
the manufacturer’s ad in ACTUAL 
SPECIFYING ENGINEER—‘Be sure 
what you specify and stick to it.” 


#9. Help convince plant engi- 
neers and others at factories with 
full-time maintenance crews that 
it would be cheaper and better in 
the long run to contract out 
plumbing and heating work. 
Ways of doing this might include 
advertising in publications dir- 
ected to the plant engineer, hold- 
ing training schools for contrac- 
tors on how to obtain this busi- 
ness, and, possibly, promotional 
drives similar to the one held in 
Detroit. (A report of this pro- 
gram titled “How Detroit Con- 
tractors Fought Back” appeared 
in the Sept., 1960 issue of DE.) 

10. Consider forming contrac- 
tor advisory councils to discuss 
ways and means that the manu- 
facturer can further improve his 
product lines, marketing meth- 
ods and industry services. 


#11. Offer incentives that reach 
down through the wholesaler to 
the contractor. For instance, the 
bonus offered for replacement 
unit heaters sold now goes to the 
wholesaler, who in turn gives a 
special price on such sales to the 
contractor. Be certain the con- 
tractor knows this. 

12. Participate actively in lo- 
cal-level promotional activities, 
such as the local chapters of the 
Better Heating-Cooling Council. 

13. Offer contractors assistance 
in setting up maintenance agree- 
ments on an annual service 
charge basis with non-residential 
building operators. 

(Please turn to page 148) 
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THE POWERS REGULATOR COMPANY 
Dept. 461, 
Skokie 46, Illinois 
Send me a free copy of Powers Engineer's 
Manual For Steam-Water Service 


ee 


ee adliieineitichsiniielicetichateseiebeiaiies 


Compony: 
POWERS REGULATOR COMPANY 
THE male 











———————————r 


Specific requirement or problem: 








Maintain 
Uniform 
Process Hot Water Temperature 





————-———————-----------——- 


DIAL THERMOMETER 
BULB IN W 


THERMOMETER |. 
BULB IN WE 


TYPE O 
MIXER 
A 


Schematics above show the function of Powers Type D Mixer in 
standard systems for maintaining uniform process hot water tem- 
perature where it is not practical to install or use a steam heated 
storage tank. These drawings are taken from the Powers Engineer’s 
Manual, Steam-Water Service which is free to you for the asking. 
Each drawing is supplemented with detailed engineering informa- 
tion about the controls used. Everyone concerned with the installa- 
tion and/or operation of steam-water service will find these dia- 
grams a helpful guide in laying out a new system or updating an 
existing one. Other sections offer similar easy-to-follow diagrams 
and concise details on the following: 

Domestic Hot Water ® Fuel Oil Heaters 


Hot Water Storage Heaters ® Pressure Reducing 


Instantaneous Heat Exchangers ® Jacket Water Cooling 
Heat Exchangers For Cooling ® Two-Temperature Hot 
Water Systems 


Fill in the above coupon to get your copy of this informative steam-water service manual. 


THE POWERS REGULATOR COMPANY 


Dept. 461, Skokie 46, Illinois 


In Canada: The Powers Regulator Co. of Canada Ltd. 
Downsview, Ontario 


Check 4-147-01 on Reply Card 


POWERS CONTROL 





He’s equipped to clear 3” drain lines or plugged basins 
with this POWERFUL, LIGHTWEIGHT K-50 


You see, this alert plumber knows his 30-pound ‘‘Multi-Purpose”’ 
K-50 will do any drain cleaning job he comes across in %” 
to 3” lines... and do it quickly, efficiently, with no lost time. 

In seconds he can convert the K-50 from a machine that 
handles %” sectional cable to one that he can take into the most 
modern kitchen or bath to clear plugged sink or tub waste 
lines. Sink Waste Adapters handle 25’ of %” or 35’ of %” wire 
cable. The K-50 is ideal for lines from %” to 3”. An exclusive 
instant-acting clutch keeps the cable under fingertip control. 

Remember... satisfied customers will give you other profitable 
work, too, You simply can’t afford to be without a new K-50. 


%” 103” DRAIN LINES...or SINK WASTE LINES 


4; 


54” sectional cable with guide 14” Sink Waste Adapter for 
hose for fast cleaning of cleaning right through 
stubborn stoppages. the basin plug. 





Ask your KOLLMANN jobber for a demonstration 


- +. or write for descriptive literature 








KOLLMAN "2123s co. 2 


Sas 








Check 4-148-01 on Rep'y Card 





“HAI-JACK” SAFELY & 


i 
™ For installing Air 
Conditioners, Unit 


MOBILE 4-DRAWER 
TOOL AND WORK BENCH 








Easily operated by one 
man. 











. Net weight—161 
Check with your local ibs. 

Jobber, or Rental op- Heaviest part 
erator to be sure a 40 Ibs. 
HI-JACK is available 
for your next job. 








MODEL A 
$135.00 





Wall rest replaces 
Ceiling Jack for out- Easily assembied y y 
$i jobs. sections, ad- Style No. RC-4 with casters 
cide rect jobs eds f Style No. RC-4L wih fogs 
justa or co Shipping Weight—124 Ibs. 
height up to 17 ft. 
pala hpe! Maat ROLL YOUR TOOLS TO THE JOB 
available. e Size: 18” Deep, 28” Wide, 3534” High 
a cic Salt e 4 Drawers, | Compartment 
=> e Convenient Work Table Top 
~ | Ee , ® Locking Device for Drawers and Panels 


e Electrical Outlet Knock-Outs provided in back- 
stop for using small power tools on work table. 


e Louvers provide ventilation for entire interior. 


Vermette Machine Company,. Inc, SIMONSEN INDUSTRIES, INC. 


#7 - 143rd St., Hammond, Indiana 1414 South Michigan Avenue 
Chicago 5, Illinois 


Manufacturers’ Agents 











Check 4-148-02 on Reply Card Check 4-148-03 on Reply Card 


(Continued from page 147) 

14. Spearhead a market study 
of replacement and moderniza- 
tion potentials for heating and 
air conditioning products in non- 
residential buildings. 


» During the Chicago meeting, 
Wilson described the wholesaler 
portion of Modine’s new market- 
ing philosophy this way: 

“Actually, the program is de- 
signed to sell through whole- 
salers, not to them. There’s an 
important distinction. By selling 
to wholesalers and treating them 
simply as customers, we succeed 
only in filling their warehouses. 
That’s not our objective. We 
want to sell through the whole- 
saler to get our products to the 
ultimate consumer.” 

The new Modine program act- 
ually had its beginning in 1957 
when the company decided, fol- 
lowing an extensive market 
study, to sell its gas unit heaters 
only through stocking whole- 
salers. The success of the gas- 
fired unit heater stocking pro- 
gram led Modine to add its No. 1 
product line—steam and hot wa- 
ter unit heaters—to the stocking 
program the following year. 


# According to Wilson, “It is the 
iron-clad policy of Modine to sell 
all designated wholesaler prod- 
ucts exclusively through stock- 
ing wholesalers. This policy will 
be rigidly enforced even if it 
comes to returning orders. 

“Essentially, the objective of 
the new program is to insure 
coverage of all market areas— 
plumbing and heating, industrial, 
electrical, warm air, refrigera- 
tion and air conditioning,” said 
Wilson. 

“We want to reach all these 
markets and at the same time 
effect a minimum of overlap. We 
don’t want our wholesalers com- 
peting against each other—and, 
obviously, we won’t be compet- 
ing against them in any way. 

“At the same time we want to 
supply the wholesaler with a 
program to help him sell mer- 
chandise profitably. We want a 
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wholesaler who will take this 
program, put the necessary man- 


power behind it and work with TYPICAL INSTALLATION 
us closely to make it effective. 
“Finally, we believe our prod- 
° P TYP T A 
uct line and our method of doing eee can ei | 


business will cut the wholesaler’s 


operating costs. Consequently, =—_ 
this double-pronged approach— TYPE 160 . i ae 
lower costs coupled with in- PUMP SyrItGe dread 
creased sales—should result i a deg 


in 


real profits for both the whole- 7 

saler and Modine.” Wen 
Has the trade price of its com- PRESSURE 

pany’s products increased since once ae 


switching to wholesalers? Wil- 


re 
son pointed out that in most fom. =, ° 
cases the price has remained the UMP 
same, and in some cases “it’s act- iT 


VENTURI 
ually lower. er WO 


ae 
VALVE 
#To get the full impact of this TYPE 195 AIR CHARGER 
new approach to  wholesaler- prroaandiomagys 0 934 
SNIFTER VALVE ON 
manufacturer relations across, 


EVERY PUMP CYCLE 
Modine has developed a 25 min- 


ute film presentation with flip- 
chart follow up. It gives full de- 
tails of the plan. 
It is supported with a full lit- 
erature program, including four 
promotional kits on direct mail, 
stuffers, catalogs and products. A 
comprehensive trade paper ad- 
vertising campaign will be inte- 
grated with the over-all program. 
The entire field network of re- 
gional managers and 70 sales 
representatives will be meeting / 
with wholesalers in their re- i — 
spective areas in the days, weeks , 
and months ahead to acquaint 
them more fully with the details 
of the program and to answer 


aren New! Penn Air Volume Control Kit 


Now ... it’s simple to avoid water system air problems. Simply 
install Penn’s WC-98 air volume control kit consisting of a Type 
195 air charger and Type 191 tank unloader. 

paring for their next step in de- The “195” provides positive air charging at relatively high 
termining the needs of contrac- rates directly to the storage tank without passing through the 
tors. A mail survey will probe pump. Flow requirement for air charging is from 5 to 30 gallons 
the opinions of contractors in a minute at 20 psig. cut-in pressure. Then, the “191” bleeds off 
other areas. The findings, when excess air and maintains proper air volume. 

analyzed, will provide the Mo- Try them on any type of system . . . deep, shallow or flowing 


dine marketing team with a blue- wells . . . and air problems will be eliminated. 
print for its next move in the 


continuing program to narrow 


the gap between the Modine PEnn CONTR OLS, INC i 
company’s share of the industry’s . —" 


current sales and its productive EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N. Y. 


capabilities. END AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, 
APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 


Check 4-149-01 on Reply Card 


» At press time, Wilson’s team of 


marketing executives were pre- 
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Many Price Problems Are Mental, Says Morrill 


(Continued from page 99) 

a fair return for their services. 

I am sending your article to 
the secretary of our Southern 
Wisconsin Plumbing Contractors 
Assn., James Barry, 522 W. Mil- 
waukee St., Janesville, Wis. in 
the hope that he might be able 
to obtain the signatures of every 


Calls Price Most 
Serious Problem 


Morton Grove, ILit.— Your 
article, “This Is the Year of the 
Big Squeeze,” is one of the most 
exciting pieces of information 
I have received in some time. 
Your editorial treatment of one 
of the most serious problems 
facing our industry today de- 
serves appreciation from every 
segment of our industry. 

As you may know, for many 
years I was active in the warm 


If you're spending as 
much time looking for 
tools and equipment as 
you spend on the job, it’s 
time to make the smart 
switch—to READING! 
“Magic Stowaway” com- 
partments keep every- 
thing neatly filed, at your 
fingertips when and where 
you need it. You save 
time and money on every 
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Don't pile gem = 


member of our association. 
Rosert MorrI.u 
R. T. Morrill Inc. 


® Bob Morrill is a past president of 
the National Assn. of Plumbing Con- 
tractors. It was during his adminis- 
tration (in 1955) that the All-industry 
Modernization Committee was formed, 
and the first Plumbing-Heating-Cooling 
Month promotion was held. 


air heating branch of our in- 
dustry. I jumped the fence to 
hydronics for the reason that 
the warm air industry—through 
its efforts to squeeze, squeeze, 
squeeze prices in a competitive 
battle with each other—had al- 
most completely eliminated any 
possibility of operating at a pro- 
fit at the manufacturer, whole- 
saler and contractor levels. Since 
a man’s personal experiences are 
the only ones that he has lived, 
it is not my wish to see history 
repeat itself so that the hydron- 


* 


Job-Planned 
UTILITY BODY 


file at! 


call! Reading Bodies are built by master 
mechanics for master mechanics . . . mass- 
produced to cost you less. % Get the Proof! 
See your truck dealer today for a free demon- 
stration and all the facts. Or write direct 
for catalog and name of local distributor. 


®. READING BODY WORKS, INC., Dept. DE-461, 420 Gregg Avenue, Reading Pa. a? 
Check 4-150-01 on Rep'y Card 
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ics industry also becomes a no- 
profit business. 

By coincidence, our firm has 
just released a sales promotion 
program to its customers (the 
Hydro-Flo Package Plan) to 
guide them in offering the home- 
owner and the builder a hydron- 
ic system in which all unneces- 
sary costs have been reduced to 
the lowest possible point consist- 
ent with high quality standards 
that are accepted by the buyer. 


sKeep up the good work, and 
rest assured that you will have 
the support of everyone in our 
industry who will take time to 
measure the history of our prin- 
cipal competitors and how they 
have destroyed any possibility 
of operating a profitable busi- 
ness under present conditions. 

Puitie Koscu 

Manager 
Market Development Division 
Bell & Gossett Co. 


Take a Lesson 
from Childhood 


ASHLAND, O.—We heartily en- 
dorse your Fair Price-Fair Prof- 
it campaign and know that such 
a movement is necessary for our 
sick industry. 

Somehow all of us, the manu- 
facturer, the wholesaler and the 
contractor—have forgotten a les- 
son we learned very early in life. 
I refer to the rude awakening 
we had as children when we 
found out “there is no Santa 
Claus.” Those precious gifts 
came to us from St. Nick, or so 
we thought. 


# Later, we learned much to our 
disappointment that it was our 
parents and relatives that paid. 
Let’s live over again and remem- 
ber as we did then, there is no 
Santa Claus. Someone, whether 
it is you or me, must pay for 
everything we get and we must 
alse go a little further and realize 
that everything done for us has 
a cost. 

A wholesaler owes it to his 
customers to be certain of his 
suppliers. He should make it a 
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COMBUSTION TESTS 
ta SO Secouds wit 


¥ 
2 


COMBUSTION TEST KIT 


No. 1100 
INCLUDES: 


C0, Indicator 
Draft Gage* Magneclips 
Stack Thermometer Instructions 

...and all necessary accessories and fittings 
The Dwyer No. 1100 Kit simplifies 
testing of any installation... per- 
forms a complete analysis in less 
than 30 seconds, accurate to within 
+ l% » 

*Draft Gage... famous DWYER 
Inclined Manometer. Continuously 
indicating type, permanently accu- 
rate—choice of ranges: 0 to 4", 0 to 
4%", or 0 to 1” water. 


Smoke Gage 
Slide Rule Computer 





P.O. Box 373-E - Michigan City, Ind. 
Check 4-151-01 on Reply Card 





INTRODUCING THE NEW 


DRYDEN-EAST 


HOTEL 


39th St., East of Lexington Ave. 


NEW YORK 


Salon-size rooms ¢ Terraces © New 
appointments, newly decorated « 
New 21” color TV * FM radio « New 
controlled air conditioning « New 
extension phones in bathroom « New 
private cocktail bar e Choice East 
Side, midtown area e A new concept 
of service. Prompt, pleasant, un- 
obtrusive. 


Single $15 to $22 Suites to $60 
Special rates by the month or lease 
Robert Sarason, General Manager 


ORegon 9-3900 
Teletype NY-1-4295 


Check 4-151-02 on Reply Card 
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Write for Bulletin G20 
F.W. DWYER MFG. CO. 





point of visiting their facilities 
and, if possible, competitive fa- 
cilities. He will soon realize that 
all good reliable manufacturers 
have efficient means of manu- 
facturing. If one can sell for less 
money than the other, his costs 
have to be that much less, or he 
has to take something out of his 
manufacturing processes. 

There is nothing mystic about 
manufacturing and distributing. 
Costs are there and certain costs 
must stay. Shortcuts can be 
made, but something must be 
sacrificed. We add, beware of the 
manufacturer posing as a Santa 
Claus. There is no such person! 


sRemember as a child you 
sometimes didn’t get what you 
really wanted at Christmas? The 
excuse given by your parents 
was that Santa Claus figured 
he left you enough and wanted to 
spread his will to less fortunate 
children. The real reason was 
probably the lack of finances of 
your folks. Let’s remember, the 
same applies now! Lack of prof- 
its by any one of us can lead 
to a lack of things we should 
have for a healthy, growing 
plumbing and heating industry. 
CHARLES KATES 
President 
The Union Malleable 
Manufacturing Co. 


He'll Distribute 
Price Reprints 


IpaHOo Fauus, Ipa.—Your art- 
icle on the profit squeeze is def- 
initely a step in the right way. 
Is it possible to receive 200 re- 
prints for mailing to our dealers 
and contractors? We would be 
glad to pay for these, and also 
the Fair Price certificate. 

This program should be re- 
ceived at all three levels of the 
industry if we are to make the 
proper progress. 

HARLAN FEREDAY 

President 
Harlan’s of Idaho Falls Inc. 
(Wholesaler) 


e Reprints of the article are available 
in limited quantity for such uses. 


‘ Other comments on the program will 


appear in coming issues. 


For Greater 
Unit Heater 


PROFITS 


check the expanded 





Norman Line 
Yes Sir! If you’re going to build 


| more unit heater profits in 1961, you 
| will need to offer a more attractive 
| and complete line of unit heaters. 


And that’s just what Norman offers 


| in its expanded line. 


| THREE-SIXTY MODEL: Attractive cir- 
| cular design, blends with modern 
| decor. Sealed combustion. 2 Models: 
| Radial-Flo, distributes warm air out- 
| ward and downward to the floor; 


| Down-Blo where-in the warm air is 
forced directly to the floor. 2 sizes 
| in each model; 85,000 BTU/hr, 115,- 


| 000 BTU /hr. 


PROPELLER FAN MODEL 


CENTRIFUGAL BLOWER MODEL 


PROPELLER FAN MODEL: Quiet, ef- 
| ficient heating at low cost. 10 sizes 

25,000 BTU/hr. up to 250,000 
| BTU/hr. 


| CENTRIFUGAL BLOWER MODEL: For 


free air delivery or use with ducts. 
8 sizes, 50,000 BTU/hr. to 250,000 
BTU /hr. 


JOBBERS! DEALERS! 
Get the facts on the greater profits. 
Write for complete descriptive 
literature. 


“Norman: 


PRODUCTS CO. 
| 1146 Chesapeake Ave. Columbus 12, Ohio 
Check 4-151-03 on Reply Card 
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NEW SARAN LINED DRAIN LINE—won' break or rust out, 
installs fast with regular plumbers’ tools! 


This new corrosion-resistant plumbing is handled 
ordinary pipe. Install it in ordinary wall sections . . . use 
regular plumbers’ tools and methods .. . and don’t baby it. 
And where space is tight, design of fittings permits use of 
spanner or strap wrench. Saran lined drain line and fittings 
won’t break when you install them, and they stand up to 
almost anything a man might put in them . . . acids, alkalis, 
radioactive wastes. They won’t rust out even after years 
of service! 

Tough saran lined drain line comes in lengths up to ten 
feet, which means fewer joints in a drain system. You don’t 
have to lead and caulk bell-trap joints. Close coupling nuts 
on saran lined fittings make assembly quick and easy .. . 


like 


THE DOW CHEMICAL 


COMPANY 


with a positive, leak-proof seal at every joint! Since saran 
lined drain line has a tough steel casing, it won’t sag or 
distort, even when using a minimum of supports or hangers. 


When you design or specify corrosion-resistant drainage 
systems for laboratories or chemical operations of any kind, 
build the complete system with saran lined drain line and 
fittings. They’ll take pressure ranging from full vacuum to 
150 psi, and temperatures from —20°F. to 200°F. They can 
be easily cut, fitted and modified using conventional 
plumbers’ tools. For more information, write Saran Lined 
Pipe Company, 2415 Burdette Avenue, Ferndale, Michigan, 
Dept. 1574LX4. 


Midland, Michigan 


Check 4-152-01 on Reply Card 
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DOMESTIC ENGINEERING 


SERVICE 
SECTION 


12 PAGES OF PRODUCTS, TOOLS, 
METHODS, IDEAS 


Products of the Month 


Ame RK an-Standard 


disposer 


TWO FOOD WASTE DISPOSERS utilizing reversible 
cutting teeth set into a rotating disc to bite off 
waste which gets flushed by normal water flow have 
been introduced by American-Standard, New York 

~ City. For more information, check No. 2. 
A WATER SOFTENER AND FILTER SERIES has been added to its line 
by Tait Manufacturing Co., Dayton, O. Featuring the firm’s own motor 
and valve, the softeners range from completely automatic 24,000-grain 
units to dial-action 90,000-grain models. Filters are individually de- 
signed for specific applications. Check No. 1 on reply card. 


ELEGANT BATHROOMS CAN BE SET ABLOOM with this A DIAPHRAGM-TYPE ZONE VALVE operated by 
set of porcelain lavatory fittings from Marion Wieder Inc., an electro-magnetic coil and pilot valve for use on 
New York City. It is available in seven floral patterns on two-pipe hydronic heating and cooling systems has 
white. Another recent introduction is a bamboo-styled set been developed by Hoffman Specialty Manufactur- 
finished in brass, silver, pewter or gold plate. Check No. 3. ing Corp., Indianapolis. Check No. 4 on card. 











in this section. 





How to use this special section: 

AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 
reply card, numbered according to the items appearing 


*" For more data on any of the products or literature—or 
to obtain any of DE’s free publications—merely circle the 
appropriate number on the reply card and mail it. Do- 
MESTIC ENGINEERING’S Readers Service Department will 
rush the requested information back to you. 








Dial-Type Lavatory Faucet 

A dial-type lavatory faucet has 
been added to its line by Moen 
Faucet, a division of Standard 
Screw Co., Bellwood, Ill. To oper- 
ate it, the user turns the 1 control 
knob to the water temperature 
desired then pulls this knob to 
obtain desired water flow. Operat- 
ing parts are contained in a sealed, 
self-lubricated, replaceable cart- 
ridge which can be installed with 
a screwdriver. 


Check No. 6 on reply card. 


Balancing Vent L 

A balancing vent L—combining 
the triple functions of an L, a 
vent chamber and a diverter to 
change flow rate through the fit- 
ting—has been developed by H. A. 
Thrush & Co., Peru, Ind. Sizes 
are 4% by % in., % by % in. and 1 
by 1 in. It is equipped with a %-in. 
hex brass pipe plug for manual 
venting, but the firm’s automatic 
air vent can be installed. Its pack- 
ing withstands high temperatures. 

Check No. 7 on reply card. 


Hydronic Heat Expansion Tank 
An expansion tank for hydronic 
heating systems is available from 
General Automatic Products Corp., 
Baltimore. It is installed in the 
main on the supply side of the 
boiler. Entrained air and boiler 
vapors are released by a system of 
baffles and are trapped in the 
tank. It also serves as the only 
air-eliminating device required on 
series-loop baseboard systems. 
Check No. 5 on reply card. 








Light, Air Troffer 

A triple-shell troffer (fluores- 
cent light holding fixture) that 
provides warm and cool air as well 
as light has been designed by the 
Benjamin Division of Thomas In- 
dustries Inc., Louisville, Ky. and 
Tuttle & Bailey, a division of Allied 
Thermal Corp., New Britain, Conn. 
Air-handling capacity is 0 to 200 
cfm from a single 1 by 4-ft or 2 
by 4-ft unit. It can be used with 
any type of drop ceiling. 

Check No. 8 on reply card. 
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Packaged Masonry Drills 

Its machine and twist-type ma- 
sonry drills now are packaged in 
containers designed to protect and 
display them according to Rawlplug 
Co., New Rochelle, N.Y. Each con- 
tainer consists of 2 pieces, a heavy 
kraft sleeve which opens on either 
end and a fluted insert to hold the 
drills in individual grooves. Each 
box, printed in 2 colors, contains 
a dozen drills. 

Check No. 9 on reply card. 


Stainless Steel Fountains 

A complete line of its drinking 
fountains and coolers is being pro- 
duced in stainless steel according 
to Halsey W. Taylor Co., Warren, 
O. It embraces newly designed 
face-mounted wall types such as 
the unit illustrated here as well as 
counter-type classroom fixtures 
and other wall-mounted models. 
Stainless steel has been chosen as 
the finish because of its increasing 
use in institutional interiors. 

Check No. 12 on reply card. 
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Flexible Rubber Pipe 

A flexible rubber pipe for hot 
and cold water circulating systems 
with temperature-operating ranges 
to 250F has been announced by 
General Rubber Corp., Tenafly, 
N.J. Neoprene and heat-resistant 
Dacron are used in the construc- 
tion of the product, which is 
available in all pipe sizes to 12 ins. 
in diameter. It comes with standard 
integral full-faced flanged ends. 

Check No. 10 on reply card. 


Kritzer Air Conditioner 
Uses Natural Air Flow 


An air conditioning system that 
utilizes hot and chilled water from 
a central plant has been introduced 
for commercial and industrial ap- 
plication by the Kritzer Products 
Division of Peerless of America 
Inc., Chicago. In the heating op- 
eration, return air is withdrawn 
at floor level and discharged at 
the ceiling; for cooling, return air 
is withdrawn at ceiling level and 
discharged at the floor. The units 
are available in a wide range of 
capacities and with features de- 
signed to meet any application re- 
quirements. They can be mounted 
straddling the wall or flush, or 
they can be installed to deliver air 
into a distribution plenum formed 
by a dropped ceiling. A fan supple- 
menting natural air circulation also 
ventilates and filters. 

Check No. 13 on reply card. 


Duct, Grille Calculator 

A slide rule-like calculator to 
aid in the design of air duct and 
grille installations has been in- 
troduced by Lima Register Co., 
Lima, O. At 1 setting, it gives 
readings of friction, velocity in fpm 
and weight per lineal ft of round 
duct. The 4 by 8'%-in. device also 
provides computations in terms of 
rectangular duct. The back has a 
register and grille selector. 

Check No. 11 on reply card. 





























Are you having bid estimating problems? 


Circle “Estimating Booklet” on reply card. 


In these days of tight com- 
petition the p-h contractor 
needs every resource pos- 
sible to help him in the esti- 
mation and preparation of 
bids. Such an aid is Domes- 
TIc ENGINEERING’s cost-free 
booklet, “A Short Course 
in Estimating,” reprinted 
from a series of articles in 
DE by John Williams, 
plumbing-heating estimator. 
Presented are methods and 
sample charts giving in- 
structions on figuring ma- 
terials and labor takeoffs, 
overhead and profit. 








Air Conditioning Line 

A full line of air conditioning 
products has been announced by 
Worthington Corp., Harrison, N.J. 
Illustrated is a packaged multi- 
zone unit which comes in a series 
of 3 models having a cooling cap- 
acity range of 20 to 35 tons plus 
heating coils and zone control for 
heating, cooling or a combination. 
It handles any load requirement 
from 0 to 100 percent of capacity. 

Check No. 15 on reply card. 
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Varying Input Control 

A control for space and central 
heating—designed to meet the 
varying demands of spring and fall 
weather as contrasted with peak 
winter demands—has been devel- 
oped by  Robertshaw-Fulton’s 
Grayson Controls Division, Long 
Beach, Calif. Control is achieved 
by varying the regulated outlet 
pressure which, in turn, varies the 
input to the heating units. 

Check No. 16 on reply card. 


Tub, Shower Enclosures 

A line of tub and shower enclos- 
ures decorated with natural foliage 
and butterflies has been announced 
by Loup Engineering Co., Colum- 
bus, Nebr. The decoration is lam- 
inated into safety glass which is 
framed in aluminum finished in 
polished aluminum, triple-anodized 
gold, satin or black. Features are 
heavy-duty head bar, quiet door 
operation and door ‘bumpers. 

Check No. 14 on reply card. 


Hermetic Compressor 

A 5 and a 742-hp hermetic com- 
pressor for its commercial self- 
contained and residential air con- 
ditioning equipment has been an- 
nounced by Trane Co., La Crosse, 
Wis. The 5-hp model of the short- 
stroke, large-bore machine has 3 
cylinders; the 742-hp has 4. Fea- 
tured are an anti-slugging valve, 
internal vibration isolators and 
sight glass for oil pump checking. 

Check No. 17 on reply card. 
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Remote Room Conditioners 

A series of remote, individual 
room conditioners for commercial 
and institutional use with central 
hydronic heating and cooling sys- 
tems has been introduced by Bohn 
Aluminum & Brass Corp., Danville 
Division, Danville, Ill. It consists 
of 4 models in 5 sizes each from 
200 to 600 cfm. Both cabinet (which 
can be semi-recessed) and con- 
cealed units are 8% ins. wide. 

Check No. 18 on reply card. 


Residential Closet Supports 

A line of wall supports for water 
closets in residential installations 
has been engineered by Zurn 
Industries Inc., Erie, Pa. The units 
have been designed to accom- 
modate every fixture manufac- 
turer’s tank-type wall closets and 
can be installed in any nominal 
2 by 6-in. wall partition. The pre- 
assembled supports may be used 
for frame and slab construction. 

Check No. 21 on reply card. 
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Differential Pressure Switch 

A differential pressure switch 
for pressures ranging from .15 to 
.£80-in. water is available from F. 
W. Dwyer Manufacturing Co., 
Michigan City, Ind. It holds a 
set point through various total 
pressures and operates from plus, 
minus or differential pressures in 
any position. Uses include cooling 
coil defrost, dust collection, air 
filters, air curtains. 

Check No. 19 on reply card 


Davis Trencher Designed 
for Soft, Wet Terrain 


A trencher-backfiller featuring 
high flotation with maximum trac- 
tion for use in adverse weather 
and soil conditions has been con- 
structed by Davis Manufacturing 
Inc., Wichita, Kans. 


In operation, the unit creates 3.6 
Ibs per sq in. ground pressure, 
less than does the average man. It 
has large, self-cleaning track shoes 
designed to prevent the tearing up 
of sod. Digging range of the equip- 
ment is 4 to 12 ins. wide and to 
66 ins. deep. An attachment allows 
16-in. wide digging to a depth of 
20 ins. Its instant forward-reverse 
drive provides the maneuverability 
needed for the backfilling opera- 
tion. Total weight of the equip- 
ment is 1,400 lbs. 
Check No. 22 on reply card. 


Paste Contact Cleaner 

A paste product has been added 
to its line of contact cleaners and 
preservative products for electri- 
cal equipment by Caig Laboratories 
Inc., New Hyde Park, LI, N.Y. 
Provided in semi-solid form it is 
made for applications where high 
amperages and/or high voltages are 
used. It thins out when wiped onto 
contact surfaces; contact pressure 
reduces it to yet a thinner film. 

Check No. 20 on reply card. 








Pipe, Bolt Threader 


A pipe, conduit and bolt thread- 
er designed specifically for makeup 
or teardown of fittings is available 
from Collins ‘Machinery Corp., 
Monterey Park, Calif. Range is \% 
to 2 ins. for pipe and conduit, 
4 to 2 ins. for bolts. Features are 
a totally enclosed, automatic double 
chuck, choice of mono, dual or 
universal die heads and an offset 
cutter on a carriage. 

Check No. 23 on reply card. 





Cast Iron Companion Flange 

A 125-psi cast iron companion 
flange has been added to its line 
by Detroit Brass & Malleable Co., 
Wyandotte, Mich. It is available 
in screwed, blind and reducing 
types. Flange od for the screwed 
and blind units range from 4% to 
13% ins. with 1 to 8-in. pipe; for 
the reducing model, 6 to 11 ins. 
with 1% to 4-in. pipe. It is sup- 
plied faced and drilled. 

Check No. 24 on reply card. 


Westinghouse Heat Pump 
Fits into Outside Wall 


A heat pump that attaches 
directly to the outside wall of a 
building has been introduced by 
Westinghouse Electric Corp.’s air 
conditioning division, Staunton, Va. 
It is rated at 18,000 Btu and serves 
a 1,000 sq ft area. Air flows into 
a building through the upper 
opening of the unit—which mea- 
sures approximately 6 ft high, 2 
ft wide and 1 ft deep— is heated or 
cooled, and then conveyed through 
ductwork and is returned to the 
unit through a lower opening. The 
grille for the return duct swings 
open on a hinge, exposing the ther- 
mostat. All moving parts, including 
the compressor, motor and twin 
squirrel-cage blowers, are acces- 
sible from the outside, through a 
removable, aluminum back panel. 
The heat pump is factory-assem- 
bled and pre-wired. 

Check No. 26 on reply card. 


Expansion Compensator 

Its expansion compensator de- 
signed to absorb thermal growth in 
pipes to 3 ins. is now available in 
a model made entirely of corrosion- 
resistant stainless steel according 
to Flexonics Corp., Maywood, IIl. 
It is for application with working 
pressures to 175 psi and tempera- 
tures to 750F. The firm also an- 
nounced an all-bronze model for 
ranges to 150 psi and 406F. 

Check No. 25 on reply card. 








Tub, Shower Enclosures 

A line of competitively priced 
tub and shower enclosures has been 
announced by Shower Door Co. of 
America, Atlanta. It consists of a 
5-ft recessed tub enclosure, a 24 
by 66-in. shower door and a 48 by 
72-in. rollaway stall enclosure. 
Main feature is its tempered safety 
glass. Others include aluminum- 
finished framing, towel bars, %-in. 
adjustment for out-of-plumb walls 
and a reversible-hinge door. 


Check No. 27 on reply card. 
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Hydronic Heating System 

A hydronic heating system with 
electronic step-controlled input 
modulation has been introduced for 
heavy-duty applications by Hydro- 
therm Inc., Northvale, N.J. Input 
range is 360,000 to 3,600,000 Btu/hr. 
It features cast iron heat ex- 
changers with horizontal sections 
manifolded into common supply 
and return headers. Combustion 
chambers are sequence-fired. 


Check No. 28 on reply card. 


Tank Ball and Guide 

A flush water closet tank ball 
and guide that can be installed 
without tools has been developed 
by Valguard Co., Port Deposit, Md. 
The unit is made of a polyethylene 
resin. It is slipped down around 
the overflow pipe until it anchors 
firmly on the flush valve, pre- 
venting the guide from riding up 
and down or rotating. The chain 
is then connected to the trip lever 
handle to complete installation. 

Check No. 30 on reply card. 
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Studebaker Introduces Wide Box for Its Pickup 


A wide box for its Champ pickup 
truck has been introduced by 
Studebaker-Packard Corp., South 
Bend, Ind. Surrounded by 20-in. 
high walls, the welded box mea- 
sures 7034 ins. wide and 49 ins. be- 
tween wheelhouses. Inside lengths 
are 99 and 7834 ins. for 122 and 
112-in. wheel-base models, respec- 
tively. The box features a 54%4-in., 


Blocked Filter Switch, Light 

A blocked filter indicator switch 
and remote indicator signal light 
for all central heating, cooling and 
heat pump systems employing air 
filters has been designed by Gen- 
eral Controls Co., Glendale, Calif. 
The light is energized when the 
switch senses a restriction in air 
flow across the filter. When a clean 
filter is installed, the control 
automatically resets itself, turning 
off the signal light. 

Check No. 31 on reply card. 


sand-tight, grain-tight tailgate, 
rounded wheel-houses and a heavy 
ribbed floor for ease in sliding 
cartons or cases. The truck itself, 
available in % and %-ton models 
in 3 gross vehicle weight ratings, 
features a 110-hp, 6-cylinder 
overhead valve engine. It can be 
had with 180 and 210-hp engines. 
Check No. 29 on reply card. 


Pump Adapter, Seal 

A 1-piece adapter and seal for 
all submersible pump installations 
has been designed by Morrison Co., 
Milwaukee. The unit, with built-in 
junction box for electrical con- 
nections, is placed on top of the 
well casing above the ground. It 
provides above-ground discharge 
without freezing and permits con- 
nection of multiple outlets direct 
to the well. Pressure tanks can be 
kept outside of buildings. 

Check No. 32 on reply card. 
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Corner Sinks Added to Elkay’s Stainless Steel Line 


Two corner units have been add- 
ed to its line of Cuisine Centre 
stainless steel sinks by Elkay 
Manufacturing Co., Chicago. One 
is a 2-bowl model with a central 
control panel, and the other is a 
3-bowl unit (illustrated) featuring 
individual controls for each com- 
partment. Two of the compartments 





Fold-Away Range Hood 

A range hood that opens for 
cooking and folds away when not 
in use has been developed by 
Nutone Inc., Cincinnati. Closed, all 
that shows is a narrow panel, flush 
with wall cabinets, which matches 
walls, appliances, counters or cab- 
inets. The firm’s standard fan, twin- 
blower or wall fan fit the 30, 36 or 
42-in. wide hoods. 

Check No. 35 on reply card. 
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measure 16 by 16 ins., while the 
third, which accommodates a food- 
waste disposer, is 12 by 12 ins. 
Over-all, the sink is 39% ins. along 
each wall and 22 ins. front to back. 
The larger bowls have corner 
drains and remote-control pop-up 
drain assemblies. 


Check No. 33 on reply card. 


Motor Actuators 

A line of motor actuators for 
positioning air dampers, control 
valves, programming devices, burn- 
er fuel valves and similar equip- 
ment has been announced by Penn 
Controls Inc., Goshen, Ind. They 
are dust-tight and splashproof and 
are powered by a split-phase capa- 
citor-type motor. The units oper- 
ate on 24 v, AC. 

Check No. 36 on reply card. 


Tub, Shower Fittings 

Tub and shower fixtures with a 
newly designed trim have been an- 
nounced by Union Brass & Metal 
Manufacturing Co., St. Paul, Minn. 
Two ins. of adjustment space is 
allowed on the escutcheon. This is 
achieved by incorporation of an 
“O” ring design. Alignment of the 
escutcheon to uneven walls is 
accomplished thereby. 

Check No. 34 on reply card. 


Lo-Boy Furnace 

A factory-assembled, oil-fired 
lo-boy furnace has been added to 
its line by American-Standard, 
New York City. Measuring 40% 
ins. high, 547s ins. deep and ranging 
in width from 20 to 27 ins., it comes 
in 4 models—rated at 84,000, 95,000, 
112,000 and 140,000 Btu/hr—with 
either belt or direct-drive blower. 
A mercury thermostat is standard. 

Check No. 37 on reply card. 
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Gas-Fired Incinerator 

A competitively priced, gas-fired 
incinerator has been announced by 
Majestic Co., Huntington, Ind. 
Featured is a corrugated firebrick 
combustion chamber. Its after- 
burner principle is effected by use 
of a radiant ceramic flue liner that 
consumes smoke and odors. Cap- 
acity of the 30,000-Btu input in- 
cinerator is 1.5 bushels. 


Check No. 38 on reply card. 


Dry-Type Air Filter 

A dry-type air filter for com- 
mercial and industrial ventilating 
applications and central air con- 
ditioning systems has been intro- 
duced by American Air Filter Co., 
Louisville, Ky. The filter, made to 
provide 97 percent air-cleaning ef- 
ficiency, inflates when a system 
is operating, collapses when shut 
down. It comes in 3 standard sizes. 

Check No. 41 on reply card. 
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Air Gap for Dishwashers 

An air gap for dishwashers de- 
signed to prevent waste from back- 
ing into a dishwasher and to elim- 
inate air locking has been announc- 
ed by Frost Co., Kenosha, Wis. The 
device mounts and fits all sink 
ledges and countertops. It provides 
full discharge through %-in. cop- 
per water tube. Its cover is readily 
removable for cleaning. 


Check No. 39 on reply card. 


Universal Adds Glass 
Fiber Water Softener 


A glass fiber, automatic model 
has been added to its line of water 
softeners by Universal Water Sof- 
tener Co., Geneva, Ill. It features 
a hydro-syphon brining system, 
electric calendar clock, salt-air 
regeneration, control valve with 2 
moving parts and a 300-lb plastic 
salt storage tank. It removes hard- 
ness and “reasonable” amounts of 
iron to 2 ppm. Two sizes are avail- 
able—a 15,000-daily grain capacity 
unit to remove to 35 gpg and a 30,- 
000-daily grain model to remove 
to 70 gpg. 

Check No. 42 on reply card. 


Cutting Oil Spray 

A cutting oil in a spray can has 
been developed by S. O. S. Prod- 
ucts Co., Brooklyn. The heavy- 
bodied, sulfurized, emulsion oil 
contains a coolant to lower metal 
temperature. The clinging oil is for 
use with soft metals such as brass, 
bronze or aluminum and with hard 
stainless steels. It is formulated to 
flow freely in cold weather. 

Check No. 40 on reply card. 
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Ford Adds 2 Tractors, Loader to Earth-Moving Line 


Its line of 4-wheel tractors and 
tractor-mounted industrial equip- 
ment has been supplemented with 
the addition of 2 tractors and a 
front-mounted loader according to 
Ford Motor Co.’s tractor and im- 
plement division, Birmingham, 
Mich. Shown is the larger tractor 
with backhoe and loader. Features 
common to both tractors are a cast 
steel l-piece front axle rated at 


5,000-lb capacity, power steering, 
foot throttle and a 4-cylinder, in- 
line, overhead-valve engine avail- 
able with Diesel, gasoline and LP 
gas fuel options. Four transmission 
options are available on both. The 
loader has a 2,000-Ib lift capacity 
and a 4,000-lb breakaway capacity. 
Its maximum dump height is 8 ft 
5% ins; its reach is 31% ins. 


Check No. 43 on reply card. 


Lennox Adds Roof-Top 
Heating-Cooling Unit 


A roof-top heating-cooling unit 
with a cooling capacity of 74 or 10 
tons and a heating output (gas) 
range of 163,000 to 272,000 Btu/hr 
has been introduced by Lennox 
Industries Inc., Marshalltown, Ia. 
It can be controlled by one heat- 
ing-cooling thermostat or applied 
to 2 zones, each controlled by a 
separate thermostat. Conditioned, 
filtered air is discharged through 
an optional return air and diffuser 
head assembly, or it can be distri- 
buted through duct work. 

Check No. 45 on reply card. 
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Winter Air Conditioners 

A line of winter air condition- 
ers featuring a competitively priced 
basic unit plus optional equipment 
has been introduced by Mueller 
Climatrol, a division of Worthing- 
ton Corp., Milwaukee. Four gas- 
fired and 4 oil-fired models are 
available with inputs ranging from 
110,000 to 175,000 Btu/hr. Stand- 
ard equipment includes large-cap- 
acity blowers and continuous-duty 
motors. Controls are concealed. 


Check No. 44 on reply card. 


—™ a 
| : 
Water Closet Vent 


A device to maintain fresh air 
in bathrooms has been introduced 
by Feeny Manufacturing Co., Mun- 
cie, Ind. It consists of a specially 
designed toilet seat fitted with a 
small, tubular venting system. The 
product can be specified for new 
installations, or it can be installed 
as a replacement seat in residences, 
motels and mobile homes, boats and 
industrial applications. 

Check No. 46 on reply card. 
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Shower Enclosures, Doors 

A line of shower enclosures and 
shower doors with seasonal design 
themes has been introduced by 
Standard Steel Cabinet Co., Chic- 
ago. Leaves, butterflies and natural 
grasses in 4 color schemes are seal- 
ed between sheets of translucent, 
shatterproof plastic. The enclosures 
are framed in highly polished 
anodized extruded aluminum and 
have a towel bar and nylon rollers. 
They fit 4% and 5-ft tubs. 

Check No. 47 on reply card. 


High-Capacity Boilers 

A high-capacity series of gas- 
fired, cast iron boilers for hot 
water and steam heating systems is 
available from Peerless Heater Co., 
Boyertown, Pa. Input rates range 
from 680,000 to 6,120,000 Btu/hr. 
Features include high offset water 
tube design, cast iron drilled port- 
type burners and removable end 
doors for access to flue ways. The 
jackets have a 2-toned green finish. 

Check No. 49 on reply card. 
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Room Thermostats Announced by General Controls 


A series of room thermostats has 
been added to its line of temper- 
ature controls by General Controls 
Co., Glendale, Calif. 


™=Mercury switch mechanisms are 
housed in thin, wall-hugging cas- 
ings finished in buff or gray with 
touches of gold. Of the 3 models 
introduced, one is made for heat 
control only; another is a single- 


dial summer-winter air condition- 
ing thermostat which controls 
both heating and cooling systems. 
The third is a master control cen- 
ter featuring automatic switch-over 
heating and cooling controls. Other 
products manufactured by the firm 
are automatic controls for kitchen 
ranges, water heaters and washer- 
dryer combinations. 
Check No. 48 on reply card. 
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A review in oil burner efficiency testing 


Circle “Oil Burner Efficiency Testing Reprint” on reply card. 


. . is provided by a free 
reprint from Domestic EN- 
GINEERING — entitled Oil 
Burner Efficiency Testing— 
by Fred Feigenbaum, oil 
heating consultant, New 
York City. Topics covered 
are instrument testing, fuel 
burning qualities, air sup- 
ply setting for complete com- 
bustion, combustion cham- 
ber and air tube alteration, 
nozzle position and condi- 
tion of the heating unit it- 
self. Diagrams illustrate fire 
under varying conditions. 














Bell & Gossett Refrigeration Units Are Integrated 


A line of air conditioning and 
refrigeration equipment featuring 
integrated arrangements has been 
developed by Bell & Gossett Co., 
Morton Grove, Ill. The design 
makes it possible to build up a 
variety of motor compressors, con- 
densing units and packaged liquid 
coolers starting with 5 basic com- 


Pool Heating System 

A pool heating system that also 
supplies hot water for showers and 
vapor-steam for steam rooms has 
been announced by Hydrotherm 
Inc., Northvale, N.J. The packaged 
unit, in 5 input ratings from 108,- 
000 to 210,000 Btu/hr, has an all- 
copper heat exchanger, pool aqua- 
stat and high limit protection. No 
outside current is required. 

Check No. 52 on reply card. 
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pressors, condensers, evaporators 
and controls. Electrical controls and 
wiring are interlocked to provide 
maximum protection. The reduced- 
weight units come in 74% to 150-hp 
capacities. Shown is 1 of the con- 
densing units. One of the packaged 
coolers has 2 complete circuits. 


Check No. 50 on reply card. 





Medicine Cabinets 


A series of sliding-door medi- 
cine cabinets featuring mirrors 
rimmed in stainless steel “picture 
frames” has been added to its line 
by Grote Manufacturing Co., Mad- 
ison, Ind. The units come in 9 
sizes and mirror types, in 26 var- 
iations. They may be had also with 
side or top lights and the firm’s 
“installation time-saver lights.” 

Check No. 51 on reply card. 





New Ball Valve Added to Line by Clayton Mark 


A ball valve to control flow of 
liquid or gas in petroleum, chem- 
ical, food processing and a variety 
of industrial piping systems has 
been designed by Clayton Mark 
& Co., Evanston, Ill. To install— 
the union ends are either screwed 
or welded on the pipe ends and the 
l-piece valve body then is assem- 


bled to the union nut (as shown in 
the picture at left). Minor pipe 
misalignment can be overcome by 
the union ends and does not affect 
the valve seal which is completely 
contained in the valve body. Its 
interchangeable dual seat comes in 
Buna-N, neoprene or Teflon. 


Check No. 53 on reply card. 
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Section; on trade literature listed on the back of this card; and on products advertised 
throughout this issue. Merely check the key numbers.* 


1. Read advertisements and note the number below the ad. Place an X in the box at 
the left of this number on the reply card for complete details. 


2. Review the New Products described in this issue starting on page 153. Check num- 
bers on the reply card corresponding to the items listed. 


. Read the Trade Literature reviews on the reverse side of this page. To obtain your 
free copies, use the handy reply card and mark the appropriate numbers. 


*EXPLANATION OF KEYED NUMBERS FOR ADS: 


First number, “4,” represents this issue, the fourth month. Second set of digits 
indicates page on which item appears, thus “-002-” means page 2. Third set of dig- 
its describes position of item on the page; for instance “-01” identifies the first ad 
(or the only ad), “-02” the second ad, and so on. 
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Check No. 55 on the reply card. 


A MANUAL STARTER for fractional and 1-hp mo- 
tors, -phase, is featured in a bulletin from 
Furnas Electric Co., Batavia, Ill. 

Check No. 56 on the reply card. 


PORTABLE POWER TOOLS are the subject of a 
catalog from the American Power Tool Division 
of American-Lincoln Corp., Toledo, O. 

Check No. 57 on the reply card. 


ZONE VALVES for hydronic heating-cooling sys- 

tems are covered in a catalog from Hoffman 

Specialty Manufacturing Corp., Indianapolis. 
Check No. 58 on the reply card. 


INDIVIDUAL SCHOOCLROOM HEATING and venti- 

lating systems are described in a layman’s man- 

ual from Norman Products Co., Columbus, O. 
Check No. 59 on the reply card. 


A LOCK-DOWN DEVICE to prevent tampering 

with its close-coupled tanks is shown in a bul- 

letin from Mansfield Sanitary, Perrysville, O. 
Check No. 60 on the reply card. 


COMBINATION OIL-GAS INDUSTRIAL HEATERS, 

to 1,000,000 Btu/hr, are covered in literature 

from Lennox Industries, Marshalltown, Ia. 
Check No. 61 on the reply card. 


INDUSTRIAL WATER PIPE is the subject of a bro- 

chure for system d and contractors 

from Johns-Manville Corp., New York City. 
Check Ne. 62 on the reply card. 


AIR CONDITIONING CONTROL VALVES for year- 

round use are described in a bulletin from 

American-Standard’s Controls Division, Detroit. 
Check No. 63 on the reply card. 


AN AIR GAP FOR DISHWASHERS to t back- 
flow waste and air locking is the subject of a cir- 
cular from Frost Co., Kenosha, Wis. 

Check No. 64 on the reply card. 


>A \ 
5 LITERATURE | 
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DUPLICATED REPAIR PARTS for plumbing fixtures 
and equipment are shown in a booklet from 
Kissler & Co., Bronx, N. Y. 

Check No. 65 on the reply card. 


ITS ALUMINUM INTEGRAL MOTOR, eae oat 

poly-phase, 1 to 7% hp, is the subject of a bro- 

chure from Franklin Electric Co., Bluffton, Ind. 
Check No. 66 on the reply card. 


BOILERS FOR LOW-PRESSURE HEATING of large 

buildings are described in a bulletin from Amer- 

ican-Standard’s Industrial Division, Detroit. 
Check No. 67 on the reply card. 


TRANSITE PRESSURE PIPE and its ring coupling for 

use in water mains are detailed in a jure 

from Johns-Manville Corp., New York City. 
Check No. 68 on the reply card. 


A CONTACT CLEANER IN PASTE FORM for elec- 

trical equipment is described in literature from 

Caig Labieaheston New Hyde Park, L. L, N. Y. 
Check No. 69 on the reply card. 


PACKAGED LIQUID COOLERS in capacities rang- 
ing from 7% to 150 tons are detailed in 5 book- 
lets from Bell & Gossett Co., Morton Grove, Ill. 
Each booklet describes and illustrates a er- 
ent type of cooler. 

Check No. 70 on the reply card. 


ITS ENTIRE LINE OF PLASTIC FITTINGS is presented 

in a catalog from R & K Plastic Industries’ In- 

dustrial Plastic Fittings Division, Cleveland. 
Check No. 71 on the reply card. 


ITS AIR CONDITIONING EQUIPMENT, ckaged 
and split-system, is described in 2 booklets from 
Chrysler Airtemp, Dayton, O. 

Check No. 72 on the reply card. 


HYDRONIC HEATING SYSTEMS AND COMPONENTS, 
gas-fired, are detailed in a binder from Hydro- 
therm Inc., Northvale, N. J. 

Check No. 73 on the reply card. 


A COMPACT, BRONZE GATE VALVE with full open- 
ing is specified in a data sheet from Am Ey 


Valve Manufacturing Co., mpeer nig L.L, 
Check No. 74 on the reply card. 


INFRA-RED ELECTRICAL HEATING UNITS for resi- 

dential, institutional and industrial use are cov- 

ered in a catalog from Sun-Heat Inc., Detroit. 
Check No. 75 on the reply card. 


Domestic ENGINgERING, Aprit 1961 





the Original 
HUDEE Sink Frame for | 
QUALITY-BEAUTY-ECONOMY 


in Modern Installations 


HUDEE Sink and Lavatory Frames offer wider selection 
... With more versatility . . . provide a perfect seal 
with easier installation. HUDEE is the original water- 
tight clamp-down sink frame system in stainless steel 
for all flat rim sinks and lavatories (ovals, rounds 

and three-sided). 


For service, for profits, for quality, for COMPLETE 
CUSTOMER SATISFACTION WITH LASTING 
BEAUTY... 


install HUDEE STAINLESS STEEL SINK FRAMES. 


PATENT NOS. 2,440,741, 2,704,370 


Heucther fine product of WS J heal 
WALTER E. SELCK and COMPANY. | SELCK 
7125 W. Gunnison St., Chicago 31, Illinois * Underhill 7-9280 

Check 4-169-01 on Reply Card 
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Hydrodynamics More 
Accurate: Faggion 


f "ADWEI / (Continued from page 117) 


human consumption and wastes. 
I believe, also, that through th» 


No 88 | use of a more acceptable name, 
x | 


the personnel within our indus- 

try will assert and maintain the 

TEMPERATURE | stature and dignity associated 

| with it, and to which it should be 

& entitled in the public eye. A com- 

parable transition has occurred 

PRESSURE VALVE | within the scope of present main- 
| tenance personnel. The term 

janitor was once associated with 
N B AGA° | aman who stoked the fire, swept, 
_ cleaned and shoveled. The main- 
tenance man or custodian of to- 


. day connotes a man who has the 
gives you i: 


necessary knowledge and train- 


| ing to operate the mechanical 
THE MOST | core of the institution, as well as 
knowledge of the treatment of 


A.G.A. 110,000 Steam BTU/hr floors, walls, ceilings, ete. 
ASME 1,223,000 BTU at 125 Ibs. § |) sAnother thing the industry 


f could do to improve its image is 
or to make known publicly, through 


statistics, the number of profes- 


THE LEAST sional people (such as engineers) 


























now in the industry who are 

dedicated to the protection of 

public health and safety, in com- 

parison with the past. This dedi- 

A valve designed and built for: cation manifests itself in many 


phases — writings, experimenta- 
BETTER SERVIGE & LONGER LIFE © toms spotvin, dein," com 


tracting and inspection. 





# We in the contractor end of the 
nat delat Nie indi | industry are finding that the man 
who fails to keep abreast of the 
finer points of theory in hydro- 
dynamics is losing his place in 
the competition for his position. 
TEMPERATURE—210 7 = Witness the average supervisory 

Ez | person of 15 to 25 years ago who 
has failed to keep pace. He is 
generally unable to supervise 


THE BEATON & | a work today. 


, ARTHUR FAGGION 
= 2 Contractor 
— United Piping & Erecting Co. 


CADWELL NO. 75 
MANUFACTURING CO. Adjustable 25 to 175 Ib. 


NEW BRITAIN, CONN pressure relief, with or For “honorable mention" let- 
without fusible plug for ters on hydromechanics, see 
temperature relief. Domestic Engineering's forth- 

coming issues. 


#88 has 436” O.A. Extension 
#88-M has 6” O.A. Extension 
PRESSURE—MAX. 170 Ibs. PSI 


ESTABLISHED 1894 





Check 4-170-01 on Reply Card 
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Call Him Santa Claus, Hes 
Still a “Plumber”: Schmitt 


(2nd prize “no” letter) 


Cuicaco—I have just finished reading 
your very fine November issue and feel 
compelled to write you regarding the sug- 
gestion for changing the name of our indus- 
try to hydromechanics. 

First, I’d like to tell you a little story. The 
story is about a plumbing contractor whose 
name shall remain anonymous. 

One Christmas he decided, since he was 
a rather large man and had a very friendly 
laugh and loved children, that it would be 
good public relations for him to dress as 
Santa Claus and call on some of his better 
customers’ homes on Christmas Eve. He 
would thus thrill the children in the house- 
hold and remind the family that he was still 
in business. 


"You're Not Santa Claus, You're Jonesy” 


So, this plumber, whom I'll call “Jonesy,” 
found a fine Santa Claus suit and dressed 
for the evening’s work. He looked like San- 
ta Claus, sounded like Santa Claus might 
sound, and had a pretty convincing job of 
makeup. The first home at which “Jonesy- 
Santa Claus” called was one in which Jonesy 
had done considerable remodeling work. The 
child was a small boy under school age. 

The interview with the child was carried 
off very well until Santa Claus was ready to 
leave. The boy, on his best behavior, walked 
up to shake hands with Santa Claus and to 
thank him for the visit. When the boy held 
Santa Claus’ hand, he looked up at him and 
said, “Why you’re not Santa Claus, you’re 
Jonesy the Plumber.” 

The plumber was surprised; he hadn’t 
realized how much attention the little boy 
had paid to him and how much the little boy 
studied him during the trips to the house. 
But the boy knew immediately that this was 
a plumber’s hand, not Santa Claus’ hand. 


But the Little Boy Liked Him Anyway 


As I recall it, the boy was not disappointed. 
He liked Santa Claus, but he also liked 
Jonesy the Plumber. 

You can take the plumbing, heating and 
cooling contractors of this nation and you can 
dress them in red suits with bright brass 
buckles and give them shiny black boots 
and red tasseled caps trimmed in white fur 
and you can change their names and call 
them Santa Claus if you will, and they will 

(Please turn to page 172) 
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1319 Utica Avenue, Brooklyn 3, N. Y./ NAvarre 9-1234 
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Ano 
DUCTAPE 


TRADEMARK 


4 3 4 
THE 
HOT 

AIR 


ae ats * Write for 
WV Makes every joint air-tight FREE test 
~V Ducts deliver more heat sample 


V Self-adhesive, easy to apply, 
cuts installation time 


W Sticks to all materials Anno 


~V Conforms to all contours ADHESIVE TAPES, INC. 


¥V Ideal for applying insulation Dr. Scholi’e Adhesive 
V Flame-resistant type also Tape Division 


5033 Ohio Street 


Ask your jobber for DUCTAPE Michigan City, Ind. 


MANUFACTURERS AGENTS WANTED FOR SOME SELECTED AREAS 


ra) 


_Check 4-172-01 on Reply Card 





WHEN EVERYBODY ELSE SAYS 
IMPOSSIBLE—TRY CARLTON! 


Classroom sinks and 
fountains to fit any 
specification. 


For example, this 

Combination Carlton Sink 

and Drinking Fountain is 
available in 11 different 

models and sizes; a model to 

fit all Local Codes and Engineer 
Specifications: 





Cat. No. Outside Dim. Depth 





1624-20 24” x 16” 7-1/4" 
24” x16” 7-1/4" 
24” x17" & 7-1/4" 
24”x17" 7-1/4" 
21” x 18” 7-1/4" 
21” x 18” 7-1/4" 
24”x21” -1/ 7-1/4" 
24”x21” - 7-1/4" 
1828-29 28” x 18” 7-1/4" 
1828-18 28” x 18” 7-1/4" 
1839 D.B. 39” x 18” as B. 7-1/4" 
N.Y. Code 12” x 14” R.B. 4” 


























Send us your specifications for quotation. Carrollton Mfg. 
Company, Sink Division, Carrollton, Ohio. 


LOOK FOR THE STARS -++--+-++--++- To TELL YOU IT’S 


SCULLERY SINKS ¢ INSTITUTIONAL SINKS « HOME SINKS ¢ CUSTOM SINKS 


Check 4-172-02 on Reply Card 
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(Continued from page 171) 


still be known by what they do, and by how 
they conduct themselves. 

Actually, in research done for the Plumb- 
ing-Heating-Cooling Information Bureau, it 
was found that the average consumer does 
not have a bad opinion of the plumbing- 
heating-cooling contractors of this nation. 
Where they have had contact with these 
men, they have in general a good opinion of 
them and of their work. The important thing 
to remember is that the consumer does not 
have to look into a dictionary to know what 
a plumber is. He knows this by sight and by 
association. 


sHe knows it in the same manner that 
there is never any doubt in anyone’s mind 
whether a man is a physician, duly licensed 
to practice medicine, or a wizard or medicine 
man in a savage tribe, yet both of these peo- 
ple are called doctors. Which reminds me; 
if you look up the word “doctor” in the 
dictionary, you'll find these people have 
more reasons to change their names than 
plumbing contractors do. 

I think both words, plumber and hydro- 
mechanic, and their definitions, miss the 
point. If the plumber is to reach his full 
potential, if he is to support our industry in 
the manner possible and necessary, then he 
will be known as a businessman... and as 
a professional with an important function 
in the community. He will be recognized as 
the guardian of the health of the nation. 

I firmly believe that the name is not nearly 
so important as the man, and that the dedica- 
tion of the industry should be to help him 
become a better businessman and a respect- 
ed member of his community. 


«The plumbing contractor is charged with 
the responsibility for keeping people well 
and of supplying them with comfort and 
convenience which are indispensible. The 
plumbing contractor keeps more people well 
than the doctors of this nation could cure 
should all of the skill and training and work 
of plumbing contractors, through the years, 
by some great misfortune be abolished. 

In 1960, due to the efforts of the Bureau 
and the contributions of the members from 
all segments of our industry, 500 million 
newspapers were published containing sto- 
ries about the p-h-c contractor and the com- 
fort, convenience and sanitation he supplies 
with our industry’s products. 

These stories said over and over again 
in many different ways “Look to your plumb- 
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ing contractor, he is the expert, he is the man 
on whom you can depend for information, 
advice and products.” This man has been 
portrayed in these stories not as a plumber, 
not a hydromechanic, but as a businessman, a 
solid member of the community who will 
supervise the complete installation of the 
comfort products of our industry. 

In the same period, more than 40 maga- 
zines carried stories about this industry and 
the plumbing-heating-cooling contractor. In 
this same period, 230 industry men have been 
trained to conduct Selling Fundamentals 
classes to teach contractors to sell the prod- 
ucts of this industry effectively, creatively 
and profitably. By the end of this month, be- 
tween 2,500 and 3,000 plumbing, heating and 
cooling contractors will have been graduated 
from or will be enrolled in PHCIB’s 10- 
week, 30-hour course. 

I’m very proud to be a part of the plumb- 
ing-heating-cooling industry. 

JOSEPH SCHMITT 


Executive Secretary 
P-H-C Information Bureau 


P.S. If I win the $25.00 for the “best letter” 
on the name change, please donate the money 


to PHCIB. Based on the way our publicity 
program has gone this year, with $25.00 in 
additional funds we will be able to see that 
stories about our industry appear in 357,125 
copies of newspapers printed in 1961. 


Call Me a Hydromechanic, and 
I'm Out of Business: Thomas 


(3rd prize “no” letter) 


Cepar Rapips, Ia.—I have no quarrel with 
the Zurns as manufacturers or sales people, 
but I disagree with them as to changing the 
name of the plumbing industry. 

Let me challenge them and you: Ask 100 
people at random that if they called a hydro- 
mechanical engineer, a hydronic engineer or 
a sanitary engineer, what would they expect 
to be installed or repaired—a power plant 
for electricity, a city water supply plant, or 
plumbing? My bet is that none of them 
would guess “plumbing.” 

I also believe that if I removed the sign in 
front of my shop and replaced it with one 
that reads “Thomas Hydromechanical Engi- 
neering,” I would be out of business in 30 

(Please turn to page 174) 
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pressurized, 

diaphragm-type 
expansion tank % 
. . « the most practical ¢ Guaranteed Heating Sys- 


method yet devised for 
controlling hot water 
heating system expan- 


INCORPORATED 


Rhode Island 
FILL-TROL 


tem Protection 
Fewer Trouble-Calls 
Quiet, Smoother Operation 














With one hand-tight connec- 
tion, you get... 
Easier Installation 


If you aren’t enjoying Extrol 
profits today, contact your 
wholesaler -- or write directly to: 


West Warwick 
U.S. Patent 


No. 269573, 
other patents 
pending in U. S. 
and other 
countries. 





Check 4-173-01 on Reply Card 
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AMERICAN TUBE & CONTROLS, INC. 
Rhode. Island 





You Know 
You're Right 
WITH INstaNt-GLow 


=—=Don’t Gamble with Less than a Product 
with Years of Proven Performance 


No combustion chamber compares 
with INSTANT-GLO— 


The chamber glows cherry-red in 
5 seconds from burner starting 
and gives all ‘round: 


% TOP PERFORMANCE 


Cannot lose shape or fall in. 
INSTANT-GLO’s_ thick insulating 
brick wall gives maximum sound 
absorption. It’s rugged . . . out- 
lasts combustion chambers of in- ‘ 


ferior materials. sone 
% EASY TO INSTALL DO ThE JOB RIGHT 


Cuts, handles, assembles easily. WITH INSTANT-GLO 
Rigid when installed. 
% EASY TO CLEAN 


Rugged INSTANT-GLO resists vac- 
uum cleaner suction. No vulnerable 
parts of heater to burner exposed 


Short cuts are 
not fair to the 
customer nor do they 


do justice to the 
On replacement jobs the old cham- 
ber should be removed to make 
sure no air leaks exist. 


reputation of 


oil heating 


For details, write to: 


BOSTON MACHINE 
WoORKS COMPANY 





Oll Heating Supplies Div. 
7-17 WILLOW STREET 
LYNN, MASSACHUSETTS 








Check 4-174-01 on Reply Card 





LOW PRICED-PACKAGED MULTI-ZONE 


CONTROLLED BOILER © 


OIL OR GAS FIRED 


hell 


hs lll cl ad 


Recognizing 
the growing design 
problem of even distribution 
Wi of heat, Gibraltar can now give 
you the new modern rone- 
control for hot water 


heating. 





Depending upon the size of 
your home; be it split-level, 
ranch or multiple dwellings, 
Gibraltar can now give perfect 
comfort. Your recreation room, 
bedroom, or any individual 
room can be heated to your 
desired temperature. 


ibraltar 


CORPORATION OF AMERICA, INC. 


FOR THE HEAT 
OF YOUR LIFE 





223 NORTH 9th STREET BROOKLYN 11, N.Y. 
Stagg 2-7878 
Check 4-174-02 on Reply Card 


(Continued from page 173) 
days. I do not mean to suggest that people are 
dumb or uneducated, but after hundreds of 
years of our craft being known as “plumb- 
ing,” no one would suspect a hydromechani- 
cal engineer to be a plumber. 

Our national association took a big step 
backward at the Kansas City convention a 
few years ago when it changed the name 
from National Assn. of Master Plumbers to 
National Assn. of Plumbing Contractors. 

It opened the door for every Tom, Dick 
and Harry without qualifications but with a 
yen to enter the plumbing business. 


He's Proud of the Term Master Plumber 


I am proud to be known as a master 
plumber. I am proud I worked up from the 
bottom. Not that I have cut any fancy 
figures on the pond of success, but I am 
eating regularly. I am proud to say to my 
friends and customers that I am Thomas, 
the Plumber. 

I wonder what my friends of 40 years 
would think and say if I were to answer 
them on the phone, “Thomas Hydromechani- 
cal Engineering”? I'll tell you what they 
would do: They would think they had the 
wrong guy and hang up and call Joe Doaks, 
the Plumber. 

I am for progress, but let’s progress as 
plumbers by knowing more about our busi- 
ness and trade. Don’t be ashamed to add on a 
profit. Stop financing these home builders. 
Make them use their own money to finance 
themselves. Let’s progress by 


rendering 
better service to our customers. 


The Plumbers Who Went to Hell 
There is an old saying that there were only 
two plumbers who ever went to Hell: 
The first one tried to solder with a cold 
iron. 
The second one forgot to add on a profit. 
It seems we can now add a third one: The 
plumber who fancied up his name so no one 
recognized him. 
T. H. THomas 
Contractor 


Auto Crash Kills J. D. Morrow 


Houston—John Morrow, head of one of 
Houston’s largest plumbing contracting firms, 
was killed in an automobile accident here March 
1. Morrow was alone in his car when it smashed 
into a bridge abutment. 

He was president of the Warren Co. and a 
past president of the Mechanical Contractors 
Assn. of America. Survivors include his son, 


John Morrow Jy., vice president of the firm. 
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What Happens When a P-H 
Contractor Turns Wholesaler 


(Continued from page 94) 
with newspapers in the rural areas north of 
Nashville. The booklet contains a full-page 
MHC ad (along with those of other business- 
es) and has heavy paper covers so that it can 
be kept around the farm home as a reference. 
(See page 90.) 

Local advertising, prepared by the con- 
tractor under the cooperative advertising 
plan, must be submitted to Tepsco for ap- 
proval prior to publication. The requirement 
serves to keep Buchi informed of his con- 
tractor-customers’ advertising efforts so he 
can plan his own promotions accordingly. 

An advisory group of contractors studies 
the MHC advertising and participates in 
planning the program. 

In selling the MHC program to contractors, 
Buchi demonstrated his competence in pro- 
motion and customer relations. 


# First, Buchi realized he and the contractors 
needed a trademark through which they 
could acquaint consumers with the program. 
Buchi and Burdine wanted one that would 
be distinctive and would emphasize that re- 
modeling is the route to greater comfort in 
the home. Since many promotions utilize a 
picture of the home, this particular symbol 
“had to be avoided.” 

The end result of much consultation is the 

(Please turn to page 176) 


your job. It’s been eliminated!” 
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THE RIGHT SUMP PUMP 
FOR EVERY JO 


ZOELLER 
MODEL 34 
SUBMERSIBLE 
SUMP PUMP 


THESE EASY- 
TO-SELL 
FEATURES 


You Can Stake Your Reputation 
Sump Pump 


ZOELLER MODEL 03 
CAST IRON 


@ '/; H.P. NEMA FRAME MOTOR 
@ RED BRASS COLUMN 
@ CAST IRON STRAINER 
@ CAST IRON HOUSING 





MANUFACTURERS OF SUMP PUMPS FOR 20 YEARS 


3280 Millers Lane ©¢ Louisviile 16, Kentucky 
Check 4-175-01 on Reply Card 
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(Continued from page 175) 

striking, rectangularly-shaped MHC trade- 
mark. The words “Modern Home Comfort” 
run around the rim of the trademark. Inside 
this border is the picture of an open door, 
and cutting across the trademark are the in- 
viting words, “Opens the door to better 
living.” 

To present the MHC package to his con- 
tractor-customers, Buchi chose the time of 
his annual dealers meeting and dinner in 
March 1960. 

In a dining room ringed by a battery of 
television sets, Buchi distributed handsome- 
ly printed booklets which describe the fun- 
damentals of the program, and began his 
sales talk. Then he pointed to the tv sets. 

Precisely timed with the end of his re- 
marks, the first of the MHC commercials 
boomed into the room. 


sFirst, there was the picture of the MHC 
trademark and the sound of a knock at the 
door. Then the door in the trademark faded 
into a picture of a real door. It was opened 
and the tv camera poked through. 

Behind the door, an announcer began, 
“Open the door to better living. Wherever 


you see this emblem, you'll find a heating, 
air-conditioning and plumbing dealer who 
specializes in Modern Home Comfort.” 

Of the 60 dealers attending, 6 signed up 
on the spot. 

Now it was Burdine’s turn to sell the 
program, but this time out in the field. His 
principle selling tools are an armful of MHC 
signs and a bulky, impressively prepared 
notebook that contains samples of Buchi’s 
promotional work. 


»Burdine helps contractors plan their use 
of the MHC trademark, and he lends assist- 
ance in the preparation of their own cam- 
paigns. To contractors who haven’t signed 
on he says: “We're going to help you sell, 
we're going to furnish you with the sales 
tools, and we’re going to assist you with ad- 
vertising. But you still have to take it and 
use it.” 

To date, 59 contractors have attempted to 
“take it and use it,” 10 more than are cur- 
rently signed up for the MHC program. Of 
the 10, seven were dropped for credit rea- 
sons, two withdrew voluntarily, and one 


died. 


Buchi says the contractor response to the 





LVL VIGF QP rs 


WESTERN SEMI-RIGID ABS 
PLASTIC PIPE 


PROVEN BEST FOR EVERY WATER SYSTEM JOBE 


@ Pump installers work faster, for less cost, and have less call- 
backs when they use either flexible Klearcor® or ABS semi-rigid 
pipe. Mirror-smooth interior surface cuts friction, requires less 
power and smaller pumps. Both are rust and rot proof, chemically 
resistant, and non-toxic. Complete conformance to all existing 
applicable standards. Always full wall thickness. With accurate | 
ready-to-use fittings. Get Klearcor® in standard %” through 2” 


... Western ABS %” thru 6” sizes. 


@® Registered, Patent Pending. 


WESTERN PLASTICS CORPORATION 


1515 W. 2nd Street 


Hastings, Nebr. 


Check 4-176-01 on Reply Card 


Domestic ENGINEERING, ApriL 196] 





——_ — —— << —_! — = ao aon eonll 


MHC program has been favorable and he is 
optimistic that the franchised dealers will 
eventually number 70 contractors. 

But the Tepsco merchandising program 
will not stop there. Already in the works 
is a new addition: A plan for selling direct 
to consumers. Is this a “red flag” to his 
contractor-customers? Let’s see how the plan 
will work. 

Sometime this spring, Buchi will open an 
advertising campaign to draw consumers in- 
to his showroom where most products will 
be price-tagged at 33 percent above contrac- 
tors’ cost. 

The new advertisements will tell the con- 
sumer to “see these products at your Modern 
Home Comfort dealers or at your Master 
Modern Home Comfort products showroom” 
(Tepsco). 

A list of MHC dealers will be posted in the 
showroom for the reference of consumers. 


»Comparisons with the now-famed Reichle 
plan for direct selling, created by wholesaler 
Walter Reichle of Saginaw, Mich., are in- 
evitable. 

In some respects the plan is the same, but 
there are profound and telling differences. 

As in the Reichle plan, a contractor who 
sends customers to the showroom partici- 
pates in the profits from any sales. The dif- 
ference is that profits above those which 
normally go to the wholesaler as part of the 
trade price will be credited to the contrac- 
tor’s account in the cooperative advertising 

(Please turn to page 178) 




















HAPLESS HARRY 
THE 
HANDY MAN 


“It’s my turn!” 
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THE MONTH OF APRIL... when we all have to 
hand it to the Department of Internal Revenue. 

“X-L” Couplings 
PONDERING: Would you rather be filthy rich 
or immaculately poor? 

“X-L” Nipples 

SECRETARY ON PHONE: “He’s out to lunch now, 
but he won’t be gone long. Nobody took him.” 

“X-L” Couplings 
NEWLYWED: “Is married life one grand sweet 
song?” 
OLDTIMER: “Well, after the baby is born, it’s 
more like an opera. Full of grand marches, al- 
ways a full house and loud calls for the author 
every night.” 

“X-L” Nipples 
SALESMAN SAM SEZ: “Girls’ dresses have gotten 
so short, | wonder what designers will be up to next?” 

“X-L” Quality since 1918 
THE SON INTRODUCED the new deacon to his 
father, who was slightly deaf and a staunch 
Republican. “Pa,” said the son, “‘here’s our new 
deacon.” “New Dealer?” echoed Pa. “No, new 
deacon,” repeated the son and added, “He’s a 
son of a bishop.” That pleased Pa and he agreed 
happily, “They all are!” 
“X-L” eXceLlence! 

ASK YOUR JOBBER FOR “X-L” Products . . . any 
type, any size 44” to 16” diameters. There’s an “X-L” 
Pipe Coupling and Pipe Nipple for every purpose and 
specifically engineered to your industry standards. 

“X-L” Couplings 
AS THE X-RAY specialist walked down the aisle 
to say the marriage vows with a former patient, 
someone whispered: “I wonder what he saw in 
her?” (Thanx Lil and Dick Tilton) 

“X-L” Couplings 
DID YOU HEAR about the girl with the gleem in her 
eye . . . her husband nudged her while she was 
brushing her teeth. 

“X-L” Nipples 
“X-L” PRODUCTS are quality controlled and 
assure you the best to be had. Specify ““X-L” the 
next time you order from your supplier. 

_ “X-L” Man, eXceL! 

OVERHEARD: “All she got out of the evening was 


rum and coax.” 


“X-L” Products eXceL! 








iti mame 
Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 


PRODUCTS COMPANY 


WHEELING, WEST.VIRGINIA 
_ FACTORY PHONE: CHapel 2-2000 





Check 4-177-01 on Reply Card 























(Continued from page 177) 
fund. In the Reichle plan, the referral con- 
tractor received in cash any profits above 
the wholesaler’s trade price. 

If the customer comes in off the street with 
no referral from a contractor, Tepsco will 
still sell to him. But unlike the Reichle plan, 
any profits over the trade price will be paid 
into the firm’s cooperative advertising fund, 
uncommittted to any contractor. In Walt 
Reichle’s system, this money would go into 
the wholesaler’s own fund. 





HEATING 





»Contractors have been invited to take 
turns at selling in the showroom. In addi- 
tion, an advisory committee of contractors 
will have access to all records of the con- 
sumer sales transactions. Neither of these 
two features were part of the Reichle plan. 

Opening the Tepsco shrowroom to direct 
sales, Buchi points out, is “just another serv- 
ice to contractors who don’t have a full-size 
showroom.” 

“Consumers resent not being able to see 
and price merchandise,” says Buchi. “And 
they’re not at all satisfied when I say, as I’ve 
done in the past, that they’ll have to go to 
their local contractor for this information.” 














“It’s nothing complicated, folks, you 
just need a new furnace.” 


Every day more dealers ACCLAIM General’s 


PROFIT-MATES 


Jobbers from coast-to-coast re- 
port constant dealer commenda- 
tion of General’s PROFIT- 
MATES—Fuel Oil Filters and 
Moisture-Matic Humidifiers. Easy 
to install with only a slight 
chance of call backs for adjust- 
ments, they are both sure-fire 
profit-makers. If you aren’t ac- 
quainted with General’s PROFIT- 
MATES order a half-dozen pack 
of each from your jobber and 
learn how they earn ADDED 
profits on any service call, 


Gon EVEL OIL FILTERS | Gene?” Moisture-Matic HUMIDIFIERS 


New simplicity and compactness with fool-proof oper- 
ation make the General the ideal Humidifier for any 
moisture and prevent any clogging. Special seal, Buna hot-air plant. Chrome-plated valve, life-time neoprene 
gaskets, and plastic finish resist most acids, oils, and diaphragm (no float!), and corrosion-proof pan makes 
corrosion. Cast iron and steel construction for |-o-n-g the General your safest installation for continued cus- 
life. Your best choice for dependability! | tomer satisfaction. 


Efficiently designed so that two sizes fit all home plants. 
Replaceable wool felt cartridges (the finest) trap all 





== 


=? Ask Your Jobber for General's PROFIT-MATES /cenedion Corral Filters, Utd 
NW GENERAL FILTERS, INC. Scarborough, Ont. 
y 43800 Grand River Avenue e Novi, Michigan 
Check 4-178-01 on Reply Card 
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With the same spirit of cooperation evi- | 
denced in the MHC introduction, Buchi and y FS 
Burdine have gone about seeking contractor ? 
acceptance of the consumer showroom. N 

Buchi remembered that the survey of con- | 
tractors had already shown they were in 
facor of a wholesaler showroom in which SOME 
consumers could see priced merchandise. 
But to determine whether the direct selling 


aspect would be approved by the contractor- 7 | F LD S 


half of the business team, he fully explained 


the new program at special meetings. 
How has the program been accepted thus JAM ECO 
far? Buchi says the discussions at the meet- 
ings were “knock down and drag out,” but IS 
the showroom plan eventually received “en- 
thusiastic approval.” Contractor organiza- \ 
tions in the Nashville area have been non- \ 
committal, but Buchi is certain that the plan = 
is legal, workable, and profitable to both his 


ad 
wholesale firm and his customers. T ae 


# Showing its profit muscles, Tepsco will in B G G EST 
July move to sprawling new quarters in a 

50,000 square foot warehouse. The new 
quarters will include an 1,800 square foot 
showroom. 

Tepsco now has a work force of 28 em- 
ployees, including a sizable sales staff. Buchi 
has separate managers in charge of kitchen, 
air conditioning and plumbing sales. He has 
two full-time industrial salesmen, one utility 
salesman and three general salesmen. 

There’s been dramatic proof of progress 
in Tepsco’s sales as well. In 1960, the first 
year of the operation of MHC, the sales gross 
went up $500,000 over that of 1959. 

Was MHC responsible for this exciting 
growth? Or was the increase just evidence 
of the normal growth of a healthy young No tribe challenge JAMECO 
business? Buchi does not know for certain. ; ; 

Indeed, he is “afraid to find out,” lest the in traps and strainers. No tribe 
discovery lead him to emphasize some aspect make um so many different tubular 


his business ¢ s Ss. ’ ; 
of his business at the expense of others items. JAMECO high quality 


Buchi believes in a business that’s well bal- . 
anced across a wide range of services. keep JAMECO growing. 


«In any event, he is certain that MHC, or —_ Warehouse Teepees Strategically Located 
something like it, is needed to extricate the é ; 
industry from what he sees as “a perilous Give Um Fast Service 
competitive position with nonindustry out- 
lets competing for our markets.” Write for catalog with big pictures. 
Says Buchi: “If contractors and whole- 
salers don’t unite their efforts, I think I can 
foresee that the traditional chain of doing 
business—manufacturer to wholesaler to 
contractor—is going to be disrupted. Some- 
body is going to be left out of the profits JAMAICA MANUFACTURING CO.. | 


picture.” END 1209-1223 DEKALB AVENUE » BROOKLYN 
(For a typical Buchi tv ad, turn the page.) Jamaica Mfg. (Canada) Co., Inc., Prescott, Ontario 


Check 4-179-01 on Reply Card 
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for the finest in 


LAVATORY 
LEGS and towel bars 


the name to remember is 


manufacturers of quality 
plumbing specialties, including: 


* bathroem accessories! * vanities! 
* basket strainers! * replacement baskets! 
* pipe straps! * floor & ceiling plates! 
* brass nipples! * chrome-plated nipples! 
* chrome-plated brass * chrome-plated 

fittings! Sure-Grip flanges! 


Sold thru the wholesaler « Write for Catalog 


REED-CROMEX CORPORATION 
15757 Euclid Ave. € Cleveland 12, Ohio 








"er 

















Check 4-180-01 on Reply Card 





The BEST costs no more __ 


Write for Builetin 9013 FSG 
Square D Company 

404] North Richards Street 
Milwaukee 12, Wisconsin 


ASK YOUR ELECTRICAL DISTRIBUTOR FOR SQUARE D PRODUCTS 


SQUARE J) COMPANY 








wherever electricity is distributed and controlled 
Check 4-180-02 on Reply Card 





How Buchi’s TV Commercials 
Stress Modern Home Comfort 


(Also, see story on preceding pages) 


SOUND OF DOOR KNOCKER (door opens). 

“Your Modern Home Comfort dealer can 
open the door to better living for you and 
your family. If you’re building or remodel- 
ing, be sure to see the famous —_______ sink 
and bathroom fixtures on display at your 
Modern Home Comfort dealers (fixtures are 
shown). 

“For more than 85 years, _______ has main- 
tained a reputation for first-quality plumb- 
ing products and there’s a model that’s right 
for you. There is a choice of seven beauti- 
ful colors besides white, if you prefer colored 
fixtures for your bath. 

“So that you can see these beautiful fix- 
tures in all their glorious color, your Modern 
Home Comfort dealer would like you to have 
this guide to plumbing fixtures (booklet is 
shown). To get your free copy, just send 
your name and address to Plumbing Fixtures, 
WLAC-TV, Nashville. 


“Then when you're ready to install, call 
your Modern Home Comfort dealer (MHC 
symbol is shown). He’ll take care of installa- 
tion and arrange an easy time-payment plan 
for you with no down payment. Here are a 
few of the Modern Home Comfort dealers in 
this area: Leonard Ransdell Plumbing & 
Heating Co., Clarksville; Charles L. Briley 
Co., Murfreesboro; Hollingsworth Plumbing 
Co., Nashville; Rohrbach & Hill, Nashville; 
and Martin Co., Pulaski. 











4 
Sdn 
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CARLTON SCULLERIES COPPER TUBE 


ANY TYPE, ANY SIZE pan \|\\'l2 STRAPS” 
cnions, hetea, THE FASTER WAY T0 
slonal siiiia: to I HANG COPPER TUBING 


Sai ioe TWO TYPES 
2 >. application. ects VERTICAL THREADS 


.. FOR MASONRY (hardened 
These are made in one, aes steel—copper plated) 
two or 3 Comp. stainless . 20. Fo @ Drives like a concrete nail 
steel or galvanized steel in pe ‘ lock 
a choice of No. 12, No. 14 Pri, es into concrete ock, green 
or No. 16 gauge, with mien concrete, cinder block, mor- 
iy complete square or coved roe os . 
welded construction. Sep- a tar and similar materials. 
3 Compartment arate or Integral drain- lt ANNULAR THREADS 
boards. Custom made to cr FOR WOOD (regular steel 
your specifications. oP aoe —copper plated) 
Model No. Over-all Inside Depth oa Threads “lock” with wood 
Pee fibres for up to 3 times 
C-1836-2 21” x 39” 18” x 36” 14” DRIVE "EM LIKE A NAIL! greater —* ge 
C-1848-2 21° 251" 18” x 48” 14” | 4 SIZES—%", , 5”, yl 
C-1860-2 ar age 18” x 60” 14” } 
C-2436-2 27” x39” 24” x 36” 14” 
C-2448-2 27” x51" 24” x 48” 14” WRITE FOR SEND SAMPLES OF C.T. DRIVE-STRAPS 
C-2460-2 27” x 63” 24” x 60” 14” 


NAME 

Send us your specifications for quotation. Carrollton Mfg. / 
Company, Sink Division, Carrollton, Ohio. * FIRM 
LOOK FOR THE STARS -++--+-+--+1- TO TELL YOU | STREET 


CITY. 








Carlton Scullery Sink Shown 






































TRADE MARK REG 


SCULLERY SINKS + INSTITUTIONAL SINKS * HOME SINKS * CUSTOM SINKS 460 Elm St., Sycamore, Ili. 
Check 4-181-01 on Reply Card Check 4-181-02 on Reply Card 


® 
New Improved “g a 
= 
Flexi-POWERODER ura tu 
WITH FLEX-FEED CONTROL NOW WITH HOSES 
Now, a feeding device designed to give the operator “the feel FU RN j Sk ED 
of the snake.” By turning crank handle the snake feeds out — 


or back into container. Can be installed on all PoweRodeRs 
now in use. 

NEW DRUM DESIGN 
minimizes possibility of snake 
kinking, looping or tangling. 
100 or 50 ft. 

Models 

Drums 

Interchange. 

Optional: 

Wheels and 

Handles. 


























Models 10K Models 20K 
, and 10 and 20 
si ™ 
SEE WHOLESALER utilatub — Dress up your 


laundry installations with a 
OR WRITE Fiberglas tub priced competi- 


tively with concrete tubs, 
Insist on Ft ubl Quality 


 Herible PLUMBERTOOLS Tie } at * For Full Information Write: 
4, v , e es 
E. L. MUSTEE and SONS, INC. 
3782 Durango Avenue, Los Angeles 34, California 


6911 Lorain Avenue «+ Cleveland 2, Ohio 
Frank Donovan Company, 9 S. Clinton St., Chicago 6, Illinois Model 9TH duratub and utilatub 
5% . Patented and Patents Pending are trademarks of E, L. Mustee and Sons, Inc. 


Check 4-181-03 on Reply Card Check 4-181-04 on Reply Card 
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iy of LIVING For Young Homemakers 


DELTA FAUCET CORPORATION 
* GREENSBURG, INDIANA 


Delta Faucet of Canada Ltd. - 2489 Bloor Street, Toronto 9, Canada 
Check 4-182-01 on Reply Card 








MAINTENANCE MAN’S 


and 


CONTRACTOR'S 
BEST FRIEND 


Quality Enamels and Lacquers 
in foolproof can 


@ Champion Chrome Aluminum Paints 
@ Champion Metal-Glo Gold &G Copper Finishes 


CHAMPION BRONZE POWDER & PAINT CO. 
2101 N. Elston Ave., Chicago 14, Illinois, Dept. A.P. 








Check 4-182-02 on Reply Card 





PERMANENTLY! 
“X" BOILER LIQUID 


116 to sto 


He gs 
An “X" BOILER LIQUID re 
PERMANENT, not te 


nd will 


“X" LIQUID's leak-stopy 


wherever t 


v. “K" LABORATORIES, INC. 


NEW YORK CITY 36, N.Y 


Check 4-182-03 on Reply Card 


Pure Water Theme Will 


Spark May Push on Pumps 


(Continued from page 111) 
the month in the best way possible—an in- 
crease in pump sales. 

For the first time this year, the NADFPM 
is including water treatment in this May pro- 
motion theme—which is “Live Modern with 
Plenty of Pure Water.” 

In the following pages, the contents of the 
association’s water systems promotion kit 
are described. And there’s an article by S. A. 
Bunis offering tips on how to celebrate water 
systems month fost effectively. Bunis is 
chairman of the pump association’s markets 
committee and general sales manager for 
Goulds Pumps. 

Why celebrate water systems month? The 
answer is obvious. It’s a good way to start 
this season’s sales campaign. And if you put 
some “drama” into your celebration, it will, 
of course, call special attention to your prod- 
uct and its advantages—which is that impor- 
tant first step in any selling job. END 


Tips on Selling Water Systems 
During the May Pump Push 
By S. A. (Sam) Bunis 


ARE YOU PLANNING to celebrate water sys- 


tems month in May? We hope so. It gives 


you an especially good opportunity to draw 
special attention to your product and all its 


| advantages. 


To be a real sales help to you, however, 


| such a celebration must be carefully thought 
out and executed. Remember, water systems 


month is only a few short weeks away. So 
you'll be wise to start making your plans 
now. Here are some suggestions to help you. 

Use the promotional kit in every way that 


| you can. This is the only way that you can 


tie your own efforts to the national cam- 
paign (see page 185). 
If nothing else, you’ll benefit by associa- 


|tion with a high-powered advertising pro- 


| gram. Consumers who see water systems 
month mentioned in their newspapers will 
have an added interest in your promotions 
| because they’ll recognize the repetition in 
messages. 

Display water systems equipment in your 
showroom. The product naturally is the most 
| graphic sales messages you can use. If you 
| don’t have a showroom, your local power 
company and bank probably will be willing 
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SAM BUNIS is chairman of the markets committee 
of the National Assn. of Domestic & Farm Pump 
Manufacturers. He’s also general sales man- 
ager of Goulds Pumps Inc., Seneca Falls, N. Y. 


to let you use their floor space for a display. 
After all, the bank is interested in financing 
water systems sales, and the power company 
wants to build up its electrical energy sales. 

Both will benefit from the increased traffic 
that an interesting water systems display will 
bring. Your exhibit should contain both 
water systems and water purification equip- 
ment to tie in with the “pure water” posters 
and stickers. 

For maximum attraction value, you might 
try a working display that pumps muddy 
water through a filter and chlorinator, then 
yields safe, clear water. 

If you can afford to have a staff member 
in attendance at the working display, it 
would be a good idea to offer consumers an 


“cpportunity to find out what really pure DEPENDABILITY 
water tastes like...” 


Half a cupful of water treated the modern 
way and offered to customers who visit the 
display might be the cheapest sales incentive CHECK THESE OUTSTANDING ink ~ FEATURES: 
you've ever employed. Certainly, it’s a strik- “i 
ing way of bringing home to the consumer 
the inadequacy of his present water system. 


#Once you've got a display in either your 
quarters or elsewhere, don’t depend on street 
traffic alone. Let customers know about it. If 
you prefer the newspapers, run four to six 
advertisements, stringing them over the 
period that the exhibit will be shown. 

But radio and direct mail may be best for 
your purposes. In that event, don’t expect 
big results from one-punch ads alone. Try a 
series, as you stand a better chance of 
catching the customer’s interest. 

Advertising is just one of your water sys- 
tems month promotion channels. You'll also 
want to get editorial mention in your local 

(Please turn to page 184) 
Check 4-183-01 on Reply Card 
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U.S. DECLARES WAR! 


War is a strong word, 
but the latest U.S. 
Shield-Bearer prom- 
ises to be such a cham- 
pion gladiator in the 
arena of modern com- 
petition, that high 
prices, outmoded styl- 
ing, faulty flushing 
mechanisms and all 
other enemies of the 
industry are being 
challenged. 





This latest contender for milady’s boudoir is a 
new-from-the-floor-up toilet dubbed, 


“WARRIOR” 








This new U.S. 
toilet is be- 
lieved to be 
the finest flush- 
ing, washdown 
toilet combina- 
tion ever built. 


Completely new inside and out, this high-style 
vitreous china fixture features two sensible ad- 
vancements of standard flushing mechanisms 
that will sell on sight . . . features that prevent 
rod-wobble and assure drop-tight seating of the 
flush ball every time. Even the famous US. Life- 
time Guaranteed integral ceramic features have 
been improved .. . all with no increase in price! 


Descriptive literature is 
yours for the asking. 


UNITED STATES 


PLUMBING FIXTURE 
HEATING «ND COOLING CORPS. 
1130 CITY PARn: AVE., COLUMBUS, OHIO 


Check 4-184-01 on Reply Card 


(Continued from page 183) 
newspaper. Newspapers with rural or subur- 
ban circulations like to run news items of 
local interest. So if your promotion is color- 
ful, it’ll make the newspaper columns, 

NADFPM also has prepared materials to 
help you sell your newspaper’s editor on the 
value of publicizing water system month. 

Among them is a book titled “Water Sys- 
tem and Water Treatment Handbook,” which 
can help beef up your own knowledge in the 
field. As a local authority, then, you will be 
in a position to offer your services as tech- 
nical consultant on any stories the news- 
paper might carry. 

A series of articles on the water pollution 
problem in your area might be a good story 
for you to suggest. More to the point, you 
might urge the editor to carry some stories 
on water treatment processes available to 
solve local problems. 


s You can also provide the newspaper editor 
with a barrage of material that he can use in 
his news columns. The NADFPM has news 
releases on such subjects as nitrate nitrogen 
pollution, home sewage disposal systems, 
new water sources, and water for fire pro- 
tection. 

At least one of these releases should strike 
a responsive chord with an editor who’s 
aware of his area’s problems. 

By getting yourself associated with the 
water systems stories that appear in the 
local newspaper, you'll be accomplishing two 
things: One, you'll be promoting water sys- 














“Actually you don’t have many faults as 
an apprentice. It’s just that you 
make the most of those you have!” 
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tems month at the local level. Two, you'll be 
establishing yourself in the mind of the 
reader as an authority to be consulted on 
water systems jobs. That’s the type of repu- 
tation that can pay off in sales long after 
water systems month is over. 

But don’t rely on NADFPM promotional 
materials 


literature about particular brands of equip- 
ment you may handle. They offer a quick 
and easy way to answer consumers’ ques- 
tions about the features of the equipment 
you'll have on display. 

Here’s still another water systems promo- 
tional idea that’s especially effective in rural 


alone. areas where farmers may not have water 


Manufacturers and your 


wholesaler also have generous stocks of sales (Please turn to page 186) 


How to Get Your Free Water Systems Sales Kit 


Key TOOL in the national water 
systems month promotion is an 
11-piece kit of posters and stick- 
ers, most of them printed in 
fluorescent inks. 

The kit contains big posters for 
use on showroom windows and 
counters. It 


seal that 
points up the competence of the 
contractor to install water sys- 
tems and emphasizes the quality 
of his products. 

The seal carries the words 
“Certified Performance” around 
its border. Within the border is 
the stylized drawing of water on 
which is a shield with the words 
“Running water everywhere you 
need it” and the drawing of a 
faucet running full blast. 

Printed prominently near the 
seals on many of the materials 


performance product” are the contractor-plugging slog- 
ans “Emblem of Confidence” and 
“Water System Specialist.” 

Running through most of the 
promotional pieces is the re- 
peated phrase “for Your Own 
Water System.” NADFPM wants 
to emphasize the advantages of 
private ownership in the individ- 
ual water system. 

For your free copy of the kit, 
write to the National Assn. of 
Domestic & Farm Pump Manu- 
facturers at 20 West St., Anna- 
polis, Md. END 


also has bumper 
stickers, plastic floor mat signs, 
adhesive price tags, a door decal 
and match books. 

Theme of the promotion is 
“Live Modern with Plenty of 
Pure Water.” The new NADFPM 
materials also carry a “certified 


Precision-crafted by expert work- Compare doors! Open and slam 
men who grind welds marble- ours...then competitors’. Note 


smooth and finish off all danger- 
ously sharp tray. and shelf edges. 


our “solid” sound, balanced “feel”, 
superior construction, and ‘“‘can’t- 


bind’’, nylon bushings. 


Look beyond the price 


tag and you'll see why 


Check the styling... . the mod- 
ern wheelhouse design ... the 
flight-swept, tapered rear. 
You'll find no other body with 
so many features. 


POWERS 


OUTSELLS ALL 


Finest recessed latches on the 
market. Fool-proof, safety catches 
make it impossible for doors to fly 
open in travel. 


Concealed fenders with built-in 
‘lastability’’-assure at least 10 
years of rugged service . .. truly 
your best body buy. 


IMMEDIATE DELIVERY! WRITE FOR BULLETIN AND NAME OF DEALER. 


OTHER MAKES OF 
SERVICE BODIES 
COMBINED 


Optional Canopy Top, at left, has 53” floor- 
to-roof height. Body is also available with 
ee ee telescopic roof. 


McCABE-POWERS BODY COMPANY 
_ 5900 N. BROADWAY « ST. LOUIS 15, MO. 


Check 4-185-01 on Reply Card 
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the 


PRICE-WINNER! 


RETAILS FOR ONLY 


Beat rental competition 
with this “economy spe- 
cial’. It’s easy to prove this high- 
efficiency Diamond softener makes 
it cheaper to own their own. 
Just $105 for 25,000-grain model, 
$140 for 45,000-grain unit. (Ready 
for immediate installation.) 


*F.O.B. Oshkosh 
1, Tt 
1a 5 


& & GET COMPLETE INFORMATION FROM >, 


OSHKOSH FILTER and SOFTENER CO. 
OSHKOSH, WISCONSIN 





Check 4-186-01 on Reply Card 





BUY the SPECIAL ; 
HEAVY DUTY ‘. 


FROG 
BROOF 


e RAILROADS 

e CHEMICAL PLANTS 
e REFINERIES 

e FACTORIES 

e GARAGES 

e LABORATORIES ETC. 


WRITE FOR 
CATALOG 


MANUFACTURED BY 
JOSEPH A. VOGEL CO. 
WILMINGTON, DELAWARE 


Check 4-186-02 on Reply Card 





(Continued from page 185) 
pumped into their homes. It’s relatively new 
but has already been proved out in scattered 
applications. 

It involves close-knit cooperation with the 
local Rural Electrical Cooperative Assn. 
Offer to install an electric water system at a 
package price and on a trial basis for REA 
subscribers. 

In one area, at least, the REA has been 
willing to approach the subscribers and 
make the offer for the contractor. Under this 
arrangement, the contractor is freed from 
any promotional expense. And the final sales 
are almost guaranteed, for once the trial 
period is over, it’s highly unlikely that the 
farm family will again want to be without a 
modern water system. 


s All of your promotional efforts and those 
of the NADFPM will come to naught if 
you're not able to capitalize on the aroused 
consumer interest. The only person who'll 
get him to buy is you, the contractor-dealer. 

How to sell the customer? Ask yourself 
these questions: Why should the prospect 
buy from me? What motivates a customer 
to buy home equipment? What are consumer 
buying habits today? 

These questions are simply answered with 
these few words—brand-name products, 
local service, personal benefits and easy pay- 
ment terms. 

Part of your sales job will be to point up 
for the consumer the many advantages that 
a modern water system will bring. Selling a 
product is not as important as selling its 
benefits. 

People are interested in buying running 
water, not pumps. There are thousands of 
inadequately supplied homes. The prime 
prospects in these homes can’t take showers 
when they want to, because somebody is 
using the laundry downstairs. Father can’t 
wash the car because mother is doing the 
dishes, and vice versa. These people are in- 
terested not in buying the larger pump but 
in the benefits of a larger water system. 


= Sell the consumer in terms of what the 
added supply of water will do for his drink- 
ing, washing and cooking. 

Make it easy to buy once you’ve sold him 
on the advantages of buying. The reason 
mail-order houses have been so successful 
in the water systems market is that they’ve 
long had easy payment financing. 

Don’t say to yourself, “I can’t operate that 
way in my community.” If you say it and be- 
lieve it, the mail-order houses will continue 
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to take your business away from you. 

Even if you follow all these suggestions, 
you'll be wasting your time and ad budget if 
you can’t match your sales talk with a repu- 
tation for technical competence. 

If you don’t give good service, you’re not 
going to build up your water system profits. 
A good-service reputation spreads and gets 
more profitable orders, but unfortunately a 
slow-service reputation spreads just as fast, 
killing potentially profitable orders. 


=» Stocking a complete inventory of the more 
often needed parts will take only a small in- 
vestment and will inspire a feeling of trust 
and confidence in the customer. Speed in 
parts replacement and the maintenance of 
adequate repair facilities will earn continued 
pump sales all around the year. 

Too many of your competitors are selling 
your customers their second or third tv set, 
wall-to-wall carpeting, or a new patio for 
father to mastermind the summer barbecues. 
They’re taking their share of the consumer 
dollar away from you and will continue to do 
so until you sell the benefits of that larger 
water system on your display floor. END 


















































“You fellas did a fine job—but it goes on 
the lot across the street!’’ 








1. Apply Fluxolder by brush 2. Assemble tubes and 
to tube and fitting. fittings. 


DOES 3 JOBS IN 1 OPERATION 
FLUXOLDER SOLDER PAINT is a uniform mixture con- 


taining cleaner, activated flux and powdered solder—all 
in one can. 


heating. 


Order from 
wore Your Wholesaler 
11s 
SULDER PAINT 


t 
oe 
® PRoducts it 


FLUXOLDER 
- PRODUCTS CO. 





The Original SOLDER PAINT 


for Sweat Soldering 
and Tinning! 


3. Heat, touch ends of 
joints with wire sol- 
der to check correct 





Check 4-187-01 on Reply Card 
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On Our 30% Annwersary... 


WE CONGRATULATE 


TF TE| NVI 


WHOLESALE DISTRIBUTORS 


for a top-notch job of selling. Penn Boiler 
sales have shown steady growth since 

the day we started this business 30 years ago... 
and we realize that much of this growth 

can be attributed to the efforts of our wholesale 
distributors. On our side of the fence, 

we like to think that PEBBCO distributors 

are doing a bigger and more profitable business 
because of the excellence of the 

Penn hydronic line. Thirty years of experience 
(both good and bad!) have taught us 

the importance of quality and service. 


Penn Boiler-Burner 
Units are designed 
and constructed in 
accordance with the 
ASME code. 


Penn Boiler-Burner 
Units have guaran- 
teed ratings in ac- 
cordance with the 
rating code of the 
Steel Boiler Insti- 
tute. 





To All Wholesale Distributors 


If you’re not now handling the Penn line of 


hydronic heating equipment, you're overlooking a good 
bet for increased volume and profit. Your 


request will bring complete information in a hurry. 


PENN BOILER DIVISION 
PEBBCO INDUSTRIES INC. 


LANCASTER, PENNSYLVANIA 


Fruitville Pike EXpress 2-4175 
Check 4-188-01 on Reply Card 
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A Refresher Course in 
W ater Pump Selection 


By George Trisler 
The Deming Co., Salem, O. 


THERE ARE MANY FACTORS that must be 
given prime consideration when working out 
the criteria for water pump selection. 

First, there is the question of how much 
water the user will require. This problem 
can be worked out definitely, and certainly 
should be done before recommending a 
pump for any installation. Factors to con- 
sider in this problem are: 

1. How many in the family. 

2. Livestock requirements, if any. 
3. Outdoor fixtures. 

4. Garden irrigation. 

There was a time when 50 gallons of water 
a day was sufficent for every member of the 
household to take care of all requirements 
for drinking, bathing, cooking and laundry. 
That amount has increased due to automatic 
equipment . . . washing machines, dishwash- 
ers, disposers, water softener back washing 
and other uses. Now, a good round figure 
would be 60 to 70 gallons per person. 

If there is a livestock watering problem, 
this should be broken down as to the type 
of animal. For example, cows . . . producing 
cows, nonproducing cows, cows with drink- 
ing cups, and cows without drinking cups. 
Without drinking cups at the stall, cows 
consume somewhere around 15 to 20 gal- 
lons per day. Producing cows with drinking 





























‘Gosh Bob, you’ve become sort of a local 
celebrity since telling off the water 
commissioner last week.” 
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cups consume 30 to 40 gallons of water per 
day. Horses use about 10 gallons per day 
each. Pigs use about 3 gallons per day. 
Chickens require about 9 gallons per 100; 
sheep about 1% gallons each. In other words, 
the total livestock should be considered and 
the amount they require daily should be set 
down as part of the day’s requirements in 
addition to the requirements for the family, 
indoors and out. 


s» Outdoor fixtures for sprinkling and gen- 
eral watering come in for consideration here. 
We can roughly count on about 200 gallons 
per hour for a 42-inch hose with nozzle and 
300 gallons per hour for a 34-inch hose with 
nozzle. Lawn sprinklers will take somewhere 
between 120-250 gallons per hour. If irriga- 
tion of the garden is to be considered and 
there is a definite area, the figures should 
include a sufficient amount of water to put 
at least an inch of water on that area every 
10 days. To cover an acre with an inch of 
water requires about 27,000 gallons of water; 
and considering evaporation during the time 
of application, it is usually estimated that 
about 30,000 gallons of water are required to 


e U 
Underground 
| Condensate Pump 


Type MR 
Condensate Pump 


Type ECR 
Condensate Pump 


get that acre inch of water on the land. The 
rate of application, of course, would depend 
upon the number of hours per day that the 
water is applied. 

All of this is given to show what factors 
must be considered in actually working out 
the pump capacity to really do the job. After 
we get the amount of water that is to be 
used per day, all of this should be pumped 
within 2 hours. This is the figure that has 
been established roughly throughout the in- 
dustry so that there is room for expansion. 
Also, it gives the pump a chance for inter- 
mittent service. 

Between the actual operation of the pump, 
the motor has a chance to cool off; and in 
some cases with intermittent service, a small- 
er horsepower motor can be employed. In 
other words, if the pump is to be used for 
continuous service (which means operation 
for about an hour or more at one time), often 
the next larger size of motor should be used 
to prevent overload. 

The source of water supply must always 
be taken into consideration for the proper 
pump selection. This may be a surface supply 

(Please turn to page 190) 


Type VV 


Vacuum Pump Vacuum P 


choose from a complete line of 


SARCO CONDENSATE and VACUUM PUMPS 


SARCO CONDENSATE PUMPS discharge to boilers fast ... give 
quiet, dependable operation ... are constructed of finest 
materials . . . engineered for quick, easy installation to meet 
a variety of conditions ... have steel or cast iron receivers and 
close coupled or flexible coupled motors. 

SARCO VACUUM PUMPS have a reputation for quality based on 
a quarter century of experience and development... feature 
jet vacuum-producing unit—highly efficient in producing high 


vacuums and maintaining full rated water capacities .. . have 
flexible coupled motors and cast iron receivers. 
WHAT ARE YOUR PUMP NEEDS? Make use of Sarco’s wide and 
specialized experience in heating problems involving fluid 
movements. For information on Sarco condensate and vacuum 
pumps, all guaranteed for one full year, contact your Sarco 
sales representative, district office, or distributor; or write: 
2362 


Check 4-189-01 on Reply Card 
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r. DISTRIBUTOR. 


Steady Sales and Excellent Profits 
are Yours when you join the ‘‘BUSY 
FAMILY” of Distributors that Stock 
and Sell... 


M°DONALD 


the pumpin’est pumps 
at the pleasin’est prices 


M®DONALD 
SERIES 8000 
SUBMERSIBLE PUMPS 


MeDonald Series 4400 McDonald Model 4400 
Mi-T-Flo Shallow Well Century Line 
Jet System Adapto-Jet 


fi | 


Lal's 
McDonald Series 5000 McDonald Deep Well 
Multi-Stage Series 100 — 600 


Pumps Water Systems 


McDonald Series 420 
Reciprocating Pumps 
and Water Systems 


Excellent Territories Open . . . 
Write for Detailed Information on: 


. Good Distributor and Dealer Profits 
’. Merchandising and Sales Programs 
. Cooperative Newspaper Advertising 
. National and Regional Advertising 
. McDonald “PROFIT-PAK” 


Dept. DE-461, 12th & Pine, Dubuque, Iowa 


PUMPS ¢ BRASS GOODS e OIL EQUIPMENT 
@ DRAINAGE PRODUCTS 


9 ay. MEDONALD nec. co. 


Check 4-190-01 on Reply Card 


(Continued from page 189) 


such as a lake or pond, river or stream, 
spring, cistern or other storage. Usually the 
surface supply is within suction distance of 
a so-called shallow well pump. 

Suction limits are determined by the at- 
mospheric pressure, which is actually the 
force that pushes the water into the pump. 
It is generally considered that a lift of 22 to 
25 feet is the practical limit of suction lift 
for most areas in the country, except those 
of the higher elevations where the suction 
lift is redueed because the atmospheric pres- 
sure is less. Probably the most satisfactory 
supply of water comes from an underground 
source. This ground water may come up to 
within suction distance of a pump or the 
pumping level may be down in the ground 
as much as 400 feet or more. 


# When pumping from a level of more than 
25 feet from the surface, some type of deep 
well pump is usually required, We spoke of 
shallow well limitations of 22 to 25 feet 
Frequently this is misunderstood because the 
total lift must not exceed those figures It is 
not the actual static lift of the water alone, 
but friction loss in the pipe which muat alao 
be taken into consideration, The atatie lift 
plus all frietion loss in the pipes muat be 
considered 

For example, the pumping level in a well 
may be only 15 feet from the surface, but 
if the pump is to be located in a building 
some distance away from the well, it could 
be quite possible that the friction in the pipe 
leading to the pump might be equal to an- 
other 15 feet, making a total of 30 feet, which 
would exceed the practical suction limit. In 
such a case, it would be necessary to increase 
the pipe size, which would decrease the fric- 
tion and permit the use of a shallow well type 
of pump of given size. Or, the pump could 
be placed directly over the source within suc- 
tion distance and the water forced to a deliv- 
ery point some distance away. The size of 
pipes then is a very important factor which 
must always be considered both on the suc- 
tion side of the pump and the discharge side 
of the pump. 


= Consider the types of pumps that are avail- 
able and some of their advantages and dis- 
advantages. The principal types on the mar- 
ket today are as follows: 
1. Reciprocating Pumps 
2. Centrifugal and Turbine Shallow 
Well Pumps 


(Please turn to page 193) 
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It could be the biggest bonus you ever gave your employees — life-saving 
facts about cancer. Whether you have a factory or an office—a hundred 
or a thousand employees—we are prepared to offer a cancer education 
program to meet your particular requirements. Pamphlets, posters, films 
and speakers will bring vital information: to your employees. Such pro- 
grams pay off in saving lives. Call your local American Cancer Society 
for further information. Do it today. American Cancer Society 3° 
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SITUATIONS OPEN 





MANAGER 
TECHNICAL SERVICE 


BUILDING MATERIALS 


For newly created position with an old 
established manufacturer of “high qual- 
ity” products associated with the build- 
ing industry. 


The man we seek should possess an ME 
degree with 2-5 years experience in 
Technical Service or as a Sales Engi- 
neer of building products specified by 


architects - contractors - engineers. 


An unusually challenging opportunity 
providing exceptional growth prospects 
with company located vicinity Wilming- 
ton-Chester. This position reports to 
General Sales Manager. Excellent start- 


ing salary - our fee paid. 


Appointments on a completely confi- 


dential basis by calling R. R. Cyphers, 
SPECIAL PROJECTS DIVISION, 


Kingsley 6-2300 or by resume. 


BUTTRICK & MEGARY 


Organization Builders for 30 Years 
Western Saving Fund Building 
Philadelphia 7, Pa. 








Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including head- 
ings and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 


1801 











SITUATIONS OPEN 


SITUATIONS WANTED 





PLUMBING-HEATING MAN 


Experienced on distributor level. Good 
pay, pension, benefits. Address Key 519- 
E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


PURCHASING DEPT. 


Plumbing and heating supplier needs 


man experienced in purchasing. Confi- 
dential. Good opportunity. Address Key 
520-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


HEATING ESTIMATOR AND 
QUOTATION MAN 


wanted by distributor for commercial 
work. Good job, free insurance and 
other benefits. Address Key 521-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





SITUATIONS WANTED 





FLORIDA 


Aggressive reliable territory manager 
available. Successful twelve year record 
in sales and promotion with nationally 
known manufacturer on Northern ter- 
ritory. Presently representing plumbing 
and industrial wholesaler in state of 
Florida but interested in making new 
career with high quality manufacturer 
on salary and incentive basis. Excellent 
references. Address Key 523-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 
POSITION WANTED. WIDE EXPERI- 
ence in plumbing, heating, air condi- 
tioning, outside utilities, practical engi- 
neering, design, estimating, business 
management, qualified to make com- 
plete take-off and prepare bids, familiar 
with commercial, industrial and gov- 
ernment projects. Master Plumber's Li- 
cense in several Southern cities. Con- 
nection preferably in Southeast. P. O 
Box 7131, Jacksonville 10, Florida. 


EXPERIENCED MAN 
IN SALES 


and sales training—plumbing and heat- 
ing field seeks position in either or both 
capacities with medium or large manu- 
facturer in Middle West area—Familiar 
with wholesalers—Chicago, Indiana, II- 
linois, Wisconsin, Minnesota. College 
graduate, under 40, married, one child, 
willing to relocate. Address Key 531-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 





REPRESENTATIVES 
WANTED 


for Eastern toilet seat manufacturer. 
Protected territories open. List lines 
and territories in resume. Address Key 
529-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


PROFITABLE SELLING WITH COM- 

petitively priced, wide model range of 
Hi-Boy, Lo-Boy, Counter Flo and Hori- 
zontal Warm Air Gas (AGA) and Oil 
(UL) Automatic Furnaces. Representa- 
tives calling on contractors or dealers 
wanted. Territories open. Colorful sales 
literature describes trouble-free con- 
struction, simple, modern design, eco- 
nomical operation. Write now, list lines 
handled and territories covered. Ad- 
dress Key 517-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


COPPER FITTINGS 


Highly competitive short line copper 
fittings, American made, some territo- 
ries still open, full territory protection. 
MANUFACTURERS DISTRIBUT- 
ING COMPANY, 131 San Lorenzo 
Ave., Coral Gables, Florida. 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 194 AND 196 
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(Continued from page 190) 


3. Centrifugal Jet Pumps 
4. Submersible Pumps 
5. Deep Well Turbine Pumps 

Sometimes called a piston pump or plun- 
ger pump, the reciprocating type of pump 
has a definite place even though other types 
of water systems have become more popular. 
These have more or less constant capacity 
regardless of pressure; also, more pressure 
can be obtained by simply adding more pow- 
er. They are simple and well known, anyone 
can fix them, and they have long life, ex- 
tending over many years with very little at- 
tention or service. They do not easily lose 
their prime, and normally would even pump 
part air and part water if the source of sup- 
ply was not sufficient to take care of the 
full capacity under all conditions. 

There are some disadvantages. They are, 
because of their very construction, more 
noisy than some other types, there are more 
parts to move, the capacity does not increase 
at lower pressures, and the deep well type 
must be set directly over the well. 


#The centrifugal shallow well pump may 
be either single stage with one impeller or 
it may be a multi-stage pump for higher 
pressures. A centrifugal has the advantage of 
producing greater capacity at lower pres- 
sures. In other words, it supplies more water 
when more water is demanded. The flow 
from a centrifugal is constant and there is 
no pulsation except when the pump first 
starts at each operating cycle. They require 
a minimum of space. 

They have some disadvantages because the 
capacity of a centrifugal decreases as the 
pressure increases. They have definite pres- 
sure limitations, beyond which no water is 
pumped at all. This generally is known as 
the shut-off pressure, and in selecting a pump 
of this kind, it is important to know that the 
pump will deliver the proper capacity at the 
pressure required. 

Most privately owned water sytems today 
are equipped with hydropneumatic storage 
tanks rather than elevated tanks. The air is 
trapped above the water under pressure to 
form a cushion and provides for automatic 
operation. Air under these conditions is ab- 
sorbed by the water and must be replaced. 
Otherwise, we get what is known as a water- 
logged tank. In order to replenish the air 
supply with a centrifugal pump, a separate 
air pump or air injector is needed. 

The centrifugal jet pump consists primarily 

(Please turn to page 195) 
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QIANG 
APpROND 


If you sawed this 


DUNKIRK BOILER 


apart... you would see 
why it sells and stays sold! 


Beginning with the strength and long life of cast 
iron, the lifetime metal, Dunkirk Engineering, 
Manufacturing, and Service have been proved and 
approved for over a quarter of a century. 


Cut-away view of Concord Series boiler shows heat 
absorbing studs cast integral with sections...wet base 
construction...raised port burners...built-in flue col- 
lector and draft diverter and tankless water heater. 


Dunkirk Boilers and Radiators are made in a com- 
plete range of sizes, and types for hot water and 
steam systems. Write or phone for catalog. 


RADIATOR CORPORATION 
DUNKIRK, N. Y. 


Member of the Institute of Boiler and Radiator Manufacturers 
and the American Gas Association 


Check 4-193-01 on Reply Card 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 





INTERESTED IN 
NEW FRONTIERS? 
YOUR FUTURE? 


Due to expanded production facilities, 
we are opening additional territories, 
such as Missouri-Arkansas-Louisiana- 
Illinois - Indiana - Michigan - Missis- 
sippi - Tennessee - Kentucky - Ohio - 
the Carolinas-West Virginia-New York 
state and the New England area. We 
are a leading manufacturer of PVC 
plastic pipe for the oil, water and gas in- 
dustries—We also need coverage on our 
new PVC sewer and drain pipe (soon to 
be approved by FHA.) A new revolu- 
tionary plastic irrigation pipe. Electrical 
conduit coming. e are going forward. 
Join us. If you are willing to work, we 
have the product and the marketing 
helps, catalogs, technical data, testi- 
monials, etc. All territories are pro- 
tected. We are looking for agents who 
like a good company, excellent repu- 
tation and top quality products. If you 
can qualify, send full details. Address 
Key 490-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


EXCLUSIVE PROTECTED TERRITO- 

ries open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers. Unique demon- 
stration sells 8 out of 10 on first call. 
Address Key 504-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 








CHECK AND FOOT VALVES 


New manufacturer in field with top 
quality, new design and competitively 
priced line. A few territories still open. 
Exclusive territories. Full range of sizes. 
TYPHOON PRODUCTS, 131 San Lor- 
enzo, Coral Gables, Florida. 





LOOKING FOR A PRODUCT TO SELL 

that will easily add $15,000 per year 
to present income? Our line of fuel ad- 
ditives are sold on customer satisfac- 
tion or money back guarantee. Write 
stating territory and lines now handled. 
Address Key 489-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





BRUSH-ON SOLDER 


FOR SWEATING FITTINGS 
CLEANS - FLUXES - SOLDERS 
Modern. Quick. Sure. Economical mon- 
ey-maker, repeat, companion item. Lib- 
eral commission. A few good territories 
available including Southern California. 
Send complete information, lines now 
handled. Address Key 502-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 

Ave., Chicago 16, Illinois, 
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REPRESENTATIVES WANTED 


Established manufacturer of quality line 
of metal insert fittings for plastic pipe 
has available territories East of the Mis- 
sissippi River. Also entire states of Wis- 
consin, Minnesota, lowa, North Dakota, 
South Dakota, Louisiana and Missis- 
sippi. Interested representatives calling 
on wholesale hardware and wholesale 
plumbing supply jobbers send complete 
resume to Key 522-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





SALES PARTNERS WANTED. EXPE- 
rienced salesmen (2) one covering 
western New York and one covering 
eastern New York calling on plumbing 
supply jobbers. Work on partnership 
basis with manufacturers agency carry- 
ing top lines. Good money being made. 
Sales agreement and partnership ex- 
ceptional. Specify territory and lines 
carried. Write: Address Key 514-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


Manufacturers’ agents covering plumb- 
ing and heating jobbers in South Atlan- 
tic states to sell hydronic baseboard 
radiation for leading baseboard man- 
ufacturer. Address Key 530-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


MANUFACTURER'S REPRESENTA- 

tives for complete tubular brass man- 
ufacturer. Florida and several territo- 
ries open. State territory covered, lines 
now handled, experience, etc. Address 
Key 509-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illi- 
nols. 


AGENTS WANTED 


Agents calling on the plumbing and 
heating trade to sell the Bareham & 
Saunders Plumbers and Steamfitters 
Price Guide. Liberal commission. Over 
23,000 have been sold since 1912. Write 
for particulars. BAREHAM & SAUN- 
DERS, INC., 412 Cutler Bldg., Roches- 
ter 4, N. Y. 


MANUFACTURER'S AGENT 

to represent manufacturer of complete 
line plumbing fixtures, heating boilers 
and water heaters; exclusive product 
program. A few territories open. Send 
complete information, lines now han- 


dled, territory covered to P. O. BOX 
221, Columbus 16, Ohio. 





AGGRESSIVE REPRESENTATIVE 
calling on the plumbing jobber want- 
ed by specialty manufacturer. High 
commission, good volume. Texas, Lou- 
isiana, Mississippi, Alabama, Oklahoma, 
Tennessee, Kentucky, West Virginia 
and Virginia open. Address Key 526-E, 
“DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois. 














REPRESENTATIVES WANTED 


to call on wholesale plumbing and heat- 
ing supply jobbers to sell a quality line 
of patented plumbing and heating spe- 
cialties for a well known American 
manufacturer. Most of our items are 
patented and many other items patent 
pending. We are marketing a patented 
spray aerator easily connected to the 
sink faucet spout, indoor and outdoor 
drinking fountains which attach to 
present fixtures for bathroom and gar- 
den use, flush clean air vents for chilled 
water and hydronic heating systems as 
well as other standard items. A num- 
ber of choice territories open in the 
United States and Canada. Aggressive 
men now selling for American manu- 
facturers need apply. Give full resume 
in first letter. Address Key 491-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED BY 

competitive manufacturer of roof 
flashings, will shortly introduce new 
quality line and desires agents calling 
on plumbing and hardware jobbers in 
Alabama, New Mexico, Colorado, West- 
ern Pennsylvania, Indiana, Central and 
Eastern Missouri, and Illinois except 
Chicago. Address Key 499-E, ““DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois 


WANTED 
MANUFACTURER'S 
REPRESENTATIVE 


We require agents in several open ter- 
ritories for unique customized bathroom 
vanity cabinet line, tr dous appeal. 
Terrific opportunity to join a winning 
team, your inguiry may give you an ex- 
clusive profitable territory now! Write 
us giving details, territory covered, in- 
cluding present lines. CLEMENT J. 
GORNEY, National Sales Agent, Box 
321, Natrona Heights, Pennsylvania. 











PLUMBERS BRASS-FLEXIBLE 
SUPPLIES 


Several territories available for repre- 
sentation to plumbing wholesalers. Ad- 
dress reply including lines handled and 
territory Manager, HAR- 
CRAFT BRASS, A Division of Harvey 


Aluminum, Torrance, California. 


to Sales 


t 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 192 AND 196 
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(Continued from page 193) 


of a pump in combination with an ejector. 
There are both shallow well jet pumps and 
deep well pumps. In the shallow well type, 
the ejector is either in the pump or near the 
pump, whereas with the deep well jet sys- 
tem, the ejector is placed in the well. A big 
advantage of a deep well jet pump is the 
fact that the pump may be placed in the 
basement even though the well is located 
some distance away. 

This type of system has similar character- 
istics to that of a straight centrifugal pump 
and the capacity increases with lower pres- 
sures. Of course, capacity falls off at the 
higher pressures. There are few moving 
parts, the pump is non-pulsating and is 
usually lower in cost. The pump is easy to 
install and has become one of the most popu- 
lar types for both shallow and deep wells. 


= On the deep well service there are limita- 
tions as to depth, but with the advent of 
the multi-stage ceatrifugal jet, they are 
sometimes used in wells where the pumping 
level is 300 feet from the surface. In isolated 
cases, deeper settings have been reported. 

The jet pump has its disadvantages . . 
capacities fall off at the higher pressures; 
therefore, the selection of a jet pump should 
be carefully made to be sure that there is 
sufficient capacity at the pressure required. 
Extra care should be used when making 
an installation of a jet pump because any 
foreign material or debris left in the pipes 
could easily plug the ejector nozzle. 

Deep well jets normally require two pipes 
in the well . . . one from the pump to carry 
the recirculated water to the ejector, and the 
other to bring the recirculated water back 
to the pump plus the amount drawn in from 
the well. Jet pumps are subject to loss of 
prime if the water draws down below the 


ejector. Most of the jet pumps on the market 
today are self-priming. 


=» The submersible type of pump is one of 
the latest developments in the industry. The 
entire pump and motor are installed in the 
well out of sight, which means no pump 
house is required and there are no space 
limitations within the basement as with oth- 
er types of pumps. Electric wires carry the 
current down to the motor in the well, and 
one pipe delivers water to point of use. 

A hydropneumatic storage tank is desir- 
able because this provides a quantity of 
water for immediate use, and the storage 

(Please turns to page 197) 
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The most complete line of faucets 


ca 





No. 904 Bed Pan Flusher, with 


for HOSPITAL use 


Thanks to more than 50 
years of specialization, 
Chicago Faucets offer your 
most complete selection of 
faucets for hospital use— 
for wash-up or laboratory 
sinks, bed-pan flushers, 
nurses’ stations, etc. 
Pedal-, leg- or wrist-opera- 
ted;interchangeablespouts, 
supplies and vacuum break- 
ers. Each has the time- 
proved replaceable opera- 
ting unit which permits 
minor service or complete 
renewal in a matter of min- 
utes. Because many s0- 
called specials are standard 
with Chicago Faucet, 
chances are you'll pay little 
if any premium in price for 
this premium quality. 





integral vacuum breaker. 
Other types for concealed 
piping, with different nozzles, 


spouts, etc. 


No. 886 Exposed Sink 
Faucet, with integral 
vacuum breaker. Other 
types with wall brace, pail 
hook, integral stops, etc. 


No. 625 Pedal Valve, mixing 
type. Also wall hung pedal 
valves, and leg- or wrist-oper- 
ated valves. 


The Chicago Faucet Co. 
2712 N. Pulaski Rd., Chicago 39, Ill. 


has 64 pages of en- 
gineering data and 
dimensions on many 
special hospital 
faucets. If you buy or 
specify faucets write 
for your copy. 


Distributed through the plumbing trade exclusively 
Check 4-195-01 on Reply Card 
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REPRESENTATIVES WANTED 


LINES WANTED 





LINES WANTED 





REPRESENTATIVE WANTED. CALL- 

ing on plumbing, heating, and hard- 
ware wholesalers and distributors to 
sell well established saw line. Several 
territories open. Write details. G 
SPOAR, 216 Westcott St., Syracuse 10, 
New York. 





LINES WANTED 





PHILADELPHIA-CAMDEN, NINETY- 

mile radius. Stocking distributor and 
manufacturer’s representative now con- 
tacting heating, air-conditioning, fuel 
oil, and sheet metal dealers and con- 
tractors, and wholesale houses, seeks 
additional high-quality lines of equip- 
ment and/or accessories having present 
following but needing new live-wire 
push. Write HUMIDAIRE COMPANY, 
INC., 2841 Wharton Street, Philadelphia 
46, Pennsylvania. 


NEW YORK AND NEW JERSEY 


Well organized manufacturers’ repre- 
sentative sales organization seeking ad- 
ditional lines for representation through 
plumbing supply wholesalers in New 
York and New Jersey. Warehouse 
available. Address Key 505-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


~ CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 506-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 








UPSTATE NEW YORK. AGENCY ES- 
tablished 1948. Two men calling on 
Plumbing and Heating Wholesalers. No 
DTU accounts. Desire additional line. 
Prime Manufacturers only. Aggressive 
and well known. Address Key 516-E, 
‘DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
WAREHOUSE 
in Jackson, Mississippi. Manufacturer’s 
agency serving Mississippi, Louisiana, 
and Arkansas, wants line to supplement 
present lines of water heaters, pump 
tanks, plastic pipe. FACTORY DIS- 
PLAY AND WAREHOUSE COM- 
PANY, Hartwell Cook, Sales Repre- 
sentative, P. O. Box 514, Jackson, Mis- 
sissippi. 


WESTERN PENNA. 
WEST VIRGINIA AND OHIO 
Experienced sales organization with 
warehouse facilities centrally located 
desires an additional manufacturer in- 
terested in volume representation. Ad- 
dress Key 465-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 

16, Illinois. 


WESTERN PENNSYLVANIA AND AD- 
jacent areas, 5 years selling leading 
jobbers, carrying few lines, will devote 
time to good line. Address Key 507-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 
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THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 13, Minn. 
Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


NORTHERN OHIO—WELL ESTAB- 

lished, limited number lines, selling 
leading wholesalers, attending CSA, ag- 
gressive, intelligent coverage. Address 
Key 508-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illi- 
nols. 


FLORIDA 


Intelligent, consistent, state wide cov- 
erage. We contact plumbing, water 
supply, refrigeration and hardware 
wholesalers. All replies answered and 
strictly confidential. Address Key 480-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


FOR RESULTS IN WESTERN MIS- 

souri and Kansas. Address Key 527-E, 
“DOMESTIC 
Prairie Ave., 


ENGINEERING,” 
Chicago 16, Illinois. 


WILLIAM J. DEBLER 
NEW ENGLAND STATES 
Senior 
—SALES REPRESENTATIVE— 

Junior 


31 Gordon Road 
Needhan, Massachusetts 


EASTERN PENNSYLVANIA, SOUTH- 

ern New Jersey and Delaware areas, 
twelve years selling wholesalers carry- 
ing few lines. Will devote efforts to 
good line. Address Key 525-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


MAX ROTHENBERG CO., INC. 
11-05 38th Avenue 
Long Island City, N.Y. 
Manufacturers’ agency covering New 


York and New Jersey—Warehousing 
available. 


TUBULAR BRASS PRODUCTS WANT- 

ed by large established agency with 
tubular products experience for Eastern 
Pennsylvania, Southern New Jersey, 
Delaware, Maryland and Virginia. Large 
following. Address Key 511-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


BOSTON 


Manufacturers’ representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give aggressive, concen- 
trated representation to additional ma- 
jor quality line. Address Key 528-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 














ENTIRE STATE OF OHIO 
MATHES-FRISCHMAN 
& ASSOCIATES 


3494 Lee Road 
Shaker Heights 20, Ohio 
Serving the plumbing wholesaler 


MANUFACTURERS AS MARKET 

analysts and sales consultants, allow 
our account representatives to aid you 
in establishing national distribution. 
Our representative will act as your 
company’s Sales Manager until you are 
in a position to retain a full time Sales 
Director. Address Key 493-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


KANSAS—NEBRASKA 
Western MISSOURI 


Do you have “tired-blood” in this area? 
We can give aggressive representation 
that gets results on a specification or 
staple line with volume potential. Ad- 
dress Key 515-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


NEW YORK AND NEW JERSEY TER- 
ritory, long established, experienced 
sales organization, 6 salesmen, own 
warehouse, want one more good line 
selling wholesale plumbing-hardware 
jobbers. Address Key 464-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


LIBERTY SALES ASSOCIATES 


12-15 29th Ave. 


Long Island City 2, N. Y. 
Covering the wholesale plumbing and 
heating supply jobbers New York and 
New Jersey—Warehousing facilities. 
MISSOURI - TUBULAR OR CAST 

brass - fittings - pumps wanted Is- 
tablished agent Address Key 524-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 





FOR SALE 





FOR SALE. ELECTRICAL-PLUMBING- 
heating business-no tools-will lease 
building. Growing Community. Small 
‘i Priced Reasonable. Address Key 
“DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois. 


DUE TO RETIRING I WOULD LIKE 
to dispose of old plumbing business 
established since 1926. SANDERS 
HEATING AND PLUMBING, 111 E. 
Fourth Street, Michigan City, Indiana. 
FOR SALE: WELL KNOWN STOKER, 
new crated, size C-20, Serial 46-20. 
Nationally known boiler, 10 section 
double, steam 15, water 30, A.S.M.E. 
standard, size 48 10D, serial NC 121035. 
This is a new boiler, never used. For 
sale by the MADISON NURSERY & 
GREENHOUSE, Madison, Minnesota. 
Phone 598-7467. 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 192 AND 194 
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(Continued from page 195) 
tank permits good automatic control. Air 
replenishment is no problem because a cer- 
tain amount of water in the riser pipe is 
replaced with air at each cycle, and then 
when the pump starts this air is forced into 
the tank. 

Just as a matter of comparison, taking an 
arbitrary quantity of water at a given depth 
we find that a submersible pump can deliver 
400 gallons of water per hour from a depth 
of 300 feet against a 40-pound pressure at 
the surface with a one horsepower motor. 
The reciprocating or rod type of pump would 
require two horsepower, and the jet pump 
to do the same work would require in the 
neighborhood of five horsepower. 


# You can see from this that the operating 
cost of a submersible pump per gallon of 
water delivered is much less than almost any 
other type. 

The submersible, because of its close-run- 
ning clearances, is not regarded as suitable 


for installation in wells that continue to pro- 
duce abrasives. Sometimes this is called sand, 
but actually large grains of sand do not cause 
nearly as much damage as the very fine, 
silt-like material. Material like this can cause 
excessive wear, resulting in decreased capac- 
ity and pressure . . . and eventually in a 
loss of the pump and/or motor. 


=The deep well turbine pump consists of 
a motor and a discharge head at the surface 
with a multi-stage centrifugal pump in the 
water, which is connected to the motor and 
discharge head through column pipe and 
line shafting. This type is used primarily in 
large installations such as motels, schools, 
estates, industrial plants, etc. Characteristics 
are large capacity, deep setting, high pres- 
sure, high efficiency and quiet operation. 
Ease of installation is also a feature and they 
handle sand and abrasives better than some 
other types. The turbine requires a straight 
well and the pump must be installed di- 
rectly at the well site. END 
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WIRE PRODUCTS COMPANY 


2115 E. Baltimore St. Balto. 31, Md. Dickens 2-9080 





Check 4-197-01 on Reply Card 


PLUMBING & HEATING WHOLESALERS 





MANUFACTURERS’ AGENTS 
REGISTER NOW! 


Manufacturers’ Agency Service maintained for years by 
DOMESTIC ENGINEERING Magazine is for your ben- 
efit and if you have not already registered, write today 
for necessary registration forms and complete details of 
assistance available to agents. 


As a clearinghouse of information for the manufac- 
turers’ agents of plumbing, heating and air conditioning 
equipment, DOMESTIC ENGINEERING Magazine has 
proven invaluable to many leading representatives in the 
past, and if you have not as yet taken advantage, get 
the details today. There is no charge. 

Attach this advertisement and mail it together with your 
letterhead for full information to Manufacturers’ Agency 
Service, 1801 Prairie Avenue, Chicago 16, Illinois. 





Cittentio 
Two beautifully bound, rugged- 
ly constructed loose leaf price 
data books for the P & H 
wholesaler. 24 sections of vital 
information, fully illustrated. 
MASTER copy advises on mar- 
ket changes, including cost 
sheets. Size: 8%” x 11” x 8%” 
expanding to 5”. The SUP- 
PLEMENT, for wholesaler and 
jobbers desiring additional cop- 
ies for salesmen and counter 
use. Size: same as Master. 
Published by publisher of Brad- 
ford Price Book. 


The Siti 


HERE IS YOUR 
SOLUTION & 
To 


ANSWERED 
QUICKLY aad 
EASILY! 


The MASTER and 
SUPPLEMENT Cosy 


EWAN MARKET MANUAL 


QUINCY 69, MASSACHUSETTS 
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BURN-RITE 
Waste Disposer 


. . - AN ELECTRICAL CIRCULATING PUMP 
for maximum efficiency, economy and long life 


RECIRCULATES WATER 
Water Displays - Fountains 
Liquid Transfers - Small 
Cooling Systems 


REMOVES WATER WASTE 
BELOW SEWAGE LINES 
Laundry Trays - Washing 
Machines - Pools - Photo 
Lab Equipment 





NOW AVAILABLE 
IN 114” & 114” LPS. 





IF CARLTON 
CAN’T MAKE IT 


—-NOBODY CAN! 


For example, this Carlrim Ledge 
Type Extra Deep Single Bowl 
Sink is available in 6 different 
models and sizes, designed for 
| Utility Room Laundry tubs, 

Apartment sinks, Laboratory 
| sinks. Type 316 Stainless avail- 
able on order. 








Gauge 


Outside Dim. 


Bowl Size 


Depth 





1516* 
2116-10* 
2121-11* 
2124-12* 
816-10 
824-12 


20 
18 
18 
18 
18 
18 


16” x 15” 
21” x 16” 
21" x21” 
21” x24” 
22” x 17-1/4" 
25-1/4" x 22” 


14” x 10” 
16” x 14” 
17-1/2” x 15” 
16” x 20” 
16” x 14” 
20” x 16” 


8” 
10-1 /2” 
11” 
12” 
10-1/2” 
12” 








Write Dept. D-4 for catalog and full information 


BURN-RITE PRODUCTS CO. 


354 Saw Mill River Road Yonkers 2, N.Y. 








Check 4-199-01 on Reply Card 














Spring is here! 











Clean that Boiler NOW and let 
SULFLO Bolen WATER TREATMENT Keep it Clean 





For Steam and Hot Water 
OTHER SULFLO Installations. 


QUALITY PRODUCTS 


Sulflo No. | Cutting Oil 
(The Preferred oil of 
Master Plumbers) 
Sulflo ‘All-Purpose’’ 
” Penetrating oil 
Pipe Joint Com- 
pounds (water & 
steam and oil 
insoluble types) 
Solder Liquid 
Solder Paste 
Layout Liquid 


A special, carefully devised for- 
mulation for eliminating and pre- 
venting scale, rust and oil with 
their attendant heat loss and 
deterioration of equipment. 


Companion Home Service Items 


Sulflo Fuel Oil Treatment 
Sulflo Boiler Seal 


Sold to the trade through selective outlets; thus Sulflo benefits 
the professional steamfitter and plumber. 


SULFLO, Ince. 











Elizabeth 4, N. J. 
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*Needs external frame. 


Send us your specifications for quotation. Carrollton Mfg. 
Company, Sink Division, Carrollton, Ohio. 


| LOOK FOR THE STARS +-+-++ To TELL You IT's 


SCULLERY SINKS ¢ INSTITUTIONAL SINKS * HOME SINKS * CUSTOM SINKS 
Check 4-199-02 on Reply Card 








PROFITABLE SEWER AND DRAIN CLEANING... 
WITH POWERFUL, ELECTRIC SEWEROOTER! 











SENIOR MODEL: 


Cleans 3” through 8” 
lines; AC Heavy Duty Ca- 
pacitor Motor; foot switch; 
easy one-man operation; 
portable powerhouse! 


JUNIOR MODEL: 


% 


i Economical magic for 14” 

THE SNAKE | to4” lines; AC Heavy Duty Capac- 
THAT MAKES _ itor Motor; foot switch; depend- 

a THE ' able versatility built by the leader! 


_ DIFFERENCE! 
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\ , “Flexicore Wiropecenter” Snakes 


General’s patented Snake construction 
reduces breakage. Rugged strength means 
profitable operation. 


Get details on our full line of Electric Cleaners, Hand-Operated 
Tools, and Wiropecenter Snakes 


GENERAL WIRE SPRING CO. 
906 S, SARAH STREET, PITTSBURGH 3, PENNSYLVANIA 


Distributors throughout Canada and U.S. 
Check 4-199-04 on Reply Card 
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convenient 
carrying handle é ; new-type handwheel 





new, stronger valve 


essure-relief valve ~ : i 
Be ae added safety pes standard VY" Outlet 


protective cap 
protective collar : for outlet 


See your wholesaler now for a new “‘Zephyr”’ 


Redesigned valve makes ‘Zephyr’ cylinders 
for FREON’ stronger, easier than ever to use 


While service engineers praised the light weight and convenient shape of the 
first “Zephyr” cylinders, they suggested several additional improvements. We’ve 
made them—to make your job of handling Freon* premium quality refrigerants 
even easier. And your refrigeration and air conditioning wholesaler now has 
these newest “Zephyr” cylinders for you—with a free bonus to boot! 
COMPLETELY NEW VALVE. “Zephyr” cylinder valves have been redesigned to 
provide new convenience, strength and safety. Wrenches or adapters are no 
longer needed. You can now operate the valve with a strong but easy-to-turn 
handwheel—and attach charging hoses directly to its standard 44-inch outlet. 
The entire valve assembly is stronger and contains a built-in pressure-relief 
device which, with the fuse plug in the cylinder, makes the ‘‘Zephyr’’ the safest 
service container you can buy. 

Add these new features to all the other conveniences of “Zephyr” containers 
for ““Freon-12” and “Freon-22”, and you can see why it will pay you to get 
your new, factory-filled “Zephyr” cylinders now. 

Carry them. “Zephyr” cylinders are lightweight, with a built-in carrying handle 
that also protects the valve... now make a 50-Ib. size practical. 
Stack them. “Zephyr” cylinders are wider, shorter .. . can be stacked for space- 
saving storage, stand up on trucks. 
Invert them. “Zephyr” carrying handle also acts as a stand, needs no blocks, 
permits easy liquid charging. 
(—) FREE BONUS OFFER! Look for the bonus envelope attached to 
Sex| your new “Zephyr” cylinder. It entitles you to a free can of new 
Du Pont aerosol “Slipspray”—a dry, all-purpose lubricant with 
hundreds of uses at home or work. “Slipspray” leaves no oily film... stops 
sticking, binding, squeaking on all surfaces. Offer expires June 30, 1961. 


my EO N° premium quality U PON 
REFRIGERANTS Better Things for Better Living... through Chemistry 


**Freon’’ and combinations of F- with numbers are Du Pont’s registered trademarks for its fluorocarbon refrigerants, 


Check 4-200-01 on Reply Card 
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SELECT THE CAPITOL 


Fi 


USE WITH THESE PROVEN CAPITOL WELL 


NIPPLES 


WELL POINTS DRIVE SHOES 


AND EXTENSIONS 





creCls, 


Gs 


eS 
SOLD ONLY THROUGH “ °\‘ 


RECOGNIZED DISTRIBUTORS 


COUPLING 






SUPPLIES: 


CAPADAPTERS 





Anybody 
want to buy 


q cheap 


, ig 
f 
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—_ ‘ 

Nobody does . . . nobody wants to pinch pennies on any device his life or 
property depends on. 

Use this basic fact to drive home McDonnell quality. If a boiler owner 
wants to buy a cheap safety control, just ask him if he would buy a cheap 
parachute. Then, when he gasps, give him this clincher: ““You may need a 
safety control only once, but when you need it bad you need it GOOD!” 

One thing is certain: there is no such thing as absolute safety; only 
people selling cheap safety devices claim it... BUT— 

McDonnell Water Level Controls do come closer to the goal of absolute safety than any others 
. . . because they offer the greater dependability that results from better design carried 
out in quality construction. 

It’s easy to sell something you believe in. It’s easy to point out quality you know so 
well in equipment you know so well. Some of the popular McDonnell products are illustrated 
here . . . all of them in the new and better Condensed Catalog. 


M‘Donnell & Miller, Inc. 3500 N. Spaulding Ave., Chicago 18, Ill. 


No. 51-2 Feeder and Cut-off Com- 


bination — for boilers of medium 
size, pressures to 35 psi. — both 
steam and hot water. Other types 
for different sizes and pressures. 


M*{CDONNELL 


No. 157 Pump Control, Cut-off and 
Alarm Switch—for boilers up to 
150 psi. Integral water column has 
tappings for steam trim. Also with- 
out water column body (No. 150). 


No. 69 Built-in Low Water Cut-off 
— Fits right in tappings provided by 
most steam boiler manufacturers. 
McDonnell offers the most complete 
line of ‘‘Built-ins’’ available. 


230 Series Btu-rated Pressure Re- 
lief Valves—for hot water space 
heating boilers. Complies with ASME 
Boiler Code in every way; rated 
and certified by National Board. 


Coles Wolter Lowel Coriteole 


and Cfily Cuvee 


Check 4-202-01 on Reply Card 
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